
































* THE MAGAZINE FOR DISTRIBUTORS AND THEIR SALESMEN = 


Placing the cards 
on the table! 


Billings offer progressive Distributors a defi- 
nite selective distributor policy i. e. selecting 
the minimum necessary number of aggressive 
distributors who can adequately service a 
territory and then working with and directing 
to these Selected Distributors, sales profitable 
in volume, spread and stock turnover. Custom- 
built marketing plans based on individual 
territorial surveys, national advertising and 
forceful promotional literature, missionary 
sales aid, and an engineering counsel, backed 
by a manufacturer squarely behind his Dis- 
tributors—that, Gentlemen, is Billings Selec- 
tive Distributor Policy. 








Are You interested? Write today. 


COMMERCIAL DROP FORGING 
___ BOARD DROP HAMMERS - DIE MAKING MACHINE 


‘ED TOOLS 


E BILLINGS & SPENCER COMPANY, HARTFORD, CONN., U.S.A. 








A “double-barreled” Sales Opportunity! 





Power Drive. The time has come when 
you want to convert it into a complete 
Model-B % to 2-inch portable pipe and 
bolt cutting and threading machine. You 
have the necessary extra parts on hand— 
all you need now is one adjustable wrench. 


| This is the Beaver Model-B Convertible 

















First, remove the cap from the gear case 
2 and reverse the spindle so the chuck is over 
° the motor. Next, remove the outboard 
pipe support and sliding pipe rest used with 

hand tools. 























Place the hood over the motor—bolt it 

3 into position with the four bolts which 
come along (it is accurately positioned by 
dowel pins). Add the carriage, reamer, 
chip trays, etc. Ten minutes gone—and 
you are nearly through. 

















Finally, add the wheel or knife cutoff unit 

4a (whichever you prefer), put the quick- 
opening adjustable die head in position. 
Finally, add the oil reservoir—which holds 
enough Beaver Threading Oil to gener- 
ously bathe the dies while cutting from 150 
to 200 threads on 2-inch pipe. 


Total elapsed time—12 minutes. ‘Tools 
required—one wrench. 





You now have a complete Beaver Model-B 
\< to 2-inch Portable Pipe and Bolt Ma- 
chine—surpassing all others in its many 
convenient features. 

RESALE PRICES! 


Model-B Power ER pee eee $187.50 
Model-B Pipe Machine ('% to 2)...... $275.00 
Model-B Pipe Machine ('% to 2)...... $283.00 


BEAVER PIPE IQDLS 


638 MILLS AVE. Quality Tools—Since 1900 WARREN, OHIO 
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Act 


great gums! 


Selling Ammunition for the 
Industrial Supply Salesman 








Convenient, Fast, Safe — 
Brings Remote Bearings 
Into Easy Reach 


Wherever your customers have big 
machines with hard-to-get-at bearings, 
you’re doing them a genuine favor to 


tell them about Alemite Headers, 
which bring remote bearings within 
easy reach for fast, safe, convenient 
lubrication. 

This photograph, showing how the 
International Milling Company uses 
Alemite Headers, is being featured in 
a full page two-color Alemite ad in 
Mill and Factory for June. Many of 
your customers will see it, and will be 
interested in the story it tells of in- 
viting regular lubrication and insur- 
ance against hot bearings. 

Every factory using line shafts is a 
good prospect for Alemite Header 
sales. Show them how this method 
eliminates the inconvenience and 
danger of using a ladder. Remember: 
There is always a chance that inacces- 
sible bearings will be overlooked and 
neglected at lubrication time. And hot 
bearings not only lead to breakdowns 
—but they sometimes lead to fires. 


Utility Plant Saves Half 
With Alemite Power Gun 


Gentlemen: 

With reference to the savings result- 
ing from the use of the Alemite Power 
Gun at School Street Hydro Station, 
the saving in time is over 50% as com- 
pared to the use of hand gun. A second 
saving is in the application of suf- 
ficient grease to bearing surfaces that 





are out of sight... turbine gates that 
are under water. The little effort re- 
quired to pump lubricant into these 
bearings with the power gun is an ex- 
cellent guarantee that they will not be 
slighted. 

ROY E. SUMMERS, Supt., 

School Street Hydro Station, 
New York Power & Light Corporation. 


| 














Power Gun Pays for Itself 
In 3 Months’ Labor Saving 
In Cold Storage Plant 


475 trucks in this big Buffalo cold 
storage plant work in temperatures 
ranging from 20° below zero to 80° 
above. Frozen bearings used to be com- 
mon, but not since Alemite got on the 
job. Lubricated once a month, the 
labor saving on truck lubrication alone 
paid for the gun in 3 months. 





* j 
Every 2 Weeks or Every 2 Days? 


There are 91 full-fashioned hosiery 
machines in this mill, all Alemite- 
equipped. These machines were for- 
merly oiled every 2 days; now they are 
Alemited every 2 weeks—and there’s 
no more oil contamination of hosiery, 
machines, or floors! Got any hosiery 
mills in your territory? 





25-LB. ALEMITE POWER 


GUNS—AIR OR ELECTRIC 


—\ Insure Thorough Lubrication for Many Industries 


Holding 25 pounds of lubricant and 








It is the purpose of this Great Guns 
page to supply you with tips that you 
can turn into sales. If you haven't 
seen it every month, we'll be glad to 
supply you with reprints of the six 

ages which have appeared, ready to 

» inserted in your loose-leaf book. 
Write for thea. They’re free. 








mounted on casters for easy portability, 
these high pressure power guns often pay 
for themselves in a few months in labor- 
saving alone (see cold storage plant item 
above). Model 6184 illustrated is an air- 
operated gun; Model 6190 is electrically 
operated. Both are heavy duty construction 
for continuous service under strenuous in- 
dustrial use. 


One of your best possibilities for increased 
earnings is converting present hand gun 
owners to the wisdom of power gun lubrica- 
tion. Use the examples on this page to help 
sell them! 








ALEMITE — A Division of Stewart-Warner Corporation, 1886 
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Diversey Parkway, Chicago, Illinois 































@ The fact that present users of Link-Belt Power 
Transmission Equipment are “sold” on their quality is 
the foundation on which to build new business and 
greater profits from this line. Start increasing your 
customers for this equipment now and make perma- 


nent users out of them, too. 

It is the line that has set new standards 
in dependability, efficiency, appearance and 
economy. It includes anti-friction and babbit- 
ted bearings, take-ups, clutches, couplings, 
collars, pulleys, gears, hangers, etc., as well 
as a full line of positive drives—silent and 


roller chain drives, speed reducers and vari- 
able speed transmissions. Send for Catalogs. [ \ NM K- 4 E L | 
LINK-BELT COMPANY 


2410 West 18th Street CHICAGO POWER TRANSMISSION 


Offices in Principal Cities 7249-A 
s * 
os 
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FOUR .... that's all you need to sell the big majority of 
all die-stock inquiries. These four products of 'Pipe-Thread- 


ing Headquarters’ can get you the bulk of the business. 


LEADER 


@ The “LEADER,” receding dies, 
universal guides, champion in the 
easy-cutting field: the “BULLDOG,” 
the world's favorite quick-opening 
adjustable stock: the “BULL PUP,” 
solid but fully adjustable for deep 
or shallow threads: and the “CHIP 
CHASER," a ratchet-type tool 
for smaller sizes in which “you 
change the size but not the dies.” 


Send for complete descrip- 
tions of these four nationally- 
popular sales-producers. 


BULL PUP 


THE OSTER MANUFACTURING CO. 


Soles Office: 2041 East 6!st Street, Cleveland, O. 
Factories: Erie, Penno., and Cleveland, Ohio 
New York City Showroom and Office: 292 Lofayette St 


THREADING HEADQUARTERS SINCE 1893 


OSTER 


BULL DOG 
THREADING EQUIPMENT ULL 


WILLAMS DIE STOCKS 
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AUNKY HAKERD 


Here’s How The Allis-Chalmers Vari-Pitch Speed Changer Make 
Your Machines Produce More . . . Lowers Production Costs. It 
95% Efficient ... The Most Efficient Speed Changer On T, 
Market Today { Read The Facts! . . . riczitte production, uniform product, waste « 


to the bone—to you that means greater sales o 
put... more profits! To get that you’ve got 
gear your machines to modern standards... ma 
your machines operate in a higher speed ra 
than ever before at less cost to you! 


The new way ... the most efficient way is to 
stall a compact Allis-Chalmers Vari-Pitch Spe 
Changer. 95% efficient ... built to run your 
chines at exactly the speed production dema 
. it can be coupled to a standard, low cost, hi 
speed motor to make your production flexi 
without adding expensive or bulky equipment 


No Springs, No Steps, No Guesswork! 


There are no springs to get out of order, no ste 
that make you take time out for adjustment, 
guesswork. With the Vari-Pitch Speed Chang 
you can make smooth speed changes—that remz 
constant—without stopping production. 


Once you've installed a Vari-Pitch Speed Chang 
you'll agree with transmission engineers who 
enthusiastically declare that it will revolution 
speed changing practice just as the Texrope Dr 
revolutionized transmission practice. 


The Vari-Pitch Speed Changer is a product 
Allis-Chalmers, originators of the Texrope Dr 
and Vari-Pitch Sheave. It is available in size: 
to 33 hp., ratios up to 334 to 1, maximum out; 
speed, 3500 rpm... . Get the facts! Send for B 
letin 1266 and find out for yourself how you ¢ 
Cutting costs on a conveyor line is this Vari-Pitch Speed Changer direct cut production costs and increase sales output w 
connected to an Allis-Chalmers 1150 rpm “Lo-Maintenance” Motor. the new Allis-Chalmers Vari-Pitch Speed Chang 





> 


Vari-Pitch Speed Changers « TexropeV-Belts e Duro- eon) oe ERB Se 
‘Brace Texsteel Sheaves « Vari-Pitch Sheaves @ Stand- 

‘ ard Cast Iron Sheaves @ -Adjustable Pitch Diameter . 
Texsteel Sheaves © 2-3-4 Combination Sheaves @ Strait- “ 


line Automatic Motor Bases e Oil Field Drilling Rigs M | W A lJ K F F E W s f 0 N S 





BEST SELLER 


HE majority of the leading builders of machine tools in the United 
States equip their product with Skinner Chucks—a significant fact 
for the distributor who wants to recommend, sell and profit by a 
chuck line that needs no introduction to the man in the shop. 
Skinner Chucks are manufactured in a broad range of types to meet 
every need of industry. They are "Best Sellers" in every sense — 


efficient, versatile, accurate, durable. | Write for full information 
and prices. 


‘ 
if 
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THE SKINNER CHUCK COMPANY, NEW BRITAIN, CONN. 
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‘““Thank you,” says Col. Clipper, ‘Our policy is to keep Clipper 
Belt Lacing products right at the top of your best sellers.” 


“*That’s right,” replies the jobber’s salesman, ‘‘and its a suc- 
cessful policy. You sell only through jobbers. That helps us. 
But what is of equal importance you keep improving your line. 
That enables us to hold our old customers, and gain new ones. 
Once a customer starts buying Clipper products we can count on 
him to re-order, year in and year out, every time he needs new 
belt lacings or lacers!”’ 


It pays to maintain full stocks of Clipper Belt Lacing Hooks, 
Clipper Belt Lacers and Clipper Lubrihide Pins. 


CLIPPER BELT LACER COMPANY, Grand Rapids, Michigan, U. S. A. 


». 
bit 
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Heavy forged steel safety hook and cross 
head designed to withstand shock. 


Heavy wrought steel suspension plates 
support the load between the top hook 
cross head and load sheave. 


The load sheave on which the load is 
lifted is a massive special analysis steel 
casting. 


The driving pinion is a one-piece forging 
of special steel. 


Ball bearings upon which the load 
sheave is mounted are of high carbon 
chrome alloy steel running in chrome 
vanadium steel races. 


A continuous and adjustable hand chain 
guide which prevents snagging and 
fouling of hand chain, made of tough 
malleable iron having a tensile strength 
of 50,000 pounds. 


The load chain is of steel, welded and 
heat treated. 


Drop forged two-piece shackles with heat- 
treated suspension pin permit changing 
or replacing load chain without welding. 


Lower hook is equipped with heavy duty 
ball bearing, completely enclosed, packed 
in grease, requires no further lubrication. 


Steel safety hook opens slowly, without 
fracture before any other part of the 
hoist is overstrained—protects operator 
and load. 


Note: All Yale Hoists are tested to 50% 
overload—long ton rating, 2240 lbs. 








Capacities 300 Lbs. to 40 Tons 


... and YALE gives Distributors 
EVERYTHING to Help Close the Sale 


First: Yale hoists are sold exclusively through distribution. 
Second: Smashing Yale advertising appears in leading in- 
dustrial publications, reaching thousands of buyers every 
month—and every ad refers them directly to you, the distribu- 
tor, Third: These same buyers are regularly contacted with 
direct mail pointing out the advantages of Yale service and 
again urging that they patronize their local distributor. Fourth: 
The Yale catalog—full of sizzling sales ammunition that 
will help you crack the defenses of your toughest customer. 
Fifth: An intangible, but invaluable asset—the name YALE! 
Take full advantage of everything that Yale gives. It's the 
stuff that sales are made of! 








~“YALE-~ 
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New Three Years Ago—and Still Performing Like New 
























8 ply, 16 inch, Condor Compensated Belt on a Generator Cr've in a paper mill. 
Belt is 45 feet, 5 inches lung and runs at 550 R. P.M. Instalied January 8, 1935. 


12 ADVANTAGES 


1. Ruptures in outside ply 
eliminated 

2. Freedom from ply separation 

3. Longer fastener life 

4. Can be operated on smaller 
pulleys 

5. Less bearing, shafting and 
hanger troubles 


6. For heavy loads, plies may 
be increased with same pulleys 
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7. Operation less affected by 
atmospheric conditions 


8. Higher overload capacity or 
margin of safety 


9. Less wear on pulley side 

10. Can be dressed without 
injury to belt 

11. High production efficiency 


12. Material reduction in belting 
costs 


THE MANHATTAN RUBBER MFG. DIVISION 


OF RAYBESTOS-MANHATTAN, INC. 
EXECUTIVE OFFICES AND FACTORIES, 38 TOWNSEND ST., PASSAIC, N. J. 
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Installed January 8, 1935, the Condor Compensated 
Belt illustrated is still giving perfect service... 
and will for years to come, judging from the per- 
formance of other Condor Compensated Belts. For 
instance, the one going into its sixth year on a Pul- 
max drive in a paper mill without once being taken 
up or removed from pulleys... or, the Condor 
Compensated Belt that weathered two floods that 
ruined all other belts in a large New England 
processing and dyeing plant. 


Built so that stresses and strains developed at the 
arc of contact—where the destructive work is done— 
are equalized and with a low tension pulley side surface, Condor 
Compensated assures efficient, economical power on the toughest 
industrial drives. Its exclusive design, which compensates each 
ply to bear an equal share of the load when the belt flexes around 
the pulleys, increases belt life and keeps maintenance costs and 
troubles at a minimum. 


To Manhattan distributors, Condor Compensated and other 
Condor and Manhattan Products mean repeat-orders and repeat- 
profits from satisfied customers. Plan now on getting the most 
from a mechanical rubber goods line—by writing for details of 
the Manhattan Franchise. 





PRODUCTS 
Compensated Belt Paper Mill Hose 
Standard Belt Sand Blast Hose 
V-Belt Sand Suction Hose 
Conveyor Belt Spray Hose 
Acid Hose 

: Steam Hose 
Air Hose 
Water Hose 
Brewers Hose ; é 
Contractors Hose Air Tubing 


Creamery Hose Dredge Sleeves 

Fire Hose Textile Mill Specialties 
Garden Hose Chute Lining 

Hydraulic Hose Launder Lining 
Oiland Gasoline Hose {industrial Brake Lining 


Packers Hose and Brake Blocks 


OTHER MANHATTAN 
PRODUCTS 


Suction Hose Tubing 


Oil Hose Washers 


Other Grades of Hose ats Cites 
Molded Hose for 


‘ Goods 
Every Service 
Packing Oilless Bearings 
Matting Belting of Every 
Pump Valves Description 
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High Speed Die Grinders 


with Increased Adaptability 





No. 7 Die Grinder 
These two new Die Grinders give greater smooth- 
ness and accuracy with no-load speed of 19,000 
r.p.m. and 12,000 r.p.m. at full load. They’re 
more powerful, easier to handle because of per- 
fect balance, and have ample ventilation for cool 





POINTING OUT 
2 New SALES 
OPPORTUNITIES 







This ad appears in June Mill & operation under severe use. Equipped with single 
27 American 

Factory == Pahl attcrr purpose chuck for all types of stones and burrs. 

Machinist. 
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High Speed Portable Grinders 


= 





214” Portable Grinder : 
— Plus 4 Heavy Duty Grinders 


You now have six Van Dorn Portable Grinders Van Dorn Grinders have been completely rede- 
from which to pick the model best suited for any signed—with increased power, lighter weight and 
job in the shop. The new 2” and 214" Grinders many other improvements. 

have direct spindle drive—and no-load speed of Ask your Van Dorn Jobber for a demonstration 
19,000 r.p.m. and 12,000 r.p.m. at full load. The —or write for catalog. The Van Dorn Portable 
4’, 5’, 6” and 8” Grinders have slower speeds for Electric Tool Co., 717 Joppa Road, Towson, 
handling large wheels in heavy duty service. All Maryland. (Div. of Riack & Decker Mfg. Co.) 














FOR POWER, SPECIFY 


The Red-headed 
PORTABLE ELECTRIC TOOLS 
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te ONVENTIONS have been referred 
to so often as “the best ever 
held” that it would be trite to so 
characterize this year’s gathering of 
the three Mill Supply Associations 
in Pittsburgh May 9, 10 and 11. 
Nevertheless, it can be said truth- 
fully that the convention “hewed to 
the line” faithfully, that it was con- 
structive from every point of view 
and that every man who entered 
into the spirit of the meetings was 
able to leave with the conviction that 
the dollars he spent in attending 
were a sound business investment. 
The size of the attendance was 
strikingly significant. Without doubt 
it was the largest in the history of 
the Triple Convention. The William 
Penn hotel, convention headquarters, 
had more than 1100 reservations. 
With those who stayed in other 
hotels, the total attendance probably 
reached a point somewhere near 
1200. Every section of the country 
was well represented, including the 
Pacifie Coast. And this in the face 
of a serious business recession, when 


KNUCKLED DOWN 


expenses are being serutinized with 
magnifying 
watch dogs! 

This record attendance was, first 
and foremost, a tribute to organized 
effort in the industrial supply field. 
Secondly, it demonstrated that busi- 
ness is not taking the recession and 


glasses by treasury 


government meddling lying down. 
Instead it is weleoming opportunities 
to meet its fellows, talk over its 
problems with them and strive jointly 
for a solution. 

There was no discussion on the 
convention program which did not 
deal directly with a subject of vital 
interest to the industrial supply field. 
Some problems diseussed are pecul 
iar to the distribution of industrial 
supplies, equipment and tools. Others 
are of importance to every business 
man, no matter what his line. Sales, 
sales promotion, sales record, price 
maintenance, profit margins, sales- 
man remuneration, records, taxes, 
distributor-manufacturer relations 
attention, 


all received adequate 


Especially pleasing was the emphasis 
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laid on planned selling effort by the 
distributor and his salesmen. 

The programs for the joint and 
separate sessions of the three asso- 
ciations were well planned and ex 
ecuted. And this year’s innovation 
a series of skits, with distributors 
and manufacturers as the actors, 
each bringing out a moral in econ 
nection with distributor-manufaecturer 
relations—went over “like 2 million 
dollars”. 

This comment ean hardly be com 
pleted properly without a tribute to 
the Pittsburgh convention committee. 
They left no stone unturned to make 
the convention delegates comfortable 
and happy and to provide entertain 
ment of the highest order. They set 
a standard that will be diffieult for 
future convention hosts to attain. 

And so another Triple Convention 
has passed into history, but its ae 
complishments were such that it will 
be more than the lure of an ocean 
voyage to intriguing spots that will 
bring out a large attendance at next 
vear’s gathering. 





THE REPUBLIC 
5-POINT POLICY 


A line of rubber items sufficiently 
complete to permit effectively sup- 
plying the requirements of the 
trade solicited. 


* 


A quality of product uniformly 
good and capable of delivering 
service results that should reason- 
ably be expected. 


* 


A price basis inducing and mak- 
ing possible aggressive competi- 
tion with reasonable profit return. 


* 


Freedom from competition from his 
source of supply, either direct or 
indirect, among the trade covered 
by his day to day solicitations. 


* 


Selling helps of reasonable a- 
mounts so that his sales force may 
be given the advantage of spe- 
cialized training and a knowledge 
of the product sold. 


“ 





Manufacturers of HOSE 
BELTING e PACKING 
MOLDED PRODUCTS 
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eB The products of Republic comprise all 
the mechanical rubber items that are 
handled by mill supply distributors. The 
policy of Republic is to sell these products 
through distributors, to give them the wid- 
est scope in building their sales and to 
support them with every aid that personal 
contact, advertising, engineering counsel 
and research can provide. 

This policy is not a new resolution that 
must wait for a long period of time to bear 
fruit. It is a practice that has continued 
without abatement for many years. Its re- 
wards have been long accruing to Repub- 
lic Distributors and are equally available 
to other distributors who in the future will 


select Republic as their source of supply. 
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BLIC RUBBER 


—— OF LEE RUBBER AND 
@ Division TIRE CORPORATION 
As - 7 


YOUNGSTOWN, OHIO 


LEADERSHIP IN POLICY; PRODUCT AND PERFORMANCE 
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| TALK «= TRADE 


CONVENTION SIDESHOW — SPECIAL EDITION 
FLYING TRAPEZE: Conventions sometimes get a bad name in a!! 
innocence. For example, most of the staggering done after the 
banquet Tuesday night was by folks who were brave enough to let the 
performing skaters give them a professional whirl. . . . Two of these 
were Guy Donahue (Stacy Supply) and Mrs. Pat Haller who dared 
each other to the point where neither could back down... . And 
Dave Johnston (A. Schrader’s Sons) who, because of his background 
as a vaudeville performer, couldn’t resist . . . but lived to regret it. 
OTHER AVIATORS: A New England group gave the lie to their 
section’s reputation for conservatism by flying home from Pittsburgh. 
... These included Bob Russell and Miles Stray (J. Russell), Gil 
Silliter (Silliter & Holden), Art Klebes and Bob Smith (Smith & 
Klebes) and Howard Behn (Hunter & Havens). ... Harry Pulver 
(Pulver Machinists’ Supply) topped off his convention labors with a 
trip to California. 

EXPLANATION: If Harry Hanford (Standard Pressed Steel) looked 
beyond you at Pittsburgh without answering your greetings or 
questions, excuse it please! ... Harry was scheduled to be married 
June 4 to Louise Ellis of Cleveland Heights. 
TABLE TALK: Comment of Bob Page (Henry Walke) and Russ 
Duncan (R. C. Dunean Co.) both now numbered among the ex- 
presidents, at the final luncheon, ‘‘This is the first meal we’ve really 
enjoyed in a year.’’ 
OLD TROUPER: Jack Dale (Briggs-Weaver) new president of the 
Southern, is a little skeptical of Alvin Smith’s (Smith-Courtney) 
reputation as having once been a professional actor. . . . In their skit 
on resale prices Jack frequently found himself a little confused by 
the utter abandon with which Alvin skipped about the seript, 
reading his own lines some of the time and Jack’s lines when he felt 
like it. “Old trouper!” snorted Jack, who, by the way, can not be 
counted on to steep the presidential office with too mueh dignity 
this year. 
MINOR SPORTS: Did you get propositioned by Frank Archer 
(Superior Sterling) to buy tickets to see his favorite Bluefield, 
W. Va., team in action?. .. The game for which the tickets were 
printed was already a week past in history, in case you didn’t know. 
. Frank’s enthusiasm can be excused on the seore that the home 
town team looks a cinch to cop its league title. . . Five suit bridge 
is child’s play compared to the three-card monte game introduced by 
Russ Case (Thermoid Rubber). . . . Despite high winds and inter- 
mittent rains, Jim Beasley (Tidewater Supply) did all right for 


himself on the golf course. . . . His secret: He makes it a point to 
live right at conventions ... (Oh, he’s the one!).... Irving Lemaux, 


Jr., (Indianapolis Brush & Broom) saw his first big league game on 
Saturday when the Pirates played the Giants. 


BLUE SUNDAY: A. Fred Matheis (Thermoid Rubber) and Al York 
(Watson-Stillman) agreed to conduct a personally escorted tour 
through the high spots of Pittsburgh. . . . But they failed to reckon 
with Pennsylvania’s rigid Sunday laws. ... And found door after 
door closed to them. .. . It turned out a quiet evening. 

SHIP AHOY! See you up by the fo’e’stle next year. . . . How’re 
vour sea legs? di. Be We 
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They Talked Turkey 
At Pittsburgh 


1938 convention set an attendance record... 
Thrashed out industry problems constructively .. . 
Ended on a keynote of joint cooperation— 

And it's a boat trip in ‘39! 





JACK B. DALE 





W. A. PURTELL 


CONVENTION HIGHLIGHTS 


Total attendance of over 1100 marks 
the all-time high for any Triple 
Mill Supply convention. 


A boat trip for next year’s conven- 
tion was decided upon by executive 
committees. Havana or Bermuda 
are favored, with a stop at a south- 
eastern port to pick up members 
of the Southern Association. Defi- 
nite plans are still to be worked 
out. 1940 convention scheduled for 
Dallas, Texas. 


1.$.R.B8. stirred in its grave. The 
governing board met, considered 
suggestions for funds remaining 
in the treasury, decided to with- 
hold action until this sum is added 
to by expected payment from a 
closed Chicago bank. 
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NEW OFFICERS 


W. T. RYAN 


PRESIDENT—W. T. Ryan, Cutter, Wood & Sanderson Co., Cambridge, 
Mass. 


FIRST VICE-PRESIDENT—Charles E. Curtis, Western Iron Stores Co., 
Milwaukee, Wis. 


SECOND VICE-PRESIDENT—A. R. Smith, The Boyer-Campbell Co., Detroit, 
Mich. 

EXECUTIVE COMMITTEE: Area No. 1, Marsena Butts, Butts & Ordway, 
Boston, Mass.; Area No. 2, Andrew G. Carey, Carey Machinery & 
Supply Co., Baltimore; Area No. 3, P. O. Boylan, The W. M. Pattison 
Supply Co., Cleveland; Area No. 4, F. W. Copeland, H. Channon Co., 


Chicago; Area No. 5, H. J. Gundlach, The Mine & Smelter Supply Co., 
Denver. 


PRESIDENT—Jack B. Dale, Briggs-Weaver Mach’y Co., Dallas, Texas. 

FIRST VICE-PRESIDENT—Edward F. Stauss, Oliver H. Van Horn Co., Inc., 
New Orleans, La. 

SECOND VICE-PRESIDENT—J. M. 
Birmingham, Ala. 

EXECUTIVE COMMITTEE: Robt. S. Page, Chairman, The Henry Walke Co., 
Norfolk; C. A. Dillon, Dillon Supply Co., Raleigh; J. B. Crimmins, 


Mills & Lupton Supply Co., Chattanooga; C. E. Lilley, Superior- 
Sterling Co., Bluefield, W. Va. 


Bates, Moore-Handley Hdwe. Co., 


PRESIDENT—W. A. Purtell, Holo-Krome Screw Corp., Hartford, Conn. 

FIRST VICE-PRESIDPNT—D. W. Northup, The Henry G. Thompson & Son 
Co., New Haven, Conn. 

SECOND VICE-PRESIDENT—H. K. Clark, Norton Company, Worcester, Mass. 

TREASURER—H, Armstrong, Armstrong Bros. Tool Co., Chicago, Ill. 

SECRETARY-MANAGER—R. Kennedy Hanson, Pittsburgh. 

EXECUTIVE COMMITTEE—R. G. Thompson, Chairman, Lufkin Rule Co., 
Saginaw, Mich.; C. 0. Drayton, American Screw Co., Providence; 
T. Robins, Jr., Hewitt Rubber Corp., Buffalo; H. Cunningham, Ames 
Baldwin Wyoming Co., Parkersburg, W. Va.; R. D. Baker, Pittsburgh 
Screw & Bolt Corp., Pittsburgh; A. A. Murfey, The Cleveland File 
Co., Cleveland. 
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The CONVENTION 
RECORD 


In the following review of activities at the 1938 convention, remarks 


and proceedings have necessarily been reduced to their briefest 


form, although every effort has been made to maintain the essence 


of each feature. For your convenience, this report is divided into 


three parts as follows: Section One—Distributor activities: Section 


Two—Manufacturer activities: Section Three—Joint distributor and 


manufacturer activities 


SECTION ONE 


DISTRIBUTOR ACTIVITIES 


Selecting Lines 


Points investigated in choos- 
ing products to be handled 
by his company are listed by 
A. J. Sparks, F. Raniville Co.., 
Grand Rapids 


\) 





“Consider the advantages to our 
customers” 


DISCUSSING the subject, “Se- 

lecting Lines That Can Be 
Sold Successfully,” Mr. Sparks 
told the National Association of 
the points that are always taken 
into consideration by his company 
whenever it is considering a new 
line. 

These include the merit of the 
product and the advantages its 
use will bring to Raniville’s cus- 
tomers, the prestige of the manu- 
facturer and his products, the 
manufacturer’s policy regarding 
sales cooperation and sales promo- 
tion assistance, the margin of 
profit, sales possibilities in the 
territory, stock required and 





whether the turnover will be suffi- 
cient to warrant the investment 
that is being carried in stock. 


Pipe Prices 


A satisfactory market on pipe, 
valves and fittings can only be 
secured through a firm pri- 
mary market by manufactur- 
ers, without discrimination, 
and an equally firm stand by 
distributors in the secondary 
market, refusing to sell below 
the designated resale price— 
J. B. Crimmins, Mills & Lup- 
ton, reporting for the Pipe, 
Valves and Fittings Commit- 
tee, Southern Association. 


“FOLLOWING the manufactur- 

er’s resale price on pipe, in- 
stituted a number of years ago, 
there was for a number of years 
a very stable market. But in the 
past year this market apparently 
has broken down completely. in 
many sections of our territory, 
until today prices from 5%, to 
20°. under the manufacturer’s re- 
sale on less-than-carload business 
are being freely given. 

“While the general view prevails 
that this situation was brought 
about by pipe distributors, at least 
some of these distributors main- 
tain that it has been brought about 
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1. Registering 2. Lobby scene 3, Outside 
the meeting rooms 4, Wm. T. Todd, Sr. 
(Somers, Fitler & Todd) Pittsburgh's 
arand old man of the Supply business 
with T. J. McGill {Lunkenheimer) 












Merry-making scenes snapped at the gala reception and banquet which all delegates and ladies attended on Tuesday night 


through uneconomic extension of 
consigned stocks of pipe by many 
of the pipe manufacturers, by the 
placing of these stocks, in some 
instances, with improper outlets, 
and by extending preferentials to 
certain preferred distributors. 
While no proof of this latter con- 
dition exists, any number of dis- 
tributors have stated that it is 
bound to exist where a distributor 
will extend 20% from the L.C.L. 
resale. 

“We have no solution to offer 
for a condition which seems to 
have been caused by both manu- 
facturers and distributors, and we 
can only conclude that a satisfac- 
tory market on pipe and standard 
valves and fittings can be had only 
through a firm primary market 
on the part of manufacturers, 
without discrimination in favor of 
any particular favorite, and an 
equally firm stand by distributors 
in the secondary market through 
declining to sell below the manu- 
facturer’s resale price. This can 
be done only by wholehearted 
cooperation on the part of both 
manufacturers and distributors.” 


Mounting Costs 


Points brought out by mem- 
bers of the Southern Associa- 
tion in an open discussion 
concerning the present trend 
of rising overhead. 


WITH DISTRIBUTORS facing 

“ever mounting overhead” it 
was emphasized that the only solu- 
tion is higher gross. Distributors 
must find ways of meeting this 
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burden if they are to survive. 
Comparisons of the rates of in- 
crease in taxation show that state 
taxes have risen as much as 219 
per cent since 1929. 

At this same final session of the 
Southern group, presided over by 
President Robert S. Page, private 
brands and unmarked goods were 
also discussed. A_ serious dis- 
turbance in Texas and in lesser 
degrees in other parts of the 
south is definitely on the way out. 
According to a concensus of opin- 
ions the most effective way of 
fighting private brands and un- 
marked goods was by advertising 
in trade journals and warning con- 
sumers against buying merchan- 
dise of undetermined quality. 


The Buyer's Viewpoint 


What the P. A. expects from 
the distributor and his sales- 
men is told by R. D. King, 
purchasing agent for the Kop- 
pers Co., Pittsburgh. 


‘NC INCE the success of a supply 

house depends to a large ex- 
tent upon its sales force, the sales- 
men should truly typify the spirit 
and character of the organization. 
The good salesman knows the 
products handled by his firm. He 
is always alert to recommend the 
right products to fill the needs 
of the buyer—willing to render 
a service—neat in appearance, 
courteous and pleasant. He wins 
the confidence of the buyer— 
watches the length of his calls— 
uses good judgment in the fre- 
quency of his calls—appreciates 
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the peculiarities of the buyer... . 

“The announcements of new 
lines being stocked and those be- 
ing discontinued are not brought 
to attention of the buyer in a sys- 
tematic way. Matters of this kind 
should be handled promptly, as 
changes occur, through printed 
pamphlets and the aid of your 
salesmen. 

“It is important that any ad- 
vance information relative to price 
changes be passed on to your cus- 
tomers upon its receipt—for their 
self-protection. . 


1. Smith (Osborn); Easton (E. A. Kinsey) 
2. Flavell (W. O. Barnes); Grantvedt 
(Mill Supplies); Willis (R. R. Donnelley) 
3. Mrs. Floyd Dewey, Boylan (W. M. 
Pattison); Mrs. F. J. Hemler 4. Sen- 
glaub and White (Geo. W. Hubbard) 
5. Carlisle (Strong, Carlisle & Ham- 
mond): Murfey (Cleveland File) 
6. Quaker City Rubber group: Wharton 
enter, Johnson, Heine, Pinchou, Steven- 
son, Poyas 7. Gale {Wall Rope): Stalker 
W. J. Holliday): Lipson {Wall Rope) 
8. Bidez and Soost {McGowin-Lyons) 
9. Purtell [Holo-Krome): Knouse [Stanley 
Electric Tool): Todd (Somers, Fitler & 
Todd) 10. Page (Henry Walke}: Ackles 
Rayl): Yorke (Hansen & Yorke): Dale 
Brigas-Weaver) Il. Nicholson and 
Gundlach (Mine & Smelter) 12. Hicks 
N. Y. Belting); Schroeder (Fort Wayne 
Pipe & Supply) 13. Oldfield (Western 
Automatic); Seckler (Cavanaugh); Ing- 
wer and Purcell (Ridge Tool) 14. Mrs. 
Geo. Fernley, Butts (Butts & Ordway): 
Ruhf (Cleveland Tool) 15. Horan (B & 
H Tool & Supply): Frey (Frey Industrial 
Supply) 16. Torrell (Syracuse Supply): 
Austin (Armstrong Bros.); Meister (Allen 
Mfg.) 17. Wynkoop (Mill Supplies): 
Titaemeyer (Osborn) 18. Mesdames H. 


F. Seymour, Roger Tewksbury, David 
C. Jones 19. Uhler (Cleveland Cap 
Screw) 20. Stoner (Jacobs Mfg.) 





“Careful attention should be 
given to the fulfillment of the or- 
der received, so that it is shipped 
as specified. . . . Substitution of 
material other than _ specified 
should positively not be made un- 
less you have the buyer’s permis- 
sion to do so.... 

“Whenever written quotations 
are requested, mail your quota- 
tions so they are received prior to 
closing date. Give full details, as 
the omission of necessary informa- 
tion, delivery date, weights, and 
so forth, may lose for you consid- 
eration in the placement of the 
business. Always quote your first 
price as your best price and you 
will have the full confidence of the 
purchaser.” 


Overhead Expense 
Average gross margin for 100 
houses for 1937 was 23.53% 
while overhead expense aver- 


aged 19.97% — Tyler W. 


Carlisle, Strong, Carlisle and 
Hammond Co., Cleveland. 





With shrinkage in volume, overhead 
percentage will increase 
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As CHAIRMAN of the adminis- 

trative expense research com- 
mittee, Mr. Carlisle presented the 
overhead expense report. 

The report, which was supplied 
complete in tabulation form to 
members, showed an average gross 
margin for 100 houses in 1937 of 
23.52 per cent. Secretary-Treas- 
urer Rinehart, in a letter accom- 
panying the report, stated that 
the gain of 1.4 points over the 
1936 figure of 22.12 per cent in 
1936 is gratifying, but that with 
the current shrinkage in volume 
the overhead percentage for 1937 
—19.97 per cent—will increase, 
hence continued attention to the 
subject of adequate margins is 
essential. 











We Unearth Theatrical Talent 


Tuesday afternoon's joint session produced one of the most effective treatments 


on distribution problems ever given at a Triple Mill Supply convention. 
relations committee scored a decided hit with its four playlets. 


The joint 
Actors were 


members of the industry and their enthusiastic performances revealed a talent 
hitherto unsuspected. Writing of the "dramas", staging and handling all smacked 
of a professional touch that filled the bill in every respect 


1. Prologue The joint committee on manu 
facturer-distributor relations struggles with 
an ambition to ‘do something different” 
this year. They hit on the idea of drama 
tizing their problems with playlets. Left to 
right: Jim Bates (Moore-Handley), "Cy 
Seymour (Columbian Vise), and George 
Cherrington (Standard Machinists’ Sup- 
ply). 2. "Selective Distribution Scene: 
Office of Distributor Carl H. Pushover 
Carl Channon, Great Lakes Supply). 
Carl is visited by Oscar Fish, of Fish, Fish 
& Fish, Inc. (Oscar Iber, O. Iber Co.). 
They bemoan business conditions, blaming 
their difficulties on chiseling competitors 
fostered by manufacturers with unselective 
distribution policies. 3, Amid this gloom 
Major Lionel P. Tycoon, president of Uni 
versal Applesauce (Fred Copeland, H. 
Channon Co alls. Since Oscar is the 
Major's distributor, he hides to eavesdrop. 
The Major naively offers his line to Push 
ver, mainly because 1 am told your 
brother-in-law is purchasing agent for 
Gasless Motors | thought you were 
Maior: "That charm 


tied up with Fish? 
fellow will raise no objections.’ After 


a te 
a snort from the next room, described by 
Carl as ‘another fish being hooked", the 
Major is bodily tossed out. 4. A ‘wrong 
sales meeting: J. Anderson Weaver [Pat 
Murfey, Cleveland File) factory man for 


General Furniture, arrives late, dishevelied 
miserably unprepared. The distribut 

sales chief (Tyler Carlisle, Strong, Carlisle 
& Hammon forgot to tell his salesmen 
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that Weaver was coming. Weaver rambles 
through a boring talk about the history 
of his company, while salesmen fidget, 
chew cigars, strum rubber bands, doze. 
At noon Weaver dashes off to keep an- 
other date. 5. A "right" sales meetina: 
Refreshing contrast to No. 4. 
manager has the decks cleared, salesmen 


The sales 


keyed up. Weaver arrives punctually, ac- 
ompanied by a bright young man (Dan 
Swander, Columbian Vise) who's all set 
to spend as much time as the salesmen 
want during the next few days. The sales- 
men remain alert, attentive, are clamoring 
intelligent questions as the curtain falls. 
6. ‘Reciprocity Distributor Tom Brown 
W. T. Montague, Norton Co.), lured by 
jetting the Deuce Mfa. 
business on a_ reciprocal 


the promise of 
Co.'s supply 
basis, considers severing his association 
with Ace Mfg. Co. Art Smith, of Ace 
Doc'' Drayton, American Screw) drop- 
ping in, is surprised to find his line thrown 
out. Deuce Representative Harry Green 
John Slein, Graton & Knight) then is 
called by his boss and advised that a 
better deal has just been closed with an 
other distributor. So Harry welches on 
Tom, and Art spurns his entreaties for a 
reconcilation, giving his franchise to a 
Jistributor on the other side of town. Ace 
and Deuce representatives depart, with 
Tom on a limb. 7. 
competing distributors, portrayed by Jack 
Dale, Brigqs-Weaver, and Alvin Smith 
Smith-Courtney, delve into the mysteries 


Resale Prices’: Two 
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of why resale prices won't hold firm. Their 
conclusions: Distributors are as much to 
blame as manufacturers . all are suf- 
fering for the sins of the few . .. present 
business conditions and increased over- 
head may soon make the minority see the 
light and mend their ways. 8. Narrator 
of the program was "Tony" Clark, Norton 
Co.—not the Voice of Experience. 


















1. Group of manufacturers and distributors gets up close to watch a workman per- 2. To feed the "“skelp' to Spang Chalfant's pipe 
form his operation in the bar stock division at Jones and Laughlin. Three bus mill in a continuous strip, workman welds the new 
oads of delegates made this trip to get view of the inner workings at J & L piece to the one ahead ; 


Delegates Inspect 
Pittsburgh Industry 


On Monday afternoon convention dele- at the U. S. experimental mine by touching off a 
gates were quests at the new Jones & stick of dynamite in a 25-pound pile of coal dust 
Laughlin continuous strip mill, at Spang 
Chalfant pipe mill, and the U. S. 
Government experimental mine. The 
managements of these operations gra- 
ciously opened their doors, provided 
guides to explain their workings in full. 


















Visitors were given an intimate, close-up 
view of these modern industries that 
are such important users of industrial ‘ 2% s+. 


supplies and equipment 4. J & L quides give the visitors a ringside look while a mighty length of strip is 


neatly rolled up by one of the modern machines in this ultra modern plant 


BPANG CHAI 


5. Group of delegates emerging from 6. Miners at the United States Government experimental coal mine give a demonstration of how 
Spang Chalfont after inspecting the small mine fires are extinguished by smothering with rock dust. Development of safety prac- 
new continuous butt welded pipe mill, tices at this mine has gone a long way towards the elimination of fatal accidents in coal mines 
first of its kind in the country in recent years 
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Training Salesmen 


"Salesmen brought up from 
within the organization 
possess loyalty, a knowledge 
of the entire line and meth- 
ods of conducting the busi- 
ness''—N. J. C. Lester, C. M. 
McClung & Co., Knoxville. 








a“ 


“After a few years... a fund of 


knowledge" 


“THE DEVELOPMENT of the 
sales force of the distributors 
has always been given a place 





of major importance in the con- 
duct of his business. 

“The ranks of his sales force 
are usually kept filled by bringing 
men up in his own organization, 
through his stock room, and in 
counter work, contacting the cus- 
tomers and supplying their needs. 
As they progress, these men learn 
the many things necessary to the 
making of successful supply sales- 
men. 

“Salesmen developed in this 
manner possess a knowledge of the 
entire line, the methods of con- 
ducting the business and loyalty 
to the company and the manufac- 
turer’s products. After a few 
years they acquire a rare fund of 
knowledge which is used for the 
benefit of their customers, their 
company and the manufacturers 
their company represents. 

“When the factory representa- 
tive calls on the industrial buyer 
in company with the distributor 
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salesman, he gets the benefit at 
once of the work the distributor’s 
salesman has done in his contacts 
with the customers. Hence he can 
present his case without loss of 
time and accomplish a great deal 
in the shortest possible time.” 


"A fair sales bonus system is 
invaluable to both employee 


and employer'’—Ray Neal, 
R. C. Neal Co., Buffalo. 





“Everyone becomes sales-minded” 





“N E FIRMLY believe in the 

bonus system and so do our 
employees. We are confident that, 
rightly presented and adminis- 
tered, a fair bonus system can be 
invaluable in many ways to both 
employee and employer. 

“In establishing our bonus sys- 
tem in 1934, we thought of mak- 
ing it an effective means for stim- 
ulating sales effort and, at the 
same time, obtaining the best of 
relations between our employees 
and the company during periods 
of increasing business as well as 
through periods of declining vol- 
ume. ... Too many bonus systems 
seem to take care of situations and 
conditions only for the time at 
which they are instigated. There- 
fore, they lose their effectiveness. 
A bonus system which is contin- 
ually changed is not likely to give 
both employee and employer the 
average advantage to which both 
are entitled during a full cycle 
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of business; that is, through the 
upturn and downturn. 

“Profits are arrived at by in- 
creasing sales, selling more prof- 
itable items or decreasing ex- 
penses. Therefore, everyone, both 
inside and outside, is always 
watching these items. 

“There is an additional advan- 
tage to our bonus system. I believe 
that since 1935 we have had less 
than a half-dozen discussions with 
employees about salaries, and this 
during a period of rising business 
and profits, when such discussions 
are likely to be most frequent. Our 
bonus system gave to all more 
than they would have been paid 
by a salary negotiation. Now, on 
the way down, if salaries had been 
definitely advanced by negotia- 
tions, it would be necessary for 
us, no doubt, to approach the em- 
ployees all over again in the mat- 
ter of reduction.” 

(Editor’s Note—Complete de- 





tails of the bonus system employed 
by the R. C. Neal Co. will be pub- 
lished later in MILL SUPPLIEs.) 


Salesmanship 


"If we're going to act as store 
rooms for our customers, 
we've got to take the bitter 
with the sweet and do an in- 
telligent all-'round selling job" 
—C,. A. Channon, Great 
Lakes Supply, Chicago. 





"Take the bitter with the sweet" 























THE DISTRIBUTOR who intends 

to render a complete supply 
service to the customers in his ter- 
ritory cannot confine his efforts to 
specialty sales, said Mr. Channon, 
speaking before the American 
Association. He must pay strict 
attention to all the angles of cus- 
tomer service. As an illustration, 
the speaker told how one of his 
customers had ordered a_ small 
item—bought in quantities—be- 
cause of its lower price. In order 
to give the buyer a true picture 
of what he was getting himself 
into, Mr. Channon took one of 
these cheaper items to the cus- 
tomer and pointed out its weak- 
nesses in contrast to a better line. 
As a result, the buyer changed his 
mind—but asked Mr. Channon 
why he had gone to all the 
trouble to make the demonstration. 
That, said Mr. Channon, was his 
idea of customer service. 


Selecting Salesmen 


Bringing them up from inside 
the organization proves to be 
the most successful method 
yet found by S. D. Conant, 
Sligo Iron Store Co., St. Louis. 


“rT HE LONGER I work at this 

job, the more I am convinced 
that the men we train in our 
own organization are the men who 
turn in a good job for us later 
and make a real success for them- 
selves and for us,” said Mr. 
Conant, in his discussion of the 
subject, “Keeping Salesmen on 
Their Toes” before the National 
Association. 

“If there is one thought I can 
leave which I believe will be of 
value to you—it is that from my 
own experience many of _ the 
younger men in our organization 
with whom we have filled sales 


21. York (Watson-Stillman) 22. Blum 
(Armstrong-Blum); Pulver (Pulver Ma- 
chinists Supply): Barrett (Barrett-Chris- 
tie) 23. Hammerle (Somers, Fitler & 
Todd): Hedner (Yale & Towne) 24. Mc 
Arthur (Yost Mfg.); Seckler (Cava 
naugh) 25. Farmer (Peden); Kreutzberg 
Fenton Publishing) 26. Neal (R. C. 
Neal Co.); Mr. & Mrs. Goldburg 
Parker-Kalon) 27, Winings (Goodyear); 
Hirshon (W. S. Wilson); Herbine (Wi 

son Froducts): Wharton (Quaker City 
Rubber) 28. Ristau (Skilsaw); McKendry 
(Peerless Mill Supply); Schieren (Chas. 
A. Schieren); Sullivan (Skilsaw) 29. Car- 
son (Carson-Newton); Gardner; Schurts 
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and Reichelm (American Swiss File); 
Thayer (Mill Supplies) 30. Case (Ther- 
moid Rubber); Goldburg (Parker-Kalon) ; 
Kreutzberg (Penton Publishing); David- 
son (Fafnir) 31. Parker (Pittsburgh 
Gage); Williams (J. H. Williams); Hal 
pin (Minnesota Mining); Welles (Chas 
H. Besley) 32. Kibitzers on the starting 
tee 33. Crimmins (Mills & Lupton); Tor 
rell (Syracuse Supply); Moore and An 
derson (Norton Co.) 34, Black, Treslar 
Fenwick (all of Black & Decker); Hazley 
(Jacobs Mf y.) 35. Trott (Parker-Kalon) 
Easton (E. A. Kinsey) 36. Black & Decker 
group relaxes in the dining room: Apsey, 
Treslar, Black, Fenwick. 
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openings but whom we have been 
very doubtful about in so doing, 
have often, when given a trial, 
gone out and turned in beautiful 
jobs on territories which had prob- 
lems and unprofitable situations 
for us. 

“Our sales force had many older 
men in it—and many old time 
salesmen—but in the last few 
years this has been completely 
changed and there are very few 
of the old guard left. In many 
cases these older men have been 
brought into the office and are 
working there. Their places out- 
side have been filled by young 
men full of ambition, who want 
to make a place for themselves 
and their families. These younger 
men have been able to multiply the 
sales volume by anywhere from 
three to four to six to seven times. 

“This has been rather a hard 
thing to do and it has taken 
courage at times to make these 
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37. H. C. Ellsworth (White Tool & Sup- 
ply); Hultgren (Cushman Chuck); John 
Ellsworth (White Tool & Supply) 38. Kuhn 
(Hardware & Supply); McOsker (Mill 
Supplies); Engstrom (A. Schrader's Sons) 
39. Moore (Norton): Ducommun (Ducom- 
mun Metals & Supply) 40. Sales group 
from Cleveland Twist Drill Co. 41. Fred 
Pulver (Pulver Machinists Supply); Frey 
(Frey Industrial Supply); Backram (B-H 
Tool & Supply): Carter (Colcord Wright) : 
Vanderwier (Lake Shore Machinery) ; Forbes 
Couch & Heyle); Harry Pulver (Pulver 
Machinists Supply): Anderson (Lake Shore 
Machinery & Supply Co.) 42. Heller and 
Lee (Heller Bros.): Ellsworth {White Tool 
& Supply); Stout (Heller Bros.); Lynch 


changes. There has been some 
good natured discussion about 
sending out boys to do a man’s 
work and promoting a kindergar- 
ten in the sales end of our busi- 
ness. The proof of the pudding, 
however, has been in the eating. 
It has been highly successful.” 
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Records 


A system that has proved a 
big factor in getting salesmen 
to plan their work is described 
by G. Cheston Carey, Carey 
Machinery & Supply, Balti- 


more, 





"Salesmen are enthusiastic” 


£ NTHUSIASTIC about his firm’s 
system of record keeping that 
is producing results, Mr. Carey 


(Jos. Woodwell); Bellingrodt (Heller 
Bros.) 43. Heinie and McKenna (North 
Bros.); Senglaub and White (Geo. W. 
Hubbard); Weierstall (North Bros.) 
44. Page (Henry Walke); Pitts (Brown 
Roberts Hardware & Supply); Given 
(Young & Vann) 45. Hunn (C. S. Mer- 
sick); Bohn (Hunter & Havens); Dwyer 
& Sprague (L. L. Ensworth) 46. Nettleton 
(Scott Paper); Plowden (Plowden Sup- 
ply); Ditmar (F. W.. Heitman Co.): 
Packer (Moore-Handley); Swatek (Scott 
Paper); 47. Buchanan (Van Sant, Duag- 
dale); Black, Spaulding, Treslar (All of 
Black & Decker) 48. Connolly and Hurley 
(Independent Pneumatic Tool): Pulver 
(Fulver Machinists Supply); Hill (Inde- 
pendent Pneumatic Tool) 49. Carter (Col- 
cord Wright); 50. Haring (Harris Pump) 
with Starter Elliott at Field Club 51. Black 
(Black & Decker); Yorke (Hansen & 
Yorke) 52. Gebhart (Henry Disston); Get- 


terman (Anderson & Ireland) 
























































described the plan before the Na- 
tional Association. 

A brand new customer list was 
built. One copy was provided the 
salesman, one the office, and one 
was made part of the mailing 
list. Each card contains complete 
information regarding the cus- 
tomer, including checks of the 
lines in which he should be inter- 
ested and a record of sales and 
calls by quarters. Cards are bound 
into books. 

“We find that salesmen are en- 
thusiastic about the information 
they get from their books and the 
sales manager has a wonderful 
check on how the salesmen are do- 
ing their job,” said Mr. Carey. 

“Another important by-product 
has been a mailing list that is 
really of some use to us. This is 
divided up so that it can be used 
as efficiently as possible.” 

Mr. Carey said that since the 
mailing list had been placed in 
order, the company had been do- 
ing a great deal of direct mail 
work and had found it profitable. 
He also explained that the sales- 
man, instead of having to make 
reports on calls after he had made 
them, now makes out a report 
each week showing the calls he 
plans to make that week. 

“We have all known for years 
that the good salesman plans 
his work. By using these 
forms, with a minimum amount of 
supervision, we really get our 
salesmen to do some planning,” 
he said. 


Department Analysis 


"A Method of Determining a 
Monthly Profit and Loss by 
Departments,’ is discussed by 
F. W. Copeland, H. Channon 
Co., Chicago. 


\/ 





"A few inaccuracies will not de- 
stroy its value" 


R. COPELAND undertook to 

demonstrate to the National 
Association by actual figures the 
feasibility of an impromptu profit 
and loss statement, monthly, by 
departments. 
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“The items in the monthly con- 
solidated profit and loss statement 
for the company can be allocated 
to departments according to the 
ratio of the department to the 
total company in dollars of sales, 
number of items, square feet of 
floor space or dollars of inven- 
tory,” he said. “Where actual 
ratios are not available currently, 
an occasional test-check can be 
used. A few inaccuracies will not 
destroy the general value of the 
report if the same yardsticks are 
used from month to month.” 

Mr. Copeland gave the following 
as advantage of department profit 
and loss figures: 

A comparative picture of the 
net earning power. 

An automatic control of the 
various elements of volume, gross 
profit, expense and investment. 

An incentive plan for the man- 
ager of each department. 


Product Consciousness 


"Only by making your sales- 
men product-conscious can 
you insure profitable opera- 
tion''—W. W. Edwards, Fed- 
eral Hardware Company, In- 
corporated, New York. 





“P.A.'s have no time for social 
calls" 


“Wr HE EDUCATIONAL method” 

is to him the preferable way 
of making salesmen product con- 
scious, Mr. Edwards said to the 
National Association. 

The most effective help the man- 
ufacturer can give is in actual 
demonstration, he said. A trip to 
the factory by distributors and 
their salesmen is best, but if this 
is impossible a sales meeting with 
a competent representative of the 
manufacturer present to explain 
the product and its uses and the 
manufacturer’s sales policy, should 
be held. 

The distributor should first be 
completely sold on the line him- 
self and should then see to it that 
the outside and inside sales forces 
are equipped to do a real job. 

The  distributor’s salesman 
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should be shown clearly the many 
ways in which he will benefit from 
selling the lines and products the 
distributor has selected and should 


be encouraged to keep everlast- 
ingly at the job of trying diplo- 
matically to change customers over 
to the lines being pushed.” 


SECTION TWO 
MANUFACTURER ACTIVITIES 


Wagner Act 


The National Labor Relations 
act, and its relation to Ameri- 
can business is explained by 
Felix H. Levy, counsel of the 
American Association. 





“Importance of the situation cannot 
be over-estimated" 


N A BRIEF talk before a closed 

meeting of manufacturers, Mr. 
Levy undertook to interpret the 
fundamental points about the 
Wagner Act. 

His analysis of what can and 
can not be done, what is required 
of employers and suggestions for 
methods of dealing with labor pro- 
vided a clear conception of this 
new factor which must be consid- 
ered by all who hire labor. 

Mr. Levy had prepared a more 
detailed study of the Act and 
printed copies of this study were 
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made available to the members at- 
tending the meeting. Copies may 
be had by writing to the Ameri- 
can Association. 


Profits in Distribution 


Distributors in all sections of 
the country are thinking alike 
in these two matters: selective 
distribution and maintenance 
of resale prices—H. F. Sey- 
mour, reporting for the dis- 
tributor relations committee 


of the American Association. 





"Why countenance price cutting?” 


“AFTER A SWING through 

practically all sections of the 
country, calling on distributors 
and holding zone meetings, we 
of the relations committee find all 
executives keenly interested in the 
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perfection of selective distribution 
policies by manufacturers, and 
the maintenance of resale prices. 

“It is my opinion that manu- 
facturers can expect the necessary 
selling effort on their lines only 
by limiting the number of out- 
lets and by protecting distribu- 
tors in their normal trading areas. 
I believe manufacturers should de- 
velop sound sales policies, stick 
to them, and tell the world about 
them. 

“On the second problem, price 
maintenance, I believe it is up to 
manufacturer to take the lead. 
Many manufacturers consider dis- 
tributors their own sales organ- 
ization; they wouldn’t let their 
own salesmen cut the price, why 
should they countenance price- 
cutting by their distributors? 
After all, it’s legal nowdays (un- 
der the Miller-Tydings fair trade 
act). 

“Strangely enough, while the 
Federal government enters the 
price picture with price mainte- 
nance legislation, and even tells 
us we must differentiate between 


customers in our price struc- 
ture, it takes definite excep- 
tion to itself as a buyer. Why 


shouldn’t the government demand 
that its equipment and supplies 


53. Miller (Bethlehem Steel); Yorke (Han- 
sen & Yorke); Black (Black & Decker) 
54. Watson (Alexander Bros.); Bates 
(Moore Handley); Abbott (Alexander 
Bros.) 55. Swartz (Linear Packing); Pat- 
terson (Frick-Reid); Strausner (Youngs- 
town Sheet & Tube) 56. Hackbarth (Peck, 
Stow & Wilcox); Chandler (American 
Pulley): Prior (Fafnir); Bond (Chas. 
Bond) 57. Garvey and Robinson (Gary 
Screw & Bolt); Rowe (Boston Woven 
Hose); Shaw (Barrett Hardware) 58, Wire 
(National Tube); Ducommun (Ducommun 








be purchased through distributors, 
just like any other consumer? 
This would help maintain prices 
at a level insuring normal profits, 
and the government would collect 
its return in taxes.” 


Advertising 


The why, when, where and 
how of industrial advertising 
are explained by William E. 
McFee, Director of Copy and 
Plans, American Rolling Mills. 


a ee 


"Rewards to the persistent" 


HY—“Your salesmen cannot 

see all your customers and 
prospects every day. Neither can 
advertising, but it can see them 
oftener than salesmen and it will 
help those salesmen get business 
and hold business.” 


WHEN—“Advertise all the 


Metals & Supply) 59. Stanley (Delta File); 
Hagar (Billings & Spencer); Krueger (San 
Antonio Machine & Supply); Crawford 
(Billings & Spencer) 60. Tresler and Apsey 
(Black & Decker); Buchanan (Van Sant 
Dugdale) 61. Scherer (Industrial Tape): 
Ackles (Rayl Co.); Mayers (Industrial 
Tape) 62. Clifford (Delta File): Parker 
(Taylor Parker); Taylor (Stockhan Pipe 
Fittings) 63. Mr. & Mrs. McGovern 
(Standard Machinists Supply); Ilko (Abra- 
sive Co.) 64. Jones (Jones & Auerbacker} 


time. As in love, the rewards go 
to the bold and persistent suitor.” 

WHERE—“At Armco, we find 
out all we can about who is buy- 
ing or could buy our product— 
what he does, who he is, how he 
buys, and what buying or specify- 
ing influences he is subject to. We 
try to find out what he reads and 
why he reads it. The publishers 
statement form of the NIAA has 
eliminated much of the guess- 
work from the purchase of adver- 
tising space.” 

HOW—“Find out what prospec- 
tive buyers want to know about 
your product and keep putting 
that information in your adver- 
tisements. Be sincere; be inter- 
esting; be as informative as you 
can; be considerate of the read- 
er’s time as well as his interests; 
and of course you must be per- 
suasive and convincing.” 


Government View 


A revolution has happened 
since 1929 .. . When we un- 
derstand its causes and _ its 
scope we are better able to 
understand our own responsi- 
bilities—A, A. Berle, Assistant 
Secretary of State. 


“Government cannot be asked to 
step aside” 
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\“ HEN GREAT changes take 
place in a few years, prob- 
lems are bound to follow in their 
wake. As you know, our prob- 
lems accumulated in 1929, reached 
a crest, broke—and by 1932 we 
began to meet them head-on. 

“It was quite natural that every 
group looked at the situation from 
its own point of view. But the 
government must endeavor to rec- 
oncile all demands. Otherwise the 
result is disaster for everyone. 

“In a country like the United 
States, to keep business flowing 
smoothly, there must be, roughly, 
six billion dollars of new capital 
issues whose proceeds are spent 
for capital construction. Accord- 
ing to one set of estimates, in 
1930 we had put in $7,000,000,000 
of new private capital. But in 
1933 we spent only $709,000,000. 
This rose to somewhat over $2,- 
000,000,000 in 19387. 

“You cannot keep American in- 
dustry at work on this schedule. 
Someone had to make up the dif- 
ference. This meant the Federal 
Government, since there was no 
one else in the field. 

“In 1936 it was said that if the 
government would stop spending, 
private capital would take over. 
We did stop spending. Specifically, 
we dropped from four billions of 
government spending to about 
$900,000,000. But instead of in- 
creasing, private investment be- 
gan to fall off. 

“In the last few months it has 
freely been said that the real dif- 
ficulty lay in the fact that busi- 
nessmen did not have confidence 
in the future. Actually in the 
year 1937 more capital went into 
private investment than in any 
year since 1931. 











“What did happen? During 
1937 we were manufacturing and 
piling up inventory in extremely 
large amounts. There was a 
greater increase of inventory in a 
single year than has happened in 
any year since the end of the 
World War. Now we have had to 
stop until the inventory is worked 
off. 

“An American workman cannot 
hold his breath as long as the 
economic system can. It is there- 
fore a recognized duty of govern- 
ment to try to stimulate consump- 
tion. 

“Here is a typical situation for 
American business genius to han- 
dle. I know that the workman, 
and still more his wife, would 
rather have steady pay guaran- 
teed to last throughout the year. 
It probably would work out less 
money by the hour and more by 
the year. But we live by the year 
and not by the hour. If the only 
thing I could control was my day’s 
wage, I would try to push that up. 

“Is it fantastic to suggest that 
all the elements involved (con- 
tractors, material men, heads of 
labor unions) ought to sit down 
and see if they can work out a 
plan? A first class organizing 
man, I believe, could get a result. 
It is that kind of leadership which 
I think we may fairly ask of the 
American business man. 

“The government expanded its 
functions very rapidly within the 
last five years. It has a lot to 
learn—that is a fair shot. It must 
improve its methods, its personnel, 
its understanding of business 


problems. But it cannot be asked 
to step aside from its responsi- - 
bility.” 
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Sales Meetings 


A survey that showed how 
manufacturers can help get 
better results from the dis- 
tributor organization is re- 
ported on by John J. Welch, 
Editor, MILL SUPPLIES. 





"The factory man must be more 
than an engineer" 


S“CUCCESSFUL manufacturers 
are rousing the enthusiasm 
of salesmen in many ways. We 
find them establishing more and 
more extensive facilities to be 
used in this work. Some have 
prepared costly educational mo- 
tion pictures, display and demon- 
stration units, and a few have 
even set up regional offices where 
distributor organizations may 
congregate for meetings. 

“In addition, there is a pro- 
nounced effort by the manufac- 
turer to develop ways of present- 
ing the product’s story so that 
it will catch the interest of the 
salesman and be understood by 
him. From the comments of dis- 
tributors we are able to pick out 
these points which may give the 
manufacturer some ideas in ar- 
ranging his sales meeting: 

“First, let the men know that 
there is a time limit on the meet- 
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65. Beebe and O'Hara (Dodge Mfg.); 
John R. H. and Samuel Neal (Root-Neal) 
66. Scherer (Industrial Tape); White 
(Rickard & Co.); Miller (Advance Car 
Mover); Holmes (Lincoln Engineering) ; 
Paxton (Engineering News-Record) 67. Ris- 
tau (Skilsaw); Lynch (Jos. Woodwell); 
Sullivan (Skilsaw) 68, Pfeiffer (Neill- 
La Vielle); Fee (Simonds Saw); Zimmer- 
man and Smith (Strong, Carlisle & Ham- 
mond) 69. Curtis (Western Iron Stores); 
Ulmer (T. C. Ulmer) 70. O'Toole (Utica 
Drop Forge & Tool); Pfeiffer (Neill-La 
Vielle) 71. Stvan (Strong, Carlisle & Ham- 
mond); Crimmins (Mills & Lupton) 72. 
Johns-Manville group: Breckinridge, Hough, 
East, Wakem, Cumming. 73. Dyson (Link- 

















ing, and that when time is up, the 
meeting is over. 

“Second, don’t think that good 
sales meetings just happen. They 
are planned, thought out. 

“Third, don’t you do all the talk- 
ing. Let the salesman take part 
so that he will have some feeling 
that it is his meeting as well as 
yours. 

“Fourth, don’t hand the sales- 
men a long list of facts and fig- 
ures and expect them to memorize 
them. Split them up, dramatize 
them. The easiest way to get 
dull facts across is to begin with 
the word “How”. “How do I get 
prospects?” “How do I get in?” 
“How do I close the deal?” 


Belt); Blackmore (Standard Pressed 
Steel); Callaghan (General Refractories) 
74. Stauss (Oliver H. Van Horn); Bates 
(Moore-Handley); Lilley (Superior-Ster- 
ling) 75. Beasley (Tidewater Supply) 
76. Vollrath (Victor Balata); Frey (Frey 
Industrial Supply); Weidman (Victor Ba- 
lata) 77. Greenwald (U. S. Bureau of 
Mines); Moorehouse (Johnston, Moore- 
house, Dickey); Schlamp (Evansville 
Supply); Casper (Standard Machinists 
Supply): Forse (Johnston, Moorehouse, 
Dickey) 78. Channon (Great Lakes Sup- 
ply); Dollison (Republic Rubber) 79. An- 
derson (Chattanooga Belting & Supply): 
Delaney (Mills & Lupton); Doss (Chat- 
tanooga Belting & Supply); Lester 
McClung) 


“Fifth, don’t waste time teach- 
ing rules, unless you can work 
out a way to make them apply 
the rules. 

“Sixth, don’t let salesmen spend 
all their time learning a sales 
talk. At least half of your work 
with them should be in teaching 
them to answer objections. 

“Seventh, don’t let your meet- 
ings get in a rut. Surprise the 
salesmen, shock them, stimulate 
them. One good stunt is worth 
ten lectures. 

“It is obvious that one of the 
first requirements in the man 
whom the manufacturer sends out 
to work with his distributors is 
that he have the kind of person- 
ality that will put him across 
with the distributor’s salesmen. 
He must be more than an engineer. 
He must be able to win their re- 
spect and their cooperation. And 
above ail, he must be able to 
arouse their enthusiasm. 

“You must meet the problem of 
selling the distributor organiza- 
tion and keeping it sold, in the 
face of the fact that you are not 
permitted to make frequent direct 
contacts with that organization. 
In between your direct contacts, 
you must make full use of every 
available supplementary means 
for keeping the sales story of 
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your product alive in the minds 
of these salesmen. 

“The moment you let down— 
either on the job of directly stim- 
ulating the distributor force, or 
on your supplementary activities 
—you can be sure that someone 
else will step in and take your 
place.” 


Buying Policies 


To serve his trade a distribu- 
tor is obliged to buy from 
hundreds of manufacturers, 
whose sales policies vary from 
selective distribution to wide- 
open distribution. Best results 
are realized by buying from 
manufacturers who regard the 
distributor as part of their 
own sales organization—C, E, 
Lilley, Superior-Sterling Co., 
Bluefield, W. Va. 


"Salesmen get behind profitable 
lines” 


HERE ARE nine _ influential 

forces at work in the deter- 
mination of a distributor’s buying 
policy. In approximate order of 
their importance, they are: 

1. The measure of control a 
distributor has over his sales or- 
ganization. If there is no incen- 
tive to salesmen for promotion of 
the most profitable lines, salesmen 
look only toward volume and be- 
come simply order takers. With 
an incentive they get behind the 
profitable lines. 

2. Cooperation and sales promo- 
tional efforts. Manufacturers 
who have established an orderly 
system of distribution and support 
it properly have little difficulty 
promoting their products satisfac- 
torily. 

3. Manufacturer’s production 
facilities, his reputation and rat- 
ing. The distributor is vitally 
concerned with production facili- 
ties when he is required to fill 
emergency orders without delay. 

4. Adequate margin of profit. 
Shorter working hours, higher 
wages, taxes, social security pay- 
ments and whatnot compel the 
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distributor to throw his allegiance 
to manufacturers providing ade- 
quate margins. 

5. Quantity discounts. Total 
annual purchases sometimes gov- 
ern prices. When this price policy 
is used, it should be set up on the 
basis of potential market for the 
distributor’s natural trading area. 

6. Net costs and selling prices. 
The old list and multiple discount 
method of pricing was established 
by our ancestors. Today it is 
vitally important to know cost and 
selling prices on every item—best 
secured by giving net costs and 
selling prices at a glance. 

7. Consumers’ buying policies, 
and potential requirements in a 
natural trading area. These fac- 
tors must be analyzed carefully 
before any sales’ distribution 
agreement is made, 

8. A “quantity of quality” is 
essential for any successful indus- 
try or trade. Nothing was ever 
built so poorly that someone could 
not make it worse, or sell it for 
less. 

9. Manufacturer’s location. The 
distributor is very much concerned 
over his producers’ accessibility, 
availability, communication costs 
and transportation facilities. 


Labor 


Collective bargaining is the 
finest tool yet devised to aid 
management and labor solve 
their problems—J. H. Goss, 
Vice-President, Scovill Mfg. 


Co., Waterbury, Conn. 





“Don't say ‘Nol’ 


Miller Advance Car Mover); Lemaux 
Indianapolis Brush & Broom) 
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HAVE COME to believe that 

the rank and file of working 
men and women have two out- 
standing desires, and that these 
two desires are the real “chal- 
lenge of the workers” which man- 
agement has to meet. 

The first is: Workers want as 
much money as they can get for 
their services. Almost any man- 
ager will say, “We want to pay 
our employees as much as we can 
afford for their services.” The 
question then is: How can it be 
determined to the satisfaction of 
the employees how much the man- 
agement can afford to pay them? 

The second is: The employee 
wants the privilege of meeting 
without embarrassment the top 
executives of the concern he 
works for. 

I am convinced that to make 
collective bargaining a success in 
any industrial organization it 
must be led, developed and di- 
rected by a top executive of that 
organization. The technique of 
approach of those committees is 
very likely to be such as by intent 
and purpose to discover to the 
committee or group whether that 
top executive has a sense of hu- 
mor; whether he can “take it” 
and give back in good humor 





what has been handed to him. So 
in meeting the challenges of these 
committees through collective bar- 
gaining my advice to the top ex- 
ecutive is: 

First: Under no circumstances 
lose your sense of humor in their 
presence. If you haven’t a sense 
of humor, let some other top ex- 
ecutive meet them. 

Second: Under no circumstances 
lose your temper in their pres- 
ence; and 

Third: Don’t say “No!” on the 
first approach, or at least not until 
you have thoroughly discussed 
their proposition, and even then 
not until you have submitted a 
counter-proposal—a perfectly ap- 
propriate procedure in “collective 
bargaining” — thereby forcing 
them to discuss your ideas or 
program as well as their own. 

If then you cannot sell your 
counter-proposal to them, there is 
either something wrong with your 
program or else you are a poor 
salesman. If you are a poor sales- 
man you should substitute an as- 
sociate who is a good one. If you 
are a good salesman and the pro- 
gram does not go over with modi- 
fication that you can readily agree 
to, then there is probably some- 
thing wrong with the program. 


SECTION THREE 
JOINT DISTRIBUTOR and 
MANUFACTURER ACTIVITIES 


Mass Merchandising 


"We must develop a tech- 
nique of mass merchandising 
to keep step with mass pro- 
duction. That is why the 
industrial distributor has be- 
come increasingly important’ 
—Colonel Willard Chevalier, 
Vice-President, McGraw - Hill 
Publishing Company, Inc. 


F. F. Holcomb (Woodbury & Co., Port- 
land, Ore.) 
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| F MASS PRODUCTION of sales 

through the supply house is to 
keep pace with the mass produc- 
tion of goods, the manufacturer 
and the distributor must put them- 
selves in a position to answer 
properly the following question: 

1. Manufacturer: “Is my dis- 
tribution adequate to develop the 
potential of my products and their 
markets?” (Continued on page 98) 


Geare 


Scherer (Industrial Tape Corp.): 
(L. H. Gilmer Co.) 
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— ABOUT the first of May, 
heating plants all over the 
country are allowed to cool off. A 
couple of weeks later, the engineer 
begins his annual checkup to see 
what must be rebuilt, replaced, or 
otherwise refurbished—for engi- 
neers have learned that Fall comes 
far too quickly in the unprepared 
plant. 

All through the winter, he’s had 
to have everything ready to go on 
the line in case of a “cold spell”, 
and any repairs he’s made hur- 
riedly, if possible, from whatever 
is convenient. Burned-out boiler 
tubes have been plugged, refrac- 
tories patched temporarily, hose 
taped, pipelines pieced or patched. 
Now he wants to replace or repair 
the broken-down elements, and 
may also have an idea or two 
about fixing up something new. 
Maybe it’s only another run of 
pipe to the Old Man’s office, maybe 
just a steam trap or two, but it’s 
there nevertheless. 

That all means he’s needed new 
boiler tubes, refractories and re- 
fractory cements, pump and other 
packing and gaskets, pipe, valves, 
fittings, hose, couplings, bearings, 
belting, chain, even paint and 
enamel. 

His brother engineers in plants 
that keep steam up the year 


‘round, also do a general repair 
and maintenance job about this 
time of the year, because the re- 
duced demand for steam usually 
gives them at least one boiler that 
“an be pulled out of service for a 
week or few days if necessary, to 
permit changing tubes, rebuilding 
the furnace, etc. and none of this 
is affected by recession for power 
plants must operate even if other 
departments stop. 


Thumb Your Catalog 


The range of required items is 
very wide, so wide in fact that it 
will probably include about all 
those things normally carried in 
plant stock. 

Here’s the list: 

Let’s take a look over the stores, 
for example, that are commonly 
carried in a power plant. The list 
includes such things as_ these: 
kerosene, gasoline, benzine, red 
lead and litharge (for pipe joints), 
metallic cement, paint, lacquer, 
enamels, linseed oil, turpentine, 
Prussian blue, cement; packing for 
valves, cylinder heads, manhole 
plates, fuel valves, pipe lines, etc. ; 
braided flax water packing, sheet 
fibre, leather and rubber, as well 
as composition packing materials, 
cotton wicking, asbestos rope, wool 
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And heating plants in buildings, hotels, theatres and fac- 
tories are being refurbished ready for next fall. Are you 
putting the heat on to locate this seasonal demand? 


wicking for oil drip cups, belt and 
belt lacing, dressing, gage glasses, 
firebrick, refractories and refrac- 
tory cements, insulating materials, 
wire and cable in a variety of 
sizes, chain, electric bulbs, electric 
sockets, switches of various types, 
conduit, BX conduit, fittings for 
electrical parts, pipe and fittings; 
various kinds and shapes of steel, 
copper, brass and other materials; 
sheet glass, polish, soap, solvents, 
cleaners, waste, baled rags, various 
washers, lock washers, toggle 
nuts, washers, lock washers, toggle 
bolts, expansion bolts, laminated 
shims, lead wire (for taking bear- 
ing clearances), bar steel, sheet 
lead, tin, iron and copper for 
shims, wire gauze, bar and com- 
position solder, cotter pins, small 
ralves, radiator parts, sheet mica 
and celluloid, stencil paper, graph- 
ite, oil cups, grease and oil pres- 
sure-gun fittings, and so on ad 
infinitum. 

For larger plants, the demand 
grows by leaps and bounds, for 
they are also good markets for 
gasoline-engine pump sets, arc- 
welding units and supplies, acety- 
lene welding and cutting outfits 
with oxygen and gas replacement 
tanks, electrodes and welding rod, 
flux, and so on. 

(Continued on page 92) 
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SO, 
Flash! 


My pry win 


By E. J. TANGERMAN 
Technical Editor 





Two short decades have seen arc-welding grow 
from a laboratory experiment to one of the 
commonest production and maintenance tools. 
There's business for you here, in electrodes and 
accessories as well as the original equipment 





Gloves, sleeves, apron, helmet, leggings, electrode holder, elec- 
trodes, cable—some of the more-important arc-welder's accessories 
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Even the special automatic welders take 
their quota of electrode rod or wire. This 
unit is “stitching” the wrapper plate of 
a GE synchronous motor 


pene ye are-welding equipment 
and supplies, except to pres- 
ent users, is largely a process of 
teaching the prospect the inherent 
advantages of welding, its proper 
application and use. Educational 
selling results in steady sales of 
equipment and supplies resulting 
from tremendous progress in ap- 
plication of the process. 

Why has are welding zoomed 
into such a prominent place? Let’s 
quote some typical cases to point 
the answer: In shipbuilding, a 
300-ft. arc-welded cargo vessel is 
the same size as a riveted sister 
ship, but can carry 300 tons more 
due to reduced deadweight. In 
railroading, arc-welding makes a 
coach 35% lighter than conven- 
tional types. In machinery manu- 
facturing, a stronger, more-rigid 
frame costs 47% less than a con- 
ventional one. In buildings, welded 
construction is silent, designs may 
be modified to give increased work- 
ing area with less steel, and in a 
200,000-sq. ft. building, for ex- 
ample, it saved 15% in cost. On 
one pipeline, arc-welding put to- 
gether a 304-mile line in 70 days, 
with welded joints equal to the 
pipe itself in physical properties, 

















and the job completed faster than 
it has ever been done before. In 
automobile manufacturing, torque 
tubes are welded at a rate of 2,000 
ft. per hr. One furniture manu- 
facturer adopted arc-welding and 
cut his costs $30 a day. 

These are only examples, for 
industry has discovered a new 
technique of assembly about which 
little really is known. Its possi- 
bilities still are tremendous. In 
maintenance, too, it has great pos- 
sibilities, reclaiming worn pul- 
verizer shafts to save $60 apiece, 
saving a press frame that would 
cost thousands of dollars in time 
and money to replace, and go on 
and on. 

Fundamental in the success of 
arc welding thus far has been ex- 
tremely careful application. It is 
essential that this policy be con- 
tinued for further success —an 
incorrect electrode, a faulty de- 
sign, incorrect technique—any of 
these things can cause abandon- 
ment of a process under test. It 
is thus a responsibility of the 
industrial distributor selling weld- 
ing equipment and supplies to be 
certain that his recommendations 
and suggestions are correct in 
every instance. 


Much Literature Available 


This is relatively simple to do, 
for every manufacturer of welding 
equipment, electrodes and supplies 
has gotten out voluminous instruc- 
tional literature, and usually also 
has capable engineers available 
in any district for consultation 
in case the going gets rough. Fur- 
ther, all sorts of types of weld- 
ing equipment and electrodes have 
been developed to suit specific jobs, 
and their proper use and treat- 
ment must be understood. 

To begin with, there are the 
welding machines themselves. 
There are stationary and portable 
models, the latter with pressed 
or fabricated metal, hard rubber 
or pneumatic tires. Any of these 
may be driven by gasoline engine, 
diesel or motor, or even by belt 
from some adjacent prime mover 
or a lineshaft. There are horizon- 
tal and vertical units, the latter 
designed to fit into cramped 


This arc-welded 300-ft. cargo vessel has 
300 tons greater cargo capacity than its 
riveted sister ship 


spaces, such as in garages. Am- 
perages, really capacities, range 
from 75, 100, 150, 200, 300, 400 to 
600 amp. Some have detachable 
control rheostats so that the oper- 
ator may always have the rheo- 
stat near him, while the machine 
is remote-controlled and some dis- 
tance away. Other types have 
other specialized design elements. 
Some types are the newer alter- 
nating-current units, while the 
majority are direct-current. Each 
system has its friends and its 
enemies, and each is suitable for 
particular operations. Some weld- 
ers use carbon electrodes, the filler 
metal being added from a rod held 
in the other hand, as is done in 
oxy-acetylene welding; the major- 
ity are the metallic-are type. 
Naturally, for such a wide va- 
riety of machines, and facing so 
many varied industrial jobs, there 





are also many different kinds of 
electrodes. There are electrodes 
for mild steel, for high-tensile 
steel, stainless steel, light-gage 
steel, cast iron, aluminum, bronze, 
brass and copper, as well as all 
of their multitudinous alloys. 
There are hard-facing electrodes 
for putting a hard surface on any 
object to resist any type of wear 
in service—abrasion, impact, or 
corrosion, Contrasted with the 
older electrodes, which were simply 
bare wire, most of the newer ones 
have coatings of various materials, 
which, in the heat of the are pro- 
vide a gaseous envelope of the 
required properties to give first- 
class weld metal. 

Added to are welders and elec- 
trodes, there are all sorts of acces- 
sories, such as shields, gloves, 
aprons, leggings, electrode hold- 
ers, cable, etc., for the skin as well 






















































A horizontal-type arc-welding machine building up motor bases 


as the eyes of both the operator 
and any bystander must be pro- 
tected against the rays of the arc. 
This means also that there are 
possible sales of welding booths, 
both of the installed and portable 
varieties, welding curtains, weld- 
ing tables, and so on, which you 
may sell either as assemblies, or 
as component parts. Proper pro- 
tective equipment is not just some- 
thing “‘nice”’ to have; it is essen- 


tial, for its cost will be returned 
many times over if only one law- 
suit is avoided as a result of in- 
jury to a worker or a bystander. 

Some of the dozens of variations 
in equipment and operations are 
shown in accompanying illustra- 
tions, but the diversity is so great 
that it is not within the scope 
of an article such as this even 
to begin to detail them. It takes 
close observation of the individ- 


300 miles in 70 days—a pipeline record, with arc-welded construction 
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ual job and the needs of the 
particular user to enable proper 
recommendations of equipment, 
materials and accessories. As men- 
tioned previously, extremely de- 
tailed and complete instruction 
books and catalogs are available 
from the particular equipment 
manufacturer you represent, The 
main thing is to keep constantly 
on the alert for new and possi- 
ble applications where arc-welding 
might fit in, and to suggest it for 
those applications. Like safety 
razors and cameras, it isn’t the 
sale of the equipment that runs 
into dollar volume—it’s the sale 
of electrodes and accessories when 
the process is put to real use. 

When you realize the extent to 
which arc-welding is used today, 
and when you realize further that 
use of the process could increase 
at least six-fold before it reaches 
the full extent of its possible ap- 
plication, you can appreciate the 
selling job still to be done. 

Photographs and data contained 
herein have been taken from the 
following sources: Lincoln Elec- 
tric Co., General Electric Co., 
Harnischfeger Corp., and Miller 
Electric Mfg. Co., Inc. 

















TIS 








1. What are the principal dif- 
ferences between elevator belts and 
conveyor belts? 

2. Which is advisable, to rec- 
ommend an elevator belt with too 
few plies, or two many”? This is 
assuming, of course, that the ex- 
act number of needed plies is inde- 
terminate. 

3. What is the working strength 
of a 28-0z. duck belt? Of a 32-0z.? 
Of a 36-0z.? 

4, What is the unusual thing 
about elevator belts for small 
grain elevators? 

5. What kind of belt do the 
larger terminal grain elevators 
use? 

6. When sand, clay and other 
moderately abrasive materials are 


Sam Supplier's Age 


Sam Supplier is just six times 
as old as his son. Sam’s age, di- 
vided by 2, 3, 4, 6 and 8 always 
leaves one year remaining, but 
when it’s divided by 5 there’s 
nothing left over. How old is 
Sam? and how old is the boy? 
(If you can’t guess ages, look on 

page 90) 











The X<hinese 
HARK A PAGVERK FORK IT 


When you go out to buy, don’t show your silver. 
Salt is good to eat anywhere in the world. 

Money is good to use anywhere in the world. 
Even though a snake enters a bamboo tube it 


still inclines to wriggle. 














BURPS SUPPLY COMPANY | j 


to be handled, what kind of ele- 
vator belt should be recommended? 

7. Stone, slag and other abra- 
sive lump materials require what 
kind of belt? 

8. For very heavy duty, why is 
a cord breaker-fabric network put 
around the entire fabric and em- 
bedded in the cover? 
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“He says winnin' on that Sweepstakes Ticket, won't affect him at all 
—he intends to go on workin’ just as usual" 
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9. What weight of duck is nor- 
mally used in this service? 

10. What thickness steel is com- 
monly employed for grain elevator 
buckets of the standard steel type? 

11. For ear corn? For stone or 
coal? For heavy ore? 

12. Where are malleable-iron 
buckets commonly used? 

13. Where are continuous buck- 
ets commonly found? 

14. What is a normal weight 
per cubic foot for heavy ore? For 
average ore? 

15. What is the difference in 
weight per cubic foot of sand or 
gravel wet and dry? 

16. Is there any great difference 
in the weight per cubic foot of 
wheat and oats? 

17. Cement and_ salt should 
weigh about the same as far as a 
conveyor or elevator belt is con- 
cerned. Do they? 

18. What is a solder fitting? 

19. What is “reamed and 
drifted” pipe? 

20. What is “open-seam” pipe 
and what is it used for? 

21. What is the difference be- 
tween red brass and yellow brass? 

22. Is brass pipe called pipe or 
tubing? How about copper? 

23. What is the most flexible 
copper tubing? 

24. What does IPS copper pipe 
mean? Is it ever used? If not, 
why not? 

(Answers on page 88) 
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USED BY “BRUSH CONSCIOUS” SALESMEN 


end backed np by Udeorlising lo 


YOUN CHA 


@ Few industrial products offer as many real selling 
ideas as the extensive line of Osborn Brushes. Boil 
it all down to the fact that it pays to use the right 
brush for the job. 

“Brush Conscious” Salesmen put that idea to work 
for them in many different ways. Sometimes a prospect 
using only maintenance brushes thinks all brushes 
are pretty much alike. At least, he 
buys from almost anyone who 
quotes the lowest price. It takes a 
“Brush Conscious” Salesman to 
prove to that type of brush user that 
price is of secondary consideration. 

It’s usually not difficult to show 
such a prospect that the better per- 
formance and longer life of Osborn 
Brushes properly matched to job 
requirements actually cost LESS than 
brushes selected chiefly because 
“the price is low.” 

With Osborn Brushes for produc- 
tion operations, it’s even easier to 
develop steady repeat business. Once 
a user finds the right brush for the 
job, he automatically shoves price 
down to a secondary place in his 
thinking and buying. 

Take two typical cases. We could 
mention hundreds more but space 
won’t permit. 

Case No. 1—A “Brush Conscious” 
Salesman ran across a prospect 
using a lot of wire wheel brushes 





for removing enamel from certain parts of armatures. 
After securing permission to run tests of Osborn 
Brushes he recommended for the work, he increased 
the production 126%! But the price of the right 
Osborn Brushes for the job was 6673% more than the 
brushes being used. Did the prospect buy Osborn 
Brushes? He standardized on Osborn Brushes! 

Case No. 2— Another “Brush Con- 
scious” Salesman heard a prospect 
complain about frequent replace- 
ments of a brush used for roughing 
tire treads. Brushes were being 
replaced on an average of every 
three weeks. The “Brush Conscious” 
Salesman investigated the conditions 
and furnished samples of the recom- 
mended type of Osborn Brush. 

The prospect became a customer 
when he found that the right brush 
for the job increased production 
700% and lasted five months without 
need for replacement! Again price 
was a secondary consideration in the 
use of Osborn Brushes! 

The “brief” of such helpful ideas 
about Osborn Brushes appear in lead- 
ing magazines reaching YOUR custom- 
ers and prospects every month. The 
advertisement on the next page is a 
typical example. We hope it helpsYOU! 


Tne Oseaorn MANUFACTURING COMPANY 


5401 HAMILTON AVENUE «+ CLEVELAND, OHIO 
Sales Offices: New York, Detroit, Chicago, San Francisco 
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(Reading time: 29 Seconds or less) 


@ Why does it pay to use the right brush for the job? 


Note the following typical “reasons-why” it pays: 


A manufacturer of electrical products raised e j 


ciency 126% on an operation of removing ena 4| 
from certain parts of armatures by standardizing on 
the right Osborn Brushes recommended for th : job. 

A manufacturer of automobile tires switchefl to the 


right Osborn Brushes recommended for royghing up 


the strips or flats of tire treads. Formegly, another 


THE MOST EXTENSIVE LINE OF 






TO USE GOOD 
“®> BRUSHES — 


, 


j 
J 


INDUSTRIAL BRUSHES. . 





IT’S GOOD ~ 
BUSINESS 





brand of brushes used for the work wore out in three 
weeks. The right Osborn Brushes last five months and 
increased production 700%! 

Osborn and the Osborn Distributor in your locality 
will help YOU gain the advantages of using the right 
brushes for YOUR requirements. ASK ABOUT IT! 


ThE OSBORN MANUFACTURING COMPANY 
5401 HAMILTON AVENUE e« CLEVELAND, OHIO 
SALES OFFICES: NEW YORK « DETROIT « CHICAGO « SAN FRANCISCO 


. SERVING ALL INDUSTRIES 
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| im PRINCIPLE behind our en- 
tire plan of selling might well 
be termed “personalized service”, 
for it not only governs our actual 
selling work, but is the basis of 
our sales promotion efforts. 

After all, we feel, we have noth- 
ing to sell but service—which con- 
sists of stocking the best possible 
lines we can obtain for the con- 
venience of our customers, pre- 
senting these lines intelligently to 
them and taking care of deliveries 
promptly and smoothly. So, since 
service is our one stock in trade, 
why not make it extra good serv- 
ice—service with the personal 
touch? 

I will not enter into a discus- 
sion here of our methods of buy- 
ing, stocking and delivering goods, 
which we feel are pretty much 
what they should be. But let’s 
consider for a moment how the 
personal element enters into our 
sales and sales promotion activ- 
ities. 

In the first place, our salesmen 
are men of high caliber. With- 





= 


By J. H. SCHROEDER 


Vice-president and Manager 
Fort Wayne Pipe and Supply Company 
Fort Wayne, Indiana 


Personalized service, with the 
buyer's interest always in 
mind, is the rock on which our 
sales and sales promotion 
structure is built 


out exception, they have come up 
through the ranks in our organ- 
ization. Hence, by the time they 
have gone out as our sales ambas- 
sadors, they have secured, through 
inside experience and teaching, a 
good basic knowledge of our lines, 


our methods and the requirements 
of our customers. And, I might 
add here, schooling of our sales 
organization never ceases. 

When one of our men becomes 
an outside salesman for us, he 
adopts the role of an adviser 
rather than that of an out-and-out 
order chaser. He is not on the job 
simply to make customers “sign on 
the dotted line”. It is his duty to 
study their requirements, learn 
their needs and then make his rec- 
ommendations as to those of our 
products which will give the cus- 
tomers the best possible perform- 
ance. In other words, he sin- 
cerely tries to put himself in the 
customer’s boots—to see the lat- 
ter’s problems from his side of the 
fence—and then honestly suggest 
the items that will do the various 
jobs the best. 

Now, don’t judge from what I 
have said thus far that we are 
“softies”. We don’t just talk 
valves to a customer. We talk the 
particular make of valves we carry. 

(Continued on page 94) 





Notebooks are designed to give maximum service to customers. 
Salesmen deliver them and insert new fillers—personally 


38 


MILL SUPPLIES ® JUNE 1938 


Hung in place by our truckmen or salesmen in the customers’ 
plants, our calendars have big dates and small advertising 











ARLY in 1934 a large New 
Jersey paper manufac- 
turer asked Meier- Andres 
Belting Company, Goodyear 
distributors in Newark, how 
to get better belting perform- 
ance on their battery of 18 
beater drives on which 
stretch and breakage caused 
frequent beater shutdowns. 





After sizing up these drives 
Meier-Andres recommended 
Goodyear COMPASS “40” 
Endless Belts and in March, 
1934. two were installed—on 
trial. Belt trouble instantly 


\ } 
BELTS | 
MOLDED GooDs ” } 
HOSE } 





vanished. It was quickly 
noted that COMPASS’ greater 
flexibility and smoother op- 
eration developed greater 
power and months went by 
without a shutdown. 


So far superior was COMPASS 
performance to any other 
belting ever used on these 
drives that in short order 
all 18 beaters and 8 in the 
company’s second mill were 
COMPASS-equipped. In the 
last two years there has not 
been a single shutdown for 


belt repair on any one of 





PACKING 


~~ Made by the makers of 


1 HOW 2 BELTS SOLD 26 | 


Goodyear quality wins 100% installation for distributor 


these 26 drives! In addition 
to belting Meier-Andres is 
now selling the mill Good- 
year air, steam, water and 
paper machine hose. 


This is a typical example of 
how the superior quality of 
Goodyear Mechanical Rub- 
ber Goods wins customers 
and builds business for 
Goodyear distributors. If 
you are nota Goodyear dis- 
tributor, why not inquire if 
your territory is open? Write 
Goodyear, Akron, Ohio, or 
Los Angeles, California. 
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Goodyear Tires 
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OWARD SUPPLY Co., at 

So. Santa Fe Ave., Los 
Angeles, Cal., began operations 
last September 1. Its site com- 
prises about five acres, the build- 
ing at one end of the tract con- 
taining about 40,000 sq.ft. The 
materials handled are mostly 
heavy. The steel structure is 
served throughout by three and 
five ton cranes, while there is an 


5125 


2 Looking down main aisle and pipe bay. 
Heavy pump stock in foreground 


welding pipe fittings 


' 
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4 Bins in the rear are for valves, tools 
and fittings. In the foreground are 


open-air crane track the full 
length of one side. Stock carried 
consists principally of pipe, tools 
and miscellaneous oil well equip- 
ment and supplies, already repre- 
senting an investment of over 
$100,000. Personnel consists of 
Harold E. Howard, president; 
L. George Trembly, vice-president, 
and J. P. Mosely, secretary-treas- 
urer. There are ten salesmen. 


storage 










1 Fred A. Witt, warehouse 
superintendent, Howard 
Supply Co., beside an oil 
pumping unit 


3 Unloading 14 in. O.D. pipe from truck to pipe-bay 





5 Pipe is stored in yards, this one being approximately 
five acres, less space for the building at the opposite 
end of the plot 





TREO OTE RRS Ye 7 


4 Py 














To Help You Sell 
ARMOUR Abrasives 


Page advertisements like these, tell 
your customers the advantages of 
Armour Abrasive Products. Keep 
them informed about new prod- 
ucts. Urge that they consult their 
Mill Supply Dealer for samples and 
prices. 


We feel it is money well spent, be- 





cause we believe Mill Supply Dealers 
are entitled to all the merchandising 
and advertising cooperation a manu- 





facturer can extend. 


ARMOUR 
SAND PAPER WORKS 


Division of ARMOUR AND COMPANY 








General Offices « Chicago, Illinois 
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from the Trade Press 


Because of space limitations, most items appearing in this 


department have been reduced to their elemental facts 
through digesting. Where the reader's interest is particu- 
larly great, we recommend that the article be sought out 
and read in detail in the paper where it originally appeared. 


Use Hacksaw on 
Thin Metal 


This may not be a new trick to 
all readers, but it’s a handy one. 
When a thin sheet stock is a little 
too much for hand shears, the job 
can be done with a hacksaw by 
placing the material between two 
flat boards and clamping in a vise. 
No teeth will be ripped out of the 
hacksaw blade and the cut will be 
rapid and clean.—By C. H. Wiley 
in April, Power. 





Letters to Salesmen 
Should Increase Ability 


As an aid to continuous sales 
training, the general letter to 
salesmen may stack high. Or it 
may be a total loss. 

The kind of a letter I have in 
mind furnishes the men with late 
news and information that should 
increase sales ability. It should 
stimulate salesmen’s pride in their 
task, in their company and its 
products. And, doing these things, 
it will lead to increasingly efficient 
sales performance. 

The general sales letter should 
have human interest, a personal 
touch and appeal. These are the 
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advantages of the sales letter over 
a house magazine or monthly bul- 
letin. Beyond this advantage, the 
general sales letter may contain 
up-to-the-minute instructions and 
happenings in the trade; the sales 
manager here has the opportunity 
to write a personal message, suited 
to the circumstances. 

There can be no formula for 
such a letter that will suit all 
fields of selling nor even all com- 
panies in any specific field. It is 
hoped, however, that among the 
following checking points, sales 
managers may find ideas to assist 
them in building letters suited to 
their particular selling activities. 

1. The physical appearance of 
the letters should be so attractive 
that they will impress the sales- 
men as worth reading. 

2. The letters should reflect 
character, personality, initiative, 
originality. 

3. Avoid monotonous sameness 
in general appearance, subject 
matter and closing paragraphs. 

4. If comparisons between dis- 
tricts or salesmen are set up in 
the letters, be careful that such 
comparisons do not discourage in- 
stead of inspire. 

5. Read each item that goes into 
the letter, putting yourself 
temporarily in the role of a sales- 
man. Then if you don’t like its 
effect, make suitable changes. 

6. If certain comments of a 
critical nature must be put in the 
letter, balance them with encour- 
aging, helpful thoughts that tend 
to lessen resentment and evidence 
fairness. 

Now here is some of the ma- 
terial to be assembled for use. 

7. News of sales—selling activi- 
ties—such as: 

a. Mention any sale outstand- 
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ing as to volume, special signifi- 
cance of purchase or to prominent 
personality—that is sales with a 
thrill. 

b. Story telling how some 
salesmen made a sale through bet- 
ter than ordinary performance. 

c. Sales ideas from or signifi- 
cant performance by any district 
or branch, 

d. Quote any thoughts from 
salesmen gleaned from their re- 
ports which might aid selling per- 
formance or inspire instructive 
thinking. 

e. Explain any new instruc- 
tions or changes as to sales poli- 
cies or practice. 

8. Try to inspire salesmen by 
fostering new interest, new pride 
in their work. 

9. Point out ways for the sales- 
men to be more useful to the 
trade—By P. W. Combes in 
Printers Ink Monthly, April. 


Helpful Hints 
From a Sales Manager 


Management will do well to re- 
member that salesmen work for 
two kinds of compensation—that 
of the pocket and that of the heart. 

Recognition of notable results, 
when made part of the manage- 
ment’s policy, is one of the fruit- 
ful methods of stimulation that 
can be exercised. The element of 
praise in recognition of good 
work is an influence that speeds 
men on to greater achievement. 

The temperament of salesmen 
offers a field for deep study. Some 
men are naturally diligent, some 
men are endowed with the instinct 
of perseverance, some men have 
dynamic power that remains latent 
unless stirred up. The dependable 
man will accept praise for his good 
work as one of his most lasting 
compensations. It is the salesman 
who is allowed to drift who falls 
into bad habits. 

A correct price gives the sales- 
man an even chance to make the 
most of his time. There is a 
stimulating influence to make the 
best use of his time under such 
circumstances. 

While we have mastered the 
mechanics of marketing, we are 
far from mastering the personal 
factor involved in selling. Deficien- 
cies in inspirational leadership are 
appalling. Mere pay will not build 
a continuously paying enterprise— 
By C. K. Woodbridge in Printer’s 
Ink for April 14, 1938. 

















Read How City of Hastings, Michigan, Saved Over 
$6300 a Year in Pumping Costs and Cut Water Rate 
15%...by Petit Old Pumps with Allis-Chalmers! 





THE WATER DEPARTMENT AT HASTINGS, MICHIGAN. City 
Engineer Bert Sparks inspects the pumps that have saved the City of 
Hastings as much as $6372 in a single year! They are an Allis-Chalmers 
2%” x 2” Type SJH, rated 250 gpm at 150 ft. head, and two Allis- 
Chalmers 3” x 244” Type SJH pumps, each rated 350 gpm at 150 ft. head. 


Water rate reduced 15%! Reserve fund of $11,000 
built up by a department that previously showed 
a deficit. $38,000 saved in pumping costs! 

That’s what actually happened in the City of Has- 
tings, Michigan, when City Engineer Bert Sparks re- 
placed steam driven reciprocating pumps with three 
Allis-Chalmers motor-driven centrifugal pumps! 

It’s not hard to understand why! The former fuel 
cost for steam-driven pumps was 6c per 1000 gal- 
lons pumped. But the cost for the Allis-Chalmers 
motor-driven pumps is only 134c per 1000 gallons. 
That means an actual average saving of $6372 per 
year to the City of Hastings, in pumping costs 
alone! $38,000 since the pumps were installed! 


Allis-Chalmers Engineering Cuts Costs! 

No wonder that when a fourth pump was purchased 
in the fall of 1937, the City of Hastings specified 
Allis-Chalmers! For the engineering that has 
created Allis-Chalmers equipment means lower 
costs ... actual savings in dollars and cents. And 
like savings result from Allis-Chalmers assumption 
of undivided responsibility for both pump and drive! 

What Allis-Chalmers Centrifugal Pumps have ac- 
complished for the City of Hastings, they can do for 
your city or for your factory. The Hastings in- 
stallation is typical of the way Allis-Chalmers has 
solved municipal and industrial pumping problems 
throughout the country. There’s an Allis-Chalmers 
representative near you. Let him show you how 
Allis-Chalmers pumps can actually pay for them- 
selves ... how many dollars they can save! 
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PUMPS e AND SPECIAL DESIGNS 


/ 
SINGLE-STAGE DOUBLE-SUCTION 
PUMPS ¢« CLOSE-COUPLED SINGLE 
STAGE SSUnit PUMPS « MULTI-STAGE 
PUMPS e PAPER STOCK PUMPS e 
MIXED FLOW AND AXIAL FLOW 


LWA.U Roe 


i> 2085 | 


FOR UNUSUAL APPLICATIONS 
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DURING THE 1028 TRIPLE CONVENTION TO REPRESENT THEIR 
RESPECTIVE ASSOCIATIONS DURING THE YEAR WHICH ENSUED 





TO OFFICE OF } 
1ST VICE PRESIDENT 





























APOUS BELTING AND SUPPLY COMPANY, WAS APPOINTED A MEMBER. OF 
THE DEALERS RELATIONS SUBCOMMITTEE. OFTHE MERCHANDISING 
ADVISORY COMMITTEE OF THE POWER “TRANSMISSION ASSOCIATION, 


NEWS ITEMS 


Ay Femur OF HE TRIPLE CONVENTION HELD 
IN NASHVILLE, MAY I5, 16 AND I'7, AS REPORTED IN’ MILL SUPPLIES, 
WAS THE. DISCUSSION OF THE POSSIBILITY OF MERGING THE ASSOCIATIONS, 
AND THE APPOINTMENT OF A COMMITTEE. FOR A FURTHER STUDY OF THE IDEA. 


A newconrnny yor METAL PRODUCTS, INCORPORATED, HAD TAKEN OVER 
THE BUSINESS OF THE DURAND STEEL LOCKER COMPAMY, CHICAGO HEIGHTS 
AND OFTHE LYON METALLIC MANUFACTURING COMPANY OF AURORA, ILLINOIS, 
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AC (eu) iirLunter, now PRESIDENT OF THE ROSS-WILOUGHEY COMPANY, 
COLUMBUS , OHIO, WAS ELEVATED “® THE POSITION OF FIRST VIE- 
PRESIDENT AND GENERAL MANAGER OF THAT ORGANIZATION. 

















.% ry 
TWD HE ASs0ci ATED MACHINE TOOL. DEALERS, WHICH HELD TS ANNUAL 


SPRING MEETING AT GRANVILLE, OHIO, MAY 23, 24 AND 25, HAD SERVING AS 
OFFICERS AND MEMBERS ON (TS EXEQUTIVE COMMITTEE, J. PORTER, MARSHALL 
AND HUSCHART MACHINERY COMPANY, CHICAGO; T.W.CARLISLE, STROMG, CAR- 
LISLE. AND HAMMOND COMPANY, CLEVELAND; E.P.ESSLEY, E.LESSLIY MACHINERY, 
CO.,CHICAGO, G.H.CHERRINGTON, BROWN AND ZORTMAN MACHINERY COMPANY, 
PITTSBURGH; CHARLES T. BUSH, CHARLES A, STRELINGER COMPANY, DETRON; G.E 
MERRYWERTHER, MOTCH AND MERRVWNEATHER MACHINERY COMPANY, CLEVELAND, 
W.F MECARTHY, HENRY PRENTISS AND COMPANY, NEXV YORK} 'W. J. RADCLIFFE E. 
A.KINSEY COMPANY, CNCINNATTI: E,?. RIDINGS, SYRACUSE. SUPPLY COMPANY, 
SNRACLISE; J.R. VAN DYCK, VAN DYCK-CHURCHILL COMPANY, NEW YORK; AND 
J.W. WRIGHT, COLCORD-WRIGHT MACHINERY AND SUPPLY COMPANY, S& LOUIS, 
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This is the experience of many 
distributors who sell J&L Steel 
Products, and the reasons are 
good and sound. Your customers 
want J & L Products because they 
get greater satisfaction by using 
them . . . these products sell 
quickly and increase your profits. 


Jones & Laughlin builds 
greater sales for you by reaching 








your customers with an extensive 
national advertising campaign 
telling the J&L quality story in 
trade, business and executive 
magazines. These publications 
create a demand for J&L Steel 
Products that moves your stocks 

. . turns them into cash, at a 
profit to you. 


J&L Steel Products move 


PITTSBURGH, PENNSYLVANIA 


MAKERS OF HIGH QUALITY IRON AND STEEL PRODUCTS 


gst Reeteep ne by Oi lng MOE 
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“It pays to handle J&L Steel Products...” 


“Another big batch of orders this morning. 
I tell you, Mac, J&L Steel Products are a 
fast-moving, profit-making line for us.” 


. give greater satisfac- 
tion to your customers . . . and 
make bigger profits for you. 


Get in touch with ]& L today. 








Profitable J&L Products 


J & L Seamless Steel Boiler 
Tubes ... Seamless and Welded 
Pipe... Cold Finished Shafting 
...Cold Finished Barsand Shapes 
... Hot Rolled Bars, Shapes and 
Plates ...Galvanized Sheets... 
Mastercraft Galvanized Roofing 
and Siding ... Nails and Wire 
Products. 








pie JONES & LAUGHLIN STEEL CORPORATION 






st 
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SHOTS OF THE RECENT R. C. DUNCAN SHOW 


(Over 1000 
_ Attended) 





Machine Tool & Supply 
Featured in Newspaper 
Machine Tool & Supply Co., Tulsa, 
Okla., recently received an interest- 
ing write-up of its history and per- 
sonnel in the Tulsa wholesalers’ and 
manufacturers’ edition of the Clare: 
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more (Oklahoma) Daily Progress. 

“Established in an unpretentious 
way in 1929,” says the edition, “the 
Machine Tool & Supply Co., has kept 
pace with the ever-changing de- 
mands for modern products and 
from time to time has shown a 
steady, substantial growth in busi- 
ness volume and plant expansion. 
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Today in its newly remodeled quar- 
ters at 215 E. First St., it is recog- 
nized as one of the largest and best 
stocked machinery and_ supply 
houses in the state.” 

The building the firm now occu- 
pies has 20,000 sq. ft. of floor space 
and is two stories high, completely 
fireproofed throughout. An electric 
elevator serves all floors and rail- 
road trackage is in the rear for de- 
liveries. This is the third move into 
larger quarters since the business 
was established. 














~e ected 
I hear you are getting 
| some swell industrial rub- 
ber goods business out of 


this territory. What are you 


handling now 7? 












































Ask about the HEWITT profit franchise. HEWITT RUBBER CORPORATION, Buffalo, N.Y. 


HOSE © CONVEYOR AND TRANSMISSION BELTS @ PACKING 
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Alabama Machinery & Supply Co. « Anderson's, Inc. « Appleby Bros. & Whittaker « Barrett Hardware Company 
Barrett Supply Co. » Baxter Foundry & Machine Works * Battey Machinery Co. * Belcher & Loomis Hardware Co 
The Belt-Rope Supply Company « Berkshire Mill Supply Co. * Ed. Bernstein Factory Supplies * Berry Bearing Co 
Wm. L. Blake & Co. * Bingham Tool & Supply Co. * Binghamton Fdry. & Mach. Co. * Botwinik Bros 
The Brierly-Lombard Co. * Bronx Hardware & Supply Co. * Buford Brothers, Inc. * Butts and Ordway Co 
Carey Mach. & Supply Co. * ElmerE. Cox + Camm-Blades Machinery Co. + Charlotte Supply Co 
Chase Brass & Copper Co. * Cragin & Co. * Chattanooga Belting & Supply Co. * Chicago, Pulley & Shafting 


Columbus Iron Works Co Crowder, Jr., Co. ¢ J. B. Currie & Son 


Dillon Supply Co. « FRIENDSHIP % Supply Co. * Eagle lron Works 
Ellfeldt Hardware & Ma 


M., Forster Co. « °M. L. Foss, Inc 


en ee ee ge It’s a significant fact that once a Co, 
concern becomes a Johnson Bronze 

Hagerstown Equipment ( Distributor they remain faithful to orks, Inc. « Hawley Hardware Co 

our line of merchandise. This point 

alone, we believe, indicates the sala- tine & Co, * — E. J. Hurley Co. 

Indianapolis Belting & S bility of our product, the profit pos- Holden Co. * Hub City lron Co. 
sibilities and the cooperation that is 

O. lber Co. © lowal cheerfully extended. Why not make Shops « Kelly Gear & Tool Co. 

a connection for your firm that 

guarantees all of these virtues? A 

eaTeaoeneeaeicid 4 Johnson Bronze Franchise is your 
first step. Write today. 


C. W. Marwedel « Th JOHNSON BRONZE COMPANY nc. © McMaster Car Supply Co. 
Miami Parts & Spring C 535 S. Mill Street - New Castle, Pa. 


-" 2, Supply Co., Inc. 
Montgomery & Crawford « MV a - 4s Sons Sup. Co. 


The Murray Co. © Nationa! ** wey 


. © H &H Machine Works 


Louis Hanssen's Sons 


Kester Machinery Co. LeValley, McLeod & Kinkaid Co. 


iny « Manning, Maxwell & Moore 


Osborne & Sexton Co. » 


=~ 
ee 
ae 
oy” 


B. R. Paulsen Co. « Peg 


scnine 
Production Tool & Supply rae us Machinery & Supplies 
Robinson Hardware Co. + Sidney u. Koby uwer Machy. Co. + Root, Neal & Co. 
Ross-Frazer lron Co. * —— Russos Bros. . Joseph C. Ryan & Sons, Inc. . Salem Too! Company 
Salt Lake Hardware Co. * Chas. B. Scott Co. * Sees & Faber Co. * Seither & Ellis * Sioux City lron Company 
Southern Supply Co. » E.S = Supply Co. + Standard Foundry Co. © Standard-Machinists Sup. Co 
Standard Sup. Co. » Charles A. Templeton, Inc. * Tennessee Mill & Mine Sup. Co. * William K. Toole Company 
Lewis E. Tracy Company * The Trumbull Mfg. Co. + J. M. Tull Metal & Supply Co. * Wm. Wallace & Sons 
West Point Foundry & Machine Co. * H.R. Williams & Sons * Arthur Wicklein * W.S. Wilson Corp 


R. B. Wing & Son Co. * Wink Supply Co. * Wisconsin Fdry. & Mach. Co. * J. Zagora Machine & Gear Co. 
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After its strong spurt in March—the first rise since last August— 
MILL SUPPLIES Sales Indicator settled back in April, registering 
a drop of nearly 7 points to 76. All sections reflected this trend, 
although the North Atlantic states held about even with their levels 
of February and March. Orders grew a little fatter, their dollar 
value rising from $14.40 to $15.60. 


NORTH ATLANTIC STATES SOUTHERN STATES 





WESTERN STATES 
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RED END HAck sAws 
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Brilliant Red Trade-mark identifies three 
grades of highest quality Hack Saw Blades 
HIGH SPEED STEEL SPECIAL ALLOY STEEL 
TUNGSTEN STEEL 


made for both hand and 
power machine use to cut any 
kind of metal economically. 


SOLD BY SELECTED 
SUPPLY DEALERS 


Look for the Red End 





SIMONDS SAW AND STEEL CO 


ESTABLISHED 1832 FITCHBURG - MASS 
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C. R. Hook Addresses 
Foundrymen's Association 


Charles R. Hook, president and 
general manager of the American 
Rolling Mill Co., and president of the 
National Association of Manufac- 
turers, addressed the annual busi- 
ness meeting of the American Foun- 
drymen’s Association in the Music 
Hall of the Cleveland Public Audi- 
torium, Cleveland, May 18. 

This address is the first of an an- 
nual series sponsored by the Board 
of Awards of the American Foun- 
drymen’s Association. It will be of 
importance to all those interested 
in public affairs, industry and busi- 
ness as well as visitors to the 42nd 
annual convention held in Cleveland 
that week. 


White Supply Co. Show 
Set for June 13-15 


The White Supply Co., Waterbury, 
Conn., will hold a three-day indus- 
trial show starting June 13. Man- 
ufacturers will have exhibits on dis- 
play with representatives to show 
and demonstrate products to be 
shown. 


Correction 


Last month, MILL SUPPLIES er- 
roneously listed Chase, Parker & 
Co. as being located at Passaic, N. 
J. The firm is located at 288 Con- 
gress St., Boston, Mass., and re- 
cently added the products of New 
York Belting & Packing Co. 


Holleman Joins Corbin Supply 


F. B. Holleman recently became 
a member of the sales force of the 
Corbin Supply Co., Macon, Ga. W. I. 
Crichton has resigned from the sales 
staff of the organization. The firm 
reports sales are mounting due to 
increased activity among the con- 
struction companies. 





Following in the footsteps of their dads 
are these Pedersen men. Left to right 


are: Louis Pedersen, vice-president of 
Pedersen Brothers Tool & Supply Co.; his 
son Alfred, inside salesmen; William 


Pedersen, president of the firm, and his 
son Roy, recently promoted to the outside 
sales force 











OTTa SOAs 


distributors’ salesmen 


containing some cues that make for easier selling 


Answers 


Vi. Research Leather Belting. Vs. Graton & Knight's experimental and 
rh V 2. Graton & Knight. control laboratory. 


V3. Graton & Knight's Mobile Laboratory Vs. Graton & Knight. 
is now on a 2-year trip to industrial ; 
centers around the country. V 6. Graton & Knight. 


The Mobile Laboratory — already 228 v 


demonstrations at important industrial e ~ 


= 


> N 
plants — attended by 1513 men influential Uy 


in the bapinn of beltinn, Lar ae a bf- 
RESEARCH BELTING 


From the Home of Research, Worcester, Mass. 
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FIBRE 


BROOM. 


“RED CAP” 


INDUSTRIAL 








This rugged industrial broom will help you to whip pet customers’ 


tough sweeping jobs. Adaptable for many special services, such 
as in mines, packing plants, chemical industries, etc., it is impervious 
to water, heat, chemicals and like substances. 


Teamed with the justly famous Capital "Red Cap" Broom, it 
enables distributors to really go after business from all classes of 
industrial activity. In addition, you can offer a wide range of 
other types of warehouse brooms, metal case brooms and push 
brooms, wire brooms, scratch brushes, floor brushes and special 
brushes, made to specifications. 


And mark well this one fact—that Capital "Red Cap" Brushes and 
Brooms give no quarter—they are honestly built to give service. 
Likewise our policy of doing business gives distributors a fair deal. 
May we send further information? 
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Mr. Olcott Liked 
Our May Issue 


Editor, MILL SupPLigs: 

I have just finished reading the 
May issue of Mitt Suppiies, and 
want to congratulate you on this 
most excellent and _ informative 
number. 

Especially do I want to congratu- 
late you on the very fine article on 
“Why Am I Behind the 8-Ball?” I 
hope that every manufacturer’s rep- 
resentative will read this very thor- 
oughly. It gives such a clear inter- 
pretation of why some of the manu- 
facturers do not get full cooperation 
for many of the distributors. As a 
distributor, we find it difficult to 
fully cooperate with many of the 
representatives because of the rea- 
sons you list. While, on the other 
hand, we do have representatives 
who call on us, and with whom it is 
a pleasure to have our salesmen 
work. This article is well written and 
should be of great assistance to both 
the distributor and manufacturer. 

The article on “Sales Meetings 
that Build Sales” is very instructive, 
and I read it with a great deal of 
interest. We have had sales meetings 
at regular intervals throughout this 
year, and have found that they do 
“build sales.” Our manufacturers 
have cooperated with us on these 
meetings, which have brought about 
a better understanding between their 
representatives and our salesmen. 

Every article in this issue is 
really worth taking “time out” to 
study. I believe your publication is 
doing a great deal of good in our 
industry for your articles are 
always practical and workable. 

Keep up the good work. 


RICHARD ALCOTT, Vice-President 
and General Manager. 
The Riechman-Crosby Co. 


Duff-Norton Moves 


The Duff-Norton Mfg. Co., re- 
cently announced the removal of its 
New York City sales office to 3411 
Empire State Building. The sales 
offices was formerly located at 250 
Park Ave., New York. 





L. H. Chenoweth (left), newly appointed 
merchandising manager of the B. F. Good- 
rich Co. mechanical division, who succeeds 
W. S. Richardson, named general sales 
manager of that division 
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A FEW OF THE 137 
AMERICAN CHAIN & CABLE 
INDUSTRIAL PRODUCTS 


AMERICAN CHAIN DIVISION 
(DOMINION CHAIN COMPANY, Ltd.,in Canada) 
Weed Tire Chains e Welded and Weldless 
Chain ¢« Malleable Castings 
Acco-Morrow Lubricators 


ANDREW C. CAMPBELL DIVISION 
Abrasive Cutting Machines ¢ Floformers 
Special Machinery ¢ Nibbling Machines 

FORD CHAIN BLOCK DIVISION 
Chain Hoists ¢ Trolleys 
HAZARD WIRE ROPE DIVISION 
Lay-Set Preformed Wire Rope  “Korodless” 
Wire Rope ¢ Preformed Spring-Lay Wire 
Rope « Guard Rail Cable 
HIGHLAND IRON & STEEL DIVISION 
Wrought Iron Bars and Shapes 
MANLEY MANUFACTURING DIVISION 

Automotive Service Station Equipment 
OWEN SILENT SPRING COMPANY, Inc. 
Owen Cushion and Mattress Spring Centers 

PAGE STEEL AND WIRE DIVISION 
Page Fence «¢ Wire and Rod Products 

Traffic Tape @ Welding Wire 
READING-PRATT & CADY DIVISION 
Valves e Electric Steel Fittings 
READING STEEL CASTING DIVISION 
Electric Stee! Castings, Rough or Machined 
Railroad Specialties 
WRIGHT MANUFACTURING DIVISION 
Chain Hoists © Electric Hoists and Cranes 


Gu Teusiness for Your Safely 





FOR ALL TOUGH JOBS 


LAY-SET Preformed Wire Rope is built to stand the tough 
jobs. .. . The abuse as well as use to which all rope is sub- 
jected—jerking, reverse bending, straining—LAY-SET 
Preformed takes them all in its stride. More than that— 
LAY-SET almost refuses to kink or whip; it spools per- 
fectly; has amazing resistance to fatigue. That’s why 
LAY-SET Preformed lasts longer—gives better service— 
reduces the frequency of shutdowns—increases production. 
Be sure your next line is LAY-SET Preformed. 


Sig HAZARD WIRE ROPE DIVISION 
Mi, Established 1846 
= AMERICAN CHAIN & CABLE COMPANY, Inc. 
WILKES-BARRE, PENNSYLVANIA 


S4E a District Offices: New York, Chicago, Philadelphia, Pittsburgh, Fort 
Worth, San Francisco, Denver, Los Angeles, Atlanta, Tacoma 


~\ 
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is: ALL HAZARD WIRE ROPES MADE OF IMPROVED PLOW STEEL ARE IDENTIFIED BY THE GREEN sTRAND 
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MILL SUPPLY SALESMEN 


This product is a natural for you in every field 


It is being advertised in 


Mill & Factory 
t Engineer + Paper Industry 


+ Hordwoare Retailer « 


World Town Hardware - | 


mplement News + Motor + Sov 




































ORDERS and REORDERS 


When leading industrial plants, utilities, insti- 
tutions and public buildings such as these—dis- 
criminating buyers who insist upon proof of a 
product's merit — order and REORDER Yarway 








Pausing for a few moments’ relaxation at 
the recent convention of the American 
Steel Warehouse Association held in New 
York City, May 3 and 4, is Walter S. Dox- 
sey, executive secretary of the Association 


Cooperation Urged at 

Steel Warehouse Meeting 
Cooperation among the 320 ware- 

house members of the American 

Steel Warehouse Association to 


| solve the new problems facing them | 


was urged by J. F. Rogers, president 
of the organization and vice-presi- | 
dent of Beals, McCarthy & Rogers, | 
Inc., Buffalo, N. Y., at the associa- 
tion’s 29th annual convention held at | 
the Waldorf-Astoria, New York | 
City, May 3 and 4. 

Walter S. Doxsey, executive secre- 
tary of the Association, discussed the 
principles of steel distribution. In 
reviewing the statistical work of the 
Association, Mr. Rogers showed that 
the distributor maintained second 
rank position as an outlet for fin- 
ished steel products, being surpassed 
only by the automotive industry, and 
accounting for more than the rail- 
roads and the building industry 
which long held top-notch positions. 

G. H. Heilman, of the Otis Ele- 
vator Co., discussed the responsibili- 


ties of the buyer and the seller, 
pointing out that the salesman 
should be considerate of the pur- 


chasing agent’s time and know his 
products if he expects to do an 
effective job of selling. 

J. V. Honeycutt, Bethlehem Steel 















10 
MODELS 


j TAKE YOUR CHOICE 


@ GUN — 


or OILER 





MMi yy, 


2 you KNOW 

i 1 bri . . 
ld ubrication 1s 
j done right 


_ 

Lubricants are forced to all parts 
of bearings under pressures up to 
1000 pounds. All grit and gum is 
flushed out—new, clean lubri- 
cant added. 


NO SPECIAL FITTINGS 


The ACCO-MORROW Lubri- 
cator operates perfectly on oil 
holes, oil cups and ball-type fit- 











TIP prevents waste of lubricants 
: at oil holes, ball fittings, oil cups. 
| PROTECTS EQUIPMENT 


No matter how tight or gummed- 
- up a bearing may be, a film of 
fresh oil will reach all parts of it. 


SAVES MONEY 


tings. Patented OILING SEAL 


The inexpensive ACCO-MORROW Lubri- 
cator speeds lubricating work. The use of 
highest grade lubricants by this method 
costs less than use of cheap oils and greases 


Co., addressed the meeting on 
“Warehouse Service Essential in 
Steel Distribution,” pointed out how 


Impulse Steam Traps in constantly growing quan- 
tities, year after year, it can mean only one thing. 


They must be better steam traps. They must offer 
real economies in installation, in maintenance, in 
fuel, and in general plant efficiency. 


Write for Details 
YARNALL-WARING COMPANY 
MERMAID PLACE, PHILADELPHIA 
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vital the warehouse is to the steel 
industry in the distribution of its 
products. 

On the closing day of the conven- 
tion, announcement was made of 
the election of A. O. Fulton, presi- 
dent of Wheelock, Lovejoy & Co., 


(Continued on Page 56) 
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In Canada: Dominion Chain Co., Ltd. 


by other methods. 


AMERICAN CHAIN & CABLE /» 


COMPANY, Inc. 
York, Pa., U.S. A. 





Niagara Falls, Ont. 
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The whole complexion of the screw business is changed! Screws 
are something to make money on — IF they have the PLUS SIGN 


head that is rapidly becoming familiar to American Industry! 


A complete line of auto bodies now uses American It’s your chance to make the screw a profit-item 
PLUS Screws. A large part of the furniture industry to make a decent profit per sale — to step up turn- 
has standardized on American PLUS Screws. You’ll over —and to increase volume on power drivers 
see the “‘plus-sign” heads on nationally-advertised (which have wider application when American PLUS 
refrigerators, radios, electric motors, vacuum cleaners, Screws are used)! Phillips Drivers and bits are avail- 
and hundreds of other products that are fastened able from American Screw Company and leading tool 
with screws. manufacturers. 





US\\ screws 
with the patented PH XZ recessed head 


U. S. Patents on Product and Methods Nos, 2,046,545; 2.084.079; 2,000,558. Other Domestic and 
2,046,837; 2,046,839; 2,046,840, 2,082,085; 2,084,078; = Forcign Patents Allowed and Pending 


GAIN TIME GUIDE DRIVER GUARD WORK 
HERE’S WHAT WE'RE DOING TO HELP YOUR SALES! AMERICAN SCREW COMPANY 
1. Advertising in large space in leading general, electrical, auto- need aces mae 


Pacific Coast: Osgood & Howell 
Reading Screw Co., Norristown, Pa. (Div. American Screw Co.) 


motive, machinery, woodworking, and design magazines. 


2. Sponsoring a huge educational campaign on the advantages of 
the patented Phillips recessed head, originated by American WRITE YOUR NAME HERE. TEAR OFF AND MAIL TO 
Screw Company. : . , 














— 

3. Providing plenty of ammunition for merchandising and sales 
promotion — cooperative advertising, sample kits, ‘industry 
folders,’’ envelope stuffers, etc. 


PLUS a new PROFIT STRUCTURE! Send the Coupon for the 
American PLUS Plan! 


Copyright 1938 by American Screw Co. 
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BARNES 
WS Mach Sew) 


BLADES 


Barnes Blades, like army mules, bring home 


the bacon for customers who use them. 


That's why dealers find it pays to stock all six 


blades in the Barnes Line. 


It's well to remem- 


ber that for every hack and band saw job, 
there's a Barnes Blade designed to do the trick 
in a way that builds repeat business. 


Stock ‘em today! 


W. 0. Barnes Co., Inc., Detroit, Mich. 
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J. F. Rogers (right) retiring president of 
the American Steel Warehouse Associa- 
tion congratulates A. O. Fulton on his 
election to the presidency at the associa- 
tion's 29th annual convention held at the 
Waldorf-Astoria in New York City recently 


(Continued from page 54) 
Cambridge, Mass., to the presidency 
of the American Steel Warehouse 
Association for the coming year. 
Vice-presidents elected to serve with 
him are: A. C. Castle, of A. M. 
Castle & Co., Chicago, and G. P. 
Bible, Horace T. Potts Co., Phila- 
delphia. John A. Thiele, of the 
Miami-Dickerson Steel Co., Dayton, 
Ohio, will serve as treasurer of the 
organization and Walter S. Doxsey 
will continue as executive secretary. 


Dumore Co. Celebrating 
its 25th Anniversary 


This year the Dumore Co., of 
Racine, Wis., is celebrating its silver 
anniversary. While it was just a 
quarter of a century ago that the 
present firm was founded, the story 
behind Dumore products began back 
in 1905 when L. H. Hamilton, presi- 
dent of the firm, and the late Ches- 
ter Beach met, pooled their ideas 
and planned the manufacture of cer- 
tain products. 

Today the bulk of Dumore’s busi- 
ness is the manufacture of fractional 
h.p. universal motors and portable 
electric tools for precision grinding. 
The company celebrates its anniver- 
sary in comparatively new quarters 
having purchased and equipped in 
1934 a much larger and fully mod- 
ern factory, with office facilities in 
the same building. 


New Catalog 


Strong, Carlisle & Hammond Co., 
Cleveland, Ohio, has announced the 
distribution of a new catalog. This 
catalog is the largest ever attempted 
in the history of the company, and 
increased sales are expected as a 
result of it. 





JUNE 
ADVERTISEMENT 
APPEARING IN 


Power 
West Coast Lumberman 
Construction Methods 
Mill & Factory 
Timberman 


Oil and Gas Journal 


comciat bpeiticotions onhy set miniener PIT ani eae Petroleum World 
"7 K three into his product Rock Products 
— National Engineer 
Oil Weekly 
Buildings & Building 
Management 


Iron Age 
Western Construction News 
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A trained wire rope salesman who knows 
economical wire rope practice as well as technicalities is at your service. He will 
gladly call on any of your prospects with you or alone in your interests. His kind 
of service makes customers that will stick to you. Write for distributors’ and 
cooperative advertising plans. 


WICKWIRE SPENCER 
STEEL COMPANY 


General Offices: 41 East 42nd St., New York City 
Worcester - Chicago - Buffalo - San Francisco 
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HOLTITE-Phillips 


Recessed Head::Self Centering 


SCREWS & BOLTS 


Profit Boosters 








woop 
SCREWS 





MACHINE 


SCREWS 


STOVE 
BOLTS 


METAL 
SCREWS 


More Sales—More Profits 


Here's the finest profit item in the industrial 
fastenings field—a dependable, fast-selling 
line that brings sure repeat orders. For many 
years a big name in the national field, 
HOLTITE offers you the full force of an ag- 


gressive, consistent, coast-to-coast merchan- 
SET SCREWS dising, advertising and_ selling 
program to support your sales 
efforts. Tie up now with the 


famous HOLTITE-Phillips line of 
Recessed Head Screws and Bolts. 





Send for our Distributors’ Profit 
plan. 
U.S. Patents 2.046.343, 2,046,837, 2.946.839, 2 082,085, 
2,084,078, 2,084,079, 2.000 2.046, 840 


CONTINENTAL 
SCREW COMPANY 


New Bedford, Massachusetts 
Warehouses at Detroit & Chattanooga 
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John 
M. R. "Cy" Peck of McKay Co. 


| Finalists in first flight. Ora with 


Ora Wins Hardware 
| Golf Association Match 


The Fourth Annual 





Eastern | 


Hardware Golf Association Tourna- | 
| ment was held May 19th to 21st in- 


clusive at the Buckwood Inn, 
Shawnee-On-Delaware. The Asso- 
ciation, which has about 170 indi- 
vidual members comprised of manu- 
facturers of tools, 


hardware and | 


| supplies and members from whole- | 
| sale hardware firms and mill supply 


| won by J. C. 


houses, turned out to the tune of 
160 on those days with most of 
them participating in the 
tournament. 


golf 


Eight flights of 16 players each | 
competed in the tournament, after | 
| the medal play qualifying round of 
18 holes on Thursday which was | 


Miller of Bethlehem 
Steel Company with the low score 
of 80. 


The finalists in the championship | 
| flight were John Ora of Miut Sup- | 


PLIES and M. R. Peck of the McKay 
Company, Pittsburgh, with Ora win- 
ning on the last hole. The second 
flight was won by S. Sherman, Rob- 
erts Hardware Co., runner up—L. B. 
Jackson, Wickwire’ Bros.;_ third 
flight won by F. W. Berdan, Na- 
tional Carbon Co., runner up—R. 
Hoehl; fourth flight won by J. S. 
Davey, Russell Burdsall & Ward, 
runner up—R. E. Doti; fifth flight 
won by G. O. Clifford, Fayette R. 
Plumb, runner up—P. Igoe, Igoe 
Bros.; sixth flight won by C. E. 
Howard, Wood Alexander & James, 
Hamilton, Ont., runner up—D. G. 
Baldwin; seventh flight won by N. E. 
Drazen, Heller, Bros., runner up 
Paul Heller; eighth flight won by 
E. A. McKenna, North Bros., run- 
ner A. Birmingham, John H. 
Graham. The Tin Cup Champion 
was H. Zulauf, Union Fork & Hoe 
Co. 

The officers for next year are 
J. C. Disston, Jr., President; A. P. 
Chase, First Vice-President; L. B. 
Jackson, Second Vice-President, and 
H. L. Gilliam, Secretary-Treasurer. 
In addition to the 
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MAUREY 
DISPLAY 


BOARD 
Will Help You Sell 


V-PULLEYS 





This Display Board will help you to 
sell MORE Maurey Steel V-Pulleys. 
Your customers can actually see 
and examine the pulleys because the 
sizes and types are prominently 
Maurey Steel V-Pulleys are 
neatly boxed in strong cartons and 
our quick service enables you to 
keep well stocked at all times. 


shown. 


The Maurey 
Variable - Pitch 
Diameter Steel 
V-Pulley shown 
gives speed vari- 
ations of as 
much as 30 per 
cent when used 
with any fixed 
diameter pulley. 





Maurey Steel V-Pulleys give long 
trouble-free cost no 
They 
are free running—strong—have ex- 
tra heavy hubs of malleable 


or steel—no die cast hubs 


service and 
more than ordinary pulleys. 


iron 
used. 
Attractively finished in aluminum lac- 
quer. Details of our profitable sales 


arrangements for distributors will 


interest you. 


MAUREY 


MFG. CORP. 


2907-15 S. Wabash Ave. Chicago 





























Semi-Automatic System Applied 
to a Large Press 


LINCOLN ENGINEERING COMPANY 


PIONEER BUILDERS OF LUBRICATING EQUIPMENT 
GENERAL OFFICES, ST. LOUIS, MO FACTORIES: ST. LOUIS, MO., DETROIT, MICH 
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"MEGRALILE” 
for ALL Metal Sanding 














“METALITE” IMPROVES 
ANY SANDING OPERATION 


You hear it wherever metal sand- 
ing is discussed —“ Equip with 
Metalite and bring out the full 
efficiency of your machines.” 
Standard in the metal industries, 
Metalite’s consistently uniform 
quality makes any sander a better 
sander. First choice with pro- 
duction men who check costs! 


Our Policy of 


SELECTIVE DISTRIBUTION permits the addition of a few 
Industrial Supply Distributors in certain territories. We shall be 
glad to explain this policy if you will write us for information. 


BEHR-MANNING - TROY,N. Y. 


(DIVISION OF NORTON COMPANY) 


Quality Abrasives Since 1872 
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A. P. Chase, Chase, Parker & Co., Bos- 
ton, and H. L. "Flick" Gilliam (Wood 
Shovel & Tool Co.), vice-president and 
secretary-treasurer of Eastern Hardware 
Golf Association 


Stewart Russell and Carlton Waller 
were added to the board of gover- 
nors. 


Power Transmission Club 
Attends Engineers Meeting 


Meeting with the American 
Society of Mechanical Engineers, the 
New York Power Transmission Club 
devoted an evening recently to a 
discussion of mechanical power 
transmission. 

Subjects discussed were: “Planned 
Power Transmission in the Metal 
Working Industries,” by J. E. Hol- 
way; “Improvement in the Flat Belt 
Drive,” by Phillip G. Rhoades and 
“Good Practice in the Selection and 
Application of Bearings for Mechan- 
ical Power Transmission,” which 
was discussed by Clayton A. Decker. 


Industrial Supply Corp. 
Organized in Saginaw 


The establishing of a new indus- 
trial distributor at Saginaw, Mich- 
igan, was effected recently. The new 
firm is the Industrial Supply Corp., 
located at 924 South Water St. 
President of the firm is Hugh H. 
Lee. Other officers are A. F. 
Schirmer, vice-president, and A. B. 
Lee, secretary and treasurer. 


Schlatter Hardware 
Issue New Catalog 


The Schlatter Hardware Co., Fort 
Wayne, Ind., is including in its new- 
est catalog a complete picture sec- 
tion of all its employees. The firm 
distributes a weekly letter to its 
employees containing information on 
new products and important read- 
ings of executives. 


Cutter Machine Expands 


A new addition to the factory 
made necessary by increased busi- 
ness has recently been completed 
for the Cutter Machine Co., at 3727 
Commonwealth Ave., St. Louis, Mo. 








WRENCHES 
TOOL HOLDERS 
“C” CLAMPS 
LATHE DOGS 








MILL SUPPLIES @ JUNE 1938 








AINE 


SUDDEN DEPT 


The holes made by SUDDEN 
DEPTH are beauties to be- 
hold. Not only are they made 
with lightning speed, but they 
are absolutely free of 
botched, chipped edges— 
top or bottom. Everyone 
s-m-0-0-t-h, sure, clean—and 
made mighty fast. 


Use SUDDEN DEPTH in brit- 
tle, mushy, flint hard—any 
substance like brick, _ tile, 
stone, marble or concrete. It's 
noiseless, immeasurably easier, 
twice as fast and economical. 
Man, oh Man! HOW it lasts, 
too. Here at last, is that New, 
Needed, Most Welcome 
thing that you've been waiting 
for all these many years. 


Hallelujah! Holes in brick, tile, 


A nnounces— 


glass, concrete, stone or what 
have you like Baby's spoon 
through mush. This new Paine 
drill is sure ‘nough SUDDEN 
DEPTH. Holes in half the time 
and half the cost of the old 
way. No hammering, pound- 
ing, cussing and sweating... 
ae a few easy turns of the 
race or a few seconds of 
humming swirl of an electric 
drill. No more smashed fingers. 


SUDDEN DEPTH eliminates 
noise, that nerve shattering 
noise of pound, Pound— 


POUND! 


You mustn't fail to get all the 
facts about SUDDEN DEPTH 

. with its blessed satisfac- 
tion, its much greater effi- 
ciency, and certain economy. 


Fig. 365 


1000 Hotes per pay ror 1 Month 





More News 


Want to do your customers a 
real favor? Then have them try 
the new Paine Lead Alloy 
Anchors. Mister, they hold far 
beyond anything of their kind; 
and they're so flexible that 
they're a delight to use in the 
most fragile material as well 
as in tougher stuff like con- 
crete and stone. 


Send for a free sample. 











: PAIN 


62 


without grinding 


That's the kind of a job SUDDEN DEPTH 
does on material like tile and brick. Green 
brick? Huh! Every hole smooth as cream in 
your coffee. 


WE've waited and tried—and TESTED— 
until now we KNOW.: Now you can be 
sure of absolute satisfaction from this new 
marvel, Paine's SUDDEN DEPTH Drill. 
Write today for all the facts. 


Dept. 186 
2947 Carroll Avenue, 
CHICAGO 
79 Barclay St.. NEW YORK 


COMPANY 
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Visiting the Reichman-Crosby Co., Mem- 

phis, Tenn., is R. B. Maas, vice-president 

of the Screw Conveyor Corp., Hammond, 

Ind., and J. L. Kozak, president. They 

discussed their line of elevating and con- 

veying equipment before the Reichman- 
Crosby sales staff 


Striking Covers Features 
B-M-R Notebook 


Executives of Beals, McCarthy 
and Rogers, Incorporated, Buffalo, 
are pleased with the reception given 
to a new pocket notebook which has 
been distributed by B-M-R salesmen 
to the company’s customers. 

The covers, made of a celluloid 
and bound together with a spiral 
wire binding, are striking. On a 
bright red background are im- 
printed the company’s name and a 
skitch of a section of the interior 
of a steel warehouse, while cutting 
across the scene is a black I-beam, 
on which the word “Steel” appears 
in prominent white letters. Front 
and back covers are exactly the same 
in design. The inside of each cover, 
in black and white, informs the user 
that B-M-R deals in “Steel—Hard- 
ware—Metals,” and provides the 
company telephone number. The 
notebook is refillable. 


French, President of 
Woodward Wight, Dies 


Chauncey French, president of 
Woodward Wight & Co., Ltd., New 
Orleans, La., died recently following 
an operation. Mr. French was 62 
years old. He came to New Orleans 
in 1906 as a representative of the 
Lidgerwood Co., of New York, and 
later became affiliated with the 
Woodward Wight Co., Ltd. 

He is survived by his widow, two 
sons, Lewis M. French and Calvin 
French, and a daughter, Mrs. Ruth 
French Hershey. 


McGonegal Increases Space 
The McGonegal Mfg. Co., 228-232 
Orchard St., East Rutherford, N. J., 


has just increased its floor space by 
1,200 sq. ft. 














FRE CIS igs SHOP EQUIPMENT 


Golf Tournament Draws 


1 | 117 at Convention 
a With 117 entries and almost as 
many prizes, the convention golf 


tournament was one of the high 
spots of the three-day meeting to 
followers of the little white ball. 

Turning in a score of 79, L. B. 
Stoner had low gross for the day 
at the Pittsburgh Field club, scene 
of the matches. Close behind him 
was H. A. Preston, who breezed 
around in 81 and W. J. Sampson who 
turned in a card of 87. 

Already third for low gross score, 
W. J. Sampson took first in the low 
net division, 87-16-71; second, H. A. 
Preston, 81-8-73, and third, L. B. 
Stoner, 79-4-75. Tied at fourth place 
were R. O. Anderson, 100-23-77; 
A. E. Thornton, 88-11-77; E. K. 
Welles, 86-9-77; B. P. Moss, 106-29- 
77, and J. C. Duke, 104-27-77. 

Winners in the kickers handicap 
were: John Ora, 91-6-85; E. G. Hack- 
barth, 93-14-79; C. Dano Disney, 94- 
19-75; Don Gardner, 91-5-86; H. G. 
Watson, 96-15-81; Bolton Sullivan, 
92-16-76; R. C. Carson, 104-25-79; H. 
C. Heine, 102-24-78; J. B. Rice, 93- 
15-78; C. V. Schieren, 89-5-84; W. R. 
Moore, 101-15-86; A. W. Schwartz, 
95-20-75, and Archie Chandler, 96- 
17-79. 

Announcement was made at the 
convention that J. C. McKendry had 
captured the singular title of “Larg- 
est Number of Strokes” with a mod- 
est score of 124. Fastidious man of 
the links and therefore judged the 
best dressed, was Wallace L. Ford. 
“Bull of the Woods” and acclaimed 
as the loudest man on the links was 
William Patterson. Sharing honors 
for having played the least number 
of holes was Harvey Conover and 
C. W. Titgemeyer. 


Urquhart Traveling in West 


M. B. Urquhart of Urquhart Serv- 
ice, Inc., Denver, Colorado, recently 
attended the American Water Works 
Association convention held in Boze- 
Schrader compressed air accessories, blow guns, press pneumatic man, Montana. Mr. Urquhart will 
safety control and hydraulic pressure gauges are in demand in | return to Denver after making a 

icall ’ 2 business trip through Montana and 
practically every plant. Schrader’s new sales plan provides full Wyoming 
protection for stocking distributors and at the same time allows a | : 


profitable margin for pick-up dealers. Write for full information. 


Schrader 





REG. U.S. PAT. OFF 


Demonstrating units and attractive display 

cases are a feature of the new show room 

of the Wiley-Hughes Supply Co., Tren- 
ton, N. J. 


A. SCHRADER'S SON, Dept. MS, Brooklyn, N. Y. 
Division of SCOVILL MANUFACTURING COMPANY, INCORPORATED 
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INTO THE FUTURE . 
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OR over ninety-two years—since the start of the business in 1845— 

R B & W has continually progressed in the development of increased 
plant and equipment, improved workmanship and production, better qual- 
ity and service. 


Today, as in the past, R B & W is still looking ahead and preparing to 
better meet all demands for threaded fastenings. The rolling mill shown 
above is now being completed in our Port Chester plant to assure better 
control of our raw stock. Thousands of dollars worth of other new equip- 
ment such as furnaces, headers, threaders, trimmers, slotters, etc., has 
also been added to this and our other plants during the past year. 


Through bad times and good, traditional policies of confidence and pro- 
gressiveness have ever kept EMPIRE Bolts, Nuts and Rivets the standard 
of excellence. This means that R B & W believes in American Industry— 
that now, as always, we are looking ahead into the future. 








RUSSELL, BURDSALL & WARD 
BOLT AND NUT COMPANY 


CONTINUED LEADERSHIP 


. THROUGH IMPROVED METHODS | 


Nearly a century devoted to the 
making of bolts and nuts has given 
all R B & W products the benefit of that 
intensely valuable and practical, yet invis- 
ible, element—experience. It takes more than 
good materials and skilled workmanship to achieve 
a position of leadership and to hold it for over ninety- 
two years. It takes control of the selection of raw mate- 
rials, unswerving adherence to high standards of practice in 
production, fair dealing with customers, sound policies 
underlying operation and management. Experience is 
reflected in R B & W products because it has been 
handed down from father to son, together with 
traditions and ideals which have won the 
enviable distinction of leadership with 
EMPIRE Brand Bolts, Nuts and Rivets. 
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R B & W obtains greater mechan- 
ical accuracy on EMPIRE industrial 
fastenings due to controlled preparation 
of raw materials, specially designed auto- 
matic machinery, and other improved methods 
of manufacture . . . because, also, of the invaluable 
skill and interest of experienced craftsmen, the ma- 
jority of whom have been trained to R B & W precision 
and quality over a long period of years. EMPIRE headed 
and threaded products have exceptionally well finished 
heads, smooth bodies and clean threads—as well as ac- 
curacy in lead and pitch. Their use speeds produc- 
tion by assuring precision of assembly because 
they are uniform—strong—right. These are 
points that careful buyers specify and 
appreciate—they build a demand for 
EMPIRE industrial fastenings and 
create need for ample stocks. 


A Complete Line of 


Industrial Fastenings 


BOLTS: Carriage - Machine - 
Lag « Plow - Stove - Elevator « Step - 
Tap - Wheel & Rim - Battery - U-Bolts 
Tire - Automotive - Drilled - Faced - Special 
Heat Treated, etc. - NUTS: Cold Punched - 
Semi-Finished - Hot Pressed - Case Hardened - 
Slotted - Castle - Machine Screw - Marsden Lock - 
Low Sulphur - RIVETS: Standard - Tinners’ - Coopers’ 
Culvert - Clevis and Hinge Pins - SCREWS: Cap 
Machine - Hanger - Sheet Metal - Phillips Recessed 
Head - WASHERS: Plate - Burrs : MATERIALS: Steels - 
Alloys « Non-ferrous Metals - Brass - Bronze - Ever- 
dur and others - RODS: Stove - Seat - Ladder - 
PLATED PARTS: Cadmium - Zinc - Chro- 
mium * Nickel - Hot Galvanized - Cop- 
per - Tin - SPECIAL UPSET & 
PUNCHED PRODUCTS. 


RUSSELL, BURDSALL & WARD 
BOLT AND NUT COMPANY 


PORT CHESTER, N.Y. ROCK FALLS,ILL. CORAOPOLIS, PA. 

SALES OFFICES ; 
CHICAGO «+ PHILADELPHIA -« SEATTLE - SAN FRANCISCO 
OETROIT . OCENVER . PORTLANO . ole tict am 3) 




















Co. and the Crocker-Wheeler Elec- 
trie Mfg. Co. 


CHARLES C. LEwis Co., SPRINGFIELD, 
Mass., has put in a complete stock 
of Walworth valves and fittings, 
L. S. Starrett Co.’s tools and prod- 
ucts of the Simonds Saw & Steel 
Co. 


JAMES WALKER Co., BALTIMORE, MD., 
is now a distributor for Alexander 


Bros. 


WILEY-HuGHES SuppLy Co., TREN- 
TON, N. J., has taken on the prod- 
ucts of the Lufkin Rule Co., Bill- 
ings & Spencer Co., Nicholson File 
Co., Walker Turner Co., Yarnall- 
Waring Co., Irwin Auger Bit Co., 
Eagle Mfg. Co., Lincoln Electric 
Co., Boston Gear Works, Inc., Lin- 
coln Engineering Co., and Ajax 
Flexible Coupling Co. 


Hasoca CorP., PHILADELPHIA, PaA., 
has been appointed a distributor 
of Jenkins’ valves in the Philadel- 
phia area. 


A. Y. McDoNnaLp Mrc. Co., MINNE- 
APOLIS, MINN., is now handling 
the industrial protective coatings 
of the Wailes Dove-Hermiston 
Corp. 


Modernization Plans 
Completed by Phillips Co. 


I. W. Phillips & Co., Tampa, Fla., 
recently completed a modernization 
program which included the office, 
adding new showrooms and air con- 
ditioning the building. 

Kenneth Wynn and Leslie Roach 
who have been with the firm for ten 
years recently became hardware buy- 
ers and managers of that department. 
The company now standardizes on old 
established lines and has discontin- 
ued buying price merchandise. Satur- 
day sales meetings for all members 
of the firm were recently begun. 


























Mahoney-Clark Co., New York City, is 
buzzing with activity these days and F. A. 
Biller quotations and order clerk, can't 
even stop for a picture, so we catch him 
handling a phone-order 











The DIXON (Course in 


“COUPLING-OLOGY 





Written in the Hope of Being Helpful 
lo Salesmen of Industrial Hose 


LESSON No. 2—COUPLINGS AND HOW THEY 
AFFECT HOSE LIFE AND EFFICIENCY 


HE DEGREE of care exercised in the selection of proper cou- 

plings will prove to be in almost direct ratio to the degree of 
service and satisfaction any type of rubber hose will give. Correctly 
designed and carefully made couplings, of the right style for the 
service involved, will not only increase the efficiency of the hose and 
permit it to be more conveniently and quickly handled, but will also 
protect the quality built into the hose, and add to its life. 


Obviously, you will be serving the best interests of the buyer . . . 
your customer . .. when you urge that the hose purchased be 
equipped with couplings of recognized quality, such as 





“AIR KING 


Quick-Acting, Universal Type 
HOSE COUPLINGS 


Valleable Iron, Style AK M— Bronze, Style AKB 


In simplicity of design and the uninterrupted service provided by 
its quick-acting feature, the “AIR KING” is unquestionably first in 
its field from the standpoint of efficiency and economy. It is a truly 
universal coupling, because the heads, or locking ends, are identical 
for all sizes of hose and threaded ends, permitting the coupling of 
any two sizes of hose within the “AIR KING” Hose End range, or 
the coupling of hose to any pipe up to one inch by the use of 
threaded connections. Ears are reinforced, for added strength. 
Ends can be locked together by use of nail, cotter-pin or wire. See 
List 1035-X for detailed description and prices. 


DIXON 


VALVE & COUPLING CO. 


MAIN OFFICE AND FACTORY . PHILADELPHIA 






Branches in Los Angeles and Houston 
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These modern Wolves of 
Lenox — hack saw blades 
named for the famous old 
wolf pack which, with flash- 
ing teeth and _ matchless 
speed, raided the Scottish 
Highlands — are attractively 
packaged in plaid. 


They're ready to tear 
through for a raid on your 
customers’ costs. Hundreds 
of shops the country over 
already know the high sing- 
ing cut, the lasting strength 
and speed of these quality 
hack saw blades. 


“HIGH SPEED" 
"MO-SPEED" 
“TUNGSTEN” 


“SUPER-FLEX" 


“The Blades in the Plaid 
Box” 


AMERICAN SAW & MFG. CO. Be 


Springfield, Mass. 





MILL SUPPLIES © JUNE 1938 


SSSR 
Ny 





NEW LINES 
taken on by 


Distributors 


H. B. Kimmey Co., ALBANY, N. Y., 
MEYER-BLANKE Co., St. Louis, 
Mo., MurraAy-Brooks HARDWARE 
Co., Lrp., LAKE CHARLES, LA., 
GEORGE Scotr Co., CHicaco, E. 
SCHWARTZ PLUMBING SUPPLY Co., 
New York City, UNITED STATES 
Toot & SuppLy Co., STEUBENVILLE, 
OHIO, and BessirE & Co., INc., 
CoLUMBUS, OHIO, are now dis- 
tributors for the products of the 
Hancock Valve Division of Man- 
ning, Maxwell & Moore, Ince., 
Bridgeport, Conn. 


AMERICAN WHOLESALE HARDWARE 
Co., LONG BEACH, CAL., ANDERSON 
SuppeLy Co., NORWICH, CONN., and 
VALLEY SuPPLY Co., SPRINGFIELD, 
MASS., are now stocking products 
of Republic Steel Corp. 


OLIveR H. VAN Horn Co., New Or- 
LEANS, LA., has added the complete 
line of Stanley electric tools to its 
line of supplies. 


MANUFACTURERS SUPPLY Co., GRAND 
RaPips, MICH., is now stocking 
McKay welding rod and Billings 
& Spencer wrenches. 


STANDARD EQuIPMENT & SUPPLY 
CorP., HAMMOND, IND., is now han- 
dling products of the Darnell 
Corp. 


CorBIN SupPLY Co., MACON, GA., is 
now stocking the products of the 
Kennedy Mfg. Co., Upson Walton 
Co., Drake Mfg. Co., and the Ultra 
Mfg. Co. 


FEDERAL PIPE & SupPLY Co., FRESNO, 
CAL., is now a distributor for the 
B. F. Goodrich Co. and the Gar- 
lock Packing Co. 


MASSEY HARDWARE Co., WICHITA, 
KAN., is now handling Marquette 
electric welders and Graco lubri- 
cating equipment. 


Factory Suppty Co., MUSKEGON, 
MICH., is now a distributor of 
Bunting finished bronze. 


JOHN M. Forster Co., ROCHESTER, 


N. Y., has taken on the Boston 
Gear line of transmission equip- 
ment and oilite bronze bearings. 


CAREY MACHINERY & SupPPLy Co., 
BALTIMORE, MD., is now a distrib- 
utor for the Lincoln Engineering 
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tra Combine the concentric accuracy of Boring with the 
surface smoothness of Reaming. «» Remarkably long 


sNO, ° ° ° . ° 
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THE U. S$. 
6-POINT 
DISTRIBUTOR } 
PLAN 


1. FULL LINE 
2. SUPER-QUALITY 


3. ECONOMICAL 
PRICE 


4. PROTECTION 
5. GOOD PROFIT 
6. SALES AID 


| 


For sales 


and profit 











A NEW development in a floor grinder . . . U. S. Model 
No. 68 . .. which Cuts Grinding Costs . .. Increases Produc- 


tion . . . Removes More Pounds per Dollar Wheel Cost and 
Furnishes Longer Wheel Life. 





4 we: 4or" Smooth, trim lines, no ob- 
‘ae structions. Rugged construc- 


tion and built-in accuracy. 








Write today for full details of Model No. 68— 
the utmost in grinding efficiency. 


THE UNITED STATES ao% ELECTRICAL TOOL CO. 


—E———E———  ————__.._w 
CINCINNATI, Fy ie OH!IO , U.S.A 
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You can believe this fish story!! Perce 
Maddock, of Maddock & Co., Philadelphia 


has landed one almost as big as himself 


Schlafer Supply Holds 
Annual Sales Clinics 


A series of clinics for maintenance 
men and dealers was recently com- 
pleted by the Schlafer Supply Co., 
Appleton, Wis., to further educate 
the men on welding, heating and air 
conditioning and paints. 

Over 300 men attended the three- 
day welding clinic given by Mr. 
Marschall, manager of the welding 
equipment department and assisted 
by representatives of the Linde Air 
Products Co., Black & Decker Co., 
Miller Welding Equipment Co., and 
other firms. 

The heating and air conditioning 
school was attended by 60 men and 
was under the direction of Mr. Love- 
land, in charge of that department 
for the Schlafer Co. ‘ 

A day and evening session was 
held for paint dealers, painters and 
maintenance men. These classes were 
under the direction of Mr. Maples, 
manager of the firm’s paint depart- 
ment. Representatives of the Patter- 
son Sargent Co., assisted him. 





Beauty on the courts! Republic Rubber 

Division of Lee Rubber & Tire Corp., 

Youngstown, Ohio, is mighty proud of its 

girls’ basketball team which made a fine 

showing this year in the Youngstown in- 
dustrial league 
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IT DOESN’T PAY 
A MILL OWNER 
TO BUILD A 
WOODEN WORK-BENCH 
when he can buy a 
READY MADE 


“HALLOWELL” 
WOODEN WORK-BENCH 
that will 


fit his 


exactly 
requirements 










To the management of 
all types of industrial 
plants, this message has 
been carried through 
advertisements in lead- 
ing trade journals. It is 
increasing the demand 
for these 


superior 
“HALLOWELL” work- 
benches .. . a demand 


which will add consid- 
erably to the business 
of the mill supply 
houses that carry and 
sell “Hallowell” equip- 
ment. Don’t fail to find 
out how you can get 
your share of the sales. 
Mail the coupon below. 


STANDARD PreEsseEp STEEL Co. 


Pat'd and 
Pats. Pending 


Fig. 732—*Hallowell” Steel 
Work-Bench 
Drawer is extra. 


—___ BRANCHES JENKINTOWN, PENNA. BRANCHES 
BOSTON CHICAGO 
DETROIT BOX 519 ST. Louis 
INDIANAPOLIS SAN FRANCISCO 


Tell me how I can increase profits through selling “HALLOWELL” 
WORK-BENCHES and other equipment. 


Mr. 


WN ho asatoy or Shc obra he A ache. DD ek eho i rk et ae aoe 


Address .... 


SCHEHKEHSSSCHCESHCOKSH SLES ECC OOSEC HSCS OHSS EK AHPSPCOCKROCKRORSO ODORS 
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Industrial Use of Water, 
Subject of Government Study 


Although manufacturers of air- 
conditioning equipment have incor- 
porated many improvements during 
recent years which are designed to 
conserve water, there are still many 
local problems _ which militate 
against increased use of major 
water-consuming equipment in many 
cities throughout the United States, 
according to a study made public 
recently by the marketing research 
division of the Department of Com- 
merce. 

Titled “Effect of City Water and 
Sewerage Facilities on Industrial 
Markets,” the study is available at 
ten cents a copy at the Bureau. The 
study covers cities of 20,000 or more 
population and was designed to fur- 
nish manufacturers and distributors 
of air-conditioning equipment with 
an effective indication of the market 
possibilities in each city and thus 
enable them to plan their activities 
more efficiently. 


Klick Sales Engineer 


Edward F. Klick recently became 
special sales engineer for the prod- 
ucts of the Connecticut Blower Co., 
at Hartford, Conn., covering New 
York state. Mr. Klick has had a wide 
technical and practical experience 
in the blower line. 


New Representative 


J. F. Gruber, 528 East Montana 
St., Milwaukee, Wis., was recently 
appointed factory representative for 
the Hisey-Wolf Machine Co., to 
cover the state of Wisconsin. 





Just before a sales meeting of the Riech- 
man-Crosby Co., Memphis, Tenn., execu- 
tives talk things over at dinner with C. O. 
Hedner (second from left), manager of 
hoisting equipment sales of Yale & Towne 
Mfg. Co. Included in the picture are left 
to right: Richard Alcott, general manager 
of Reichmann-Crosby Co., Mr. Hedner, 
H. H. Crosby, vice-president and J. A. 
Riechman, president 








73 
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No Drilling or Machining | 
to Form the Socket 
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Unretouched photo 
of an etched cuta- 
way section of a 
FIBRO FORGED 
Cap Screw 


exclusively 
HOLO- KROME 


Backed by HOLO-KROME 
100% Distributor Policy 


There is profit building assurance to 
Holo-Krome authorized Distributors in 
this statement—a guarantee of perform- 
ance from FIBRO FORGED Socket 
Screws (the completely cold forged 
Screws) and the unconditional protec- 
tion of Distributors holding a Holo- 
Krome Selective Distributorship. 


HOLO-KROME 
FIBRO FORGED 


TRADE MARK 


Socket Screws 
THE HOLO-KROME SCREW CORP., Hartford, Conn. 
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Plan Formulated to Curb 
Unfair Trade Practices 


Distributors will be interested in 
a proposed plan for the curbing and 
subsequent elimination of unfair 
trade practices. The Committee on 
Unfair Trade Practices with head- 
quarters in Boston recently for- 
mulated a code for the voluntary 
policing by business organizations of 
unfair trade practices. The central 
feature of this plan is a clearing 
house, which will keep a record of all 
violations of agreed-on codes and fair 
trade practices. This, it is said, will 
in itself serve as a warning and be 
the basis for accumulating informa- 
tion and evidence against violators 
for final prosecution by the Federal 
Trade Commission. 

This clearing house is proposed 
for the purpose of bringing together 
buyers and sellers in agreement to 
abide by the trade practices defined 
and see that the agreement is car- 
ried out. The clearing house in 
addition will endeavor to cooperate 
with its members and supporting or- 
ganizations in making necessary re- 
visions from time to time of the fair 
trade practice code. 

This plan was formulated by a 
committee representative of a group 
of professional and business men, 
including both manufacturers and 
distributors. Offices are maintained 
at Room 404, 80 Federal St., Boston. 


Increases Sales Staff 


Bert Maston has just been added 
to the sales staff of the Federal 
Pipe & Supply Co., Fresno, Cal., and 
will handle mechanical rubber goods, 
belting, and packings in the Fresno 
district. His past experience includes 
ten years on the Pacific coast and 
several years in the East. The firm 
has a new store arrangement to em- 
phasize its tool display. 





Celebrating the 20th anniversary of his 
firm, T. Walker Lewis, president of the 
Lewis Supply Co., Memphis, Tenn., is 
seen here at his desk with flowers and 
congratulations from his employees 
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KENNEDY 


Products include 
VALVES 
Iron-body and Bronze 
Gate, Globe, Angle and 
Chuck 
PIPE FITTINGS 
Malleable Iron and Bronze 
Screwed Fittings; Cast- 
Iron Flanged Fittings and 
Flanges 





in VALVES and PIPE FITTINGS 









pen you handle Kennedy Valves and Pipe Fittings, 


you can offer extra values to your customers without 
extra cost to them because Kennedy products are always 
sold at standard market prices. 
What are these extra values? Iron body valves made of 
metal 50°/, stronger than ordinary cast iron, bronze fit- 
tings made of the same tough, strong red metal as used 
in Kennedy Bronze Valves, more valve stem contact 
threads, wider seat and disc faces, special packing con- 
veniences, and distinctive features in every Kennedy de- 
sign for longer and better service. 
The large Kennedy line also enables you to offer an exactly 
suitable type and size for every standard requirement. 
Write for complete information on these "Extra Value" 
Valves and Pipe Fittings that assure satisfied customers. 


The Kennedy Valve Mfg. Co., Elmira, N. Y. 


Warehouses and Representatives in principal industrial centers 


KENNEDY 


VALYES~PIPE FITTINGS~FIRE HYDRANTS 
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Tests that forestall 
customer - complaints 


It matters much to a Distributor’s good-will . . . whether 
hollow screws have their hardest tests in the factory of his 
supplier or the factory of his customer. 


For when your customer puts the screws to test — in his 
production machinery — failure means grief. Means loss to him 
in machine down-time; loss to you in the kick-back on your line. 


You haven’t any worries over ALLENS. No hollow screws 
are so mercilessly tested — for tensile strength, yield point, 
elongation, reduction of area, Izod impact, Rockwell hardness — 
plus gauge and visual check-ups. 


If any “Allens” are going to fail they’Il do it at our address 
in Hartford, and you'll continue to have good friends at all the 
addresses on your customer-list. 


THE ALLEN Mrc. COMPANY 


HARTFORD, Conn. WU. S$.A. 
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Recovery Forecasted at 
Purchasing Agents’ Convention 


In speaking at the 23rd annual 
international convention of the Na- 
tional Association of Purchasing 
Agents in St. Louis, on May 23, 
Daniel C. Roper, Secretary of Com- 
merce, said that conditions were 
“fundamentally sound” and _ that 
business and government should co- 
operate in bringing about recovery. 
The country, Mr. Roper felt, was 
ready for a “forward movement.” 
He saw early possibility of its ac- 
complishment, with the cooperation 
of industry. 

George P. Brockway, president of 
the association, expressed the be- 
lief that a change for the better 
was coming before long, and pointed 
to a reduction of inventories, as a 
sign of an early buying move. Some 
plants he added, are in a position 
where they are now beginning to 
buy in anticipation of going into 
production on fall goods. 

Howard Coonley, chairman of the 
board of Walworth Co., New York 
City, and a director of the National 
Association of Manufacturers, also 
emphasized the need for a cooperative 
movement to bring about recovery. 
Mr. Coonley urged that business 
leaders accept the responsibility of 
guiding the changes along sound 
lines. 

The second day of the convention 
some predictions by speakers were 
in sharp contrast to the views pre- 
sented by the speakers on the open- 
ing day. Fred J. Heaslip, purchasing 
agent for Fairbanks Morse & Co., 
Chicago, and chairman of the asso- 
ciation’s business survey committee, 
presented a report based on the 
composite opinion of purchasing 
agents on the committee. This 
showed general business conditions 
at present were slower than in April 
and commodity prices weaker. 








"Bob" Melius, genial and hard-working 
(notice the shirt sleeves) sales manager 
of the Delta Mfg. Co., gives George 
Churchill a few sales pointers. George 
is the new sales representative for Delta 
in the Illinois territory 
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Salesman Licks Hot Motor 


Headache IN 1 HOUR! 


o ang Oo. 
i985 Mountain anutacturns % 
er HOW A DEMONSTRATION WITH 


Kings soustsis, N- G- A SAMPLE OPENED NEW SALE 











1938 
april 4» 

OPPORTUNITY IN AN ENTIRE MILL. 
sgpetstat® pavisions laa @ A chance. That’s all a good salesman needs. 
uu s. Re : ° : 

Fiske cinood Stes ae And with Lubriplate Lubricants, you get the 
. dinate of “ . . e 
Newsrk» — Sterne paving & chance of a lifetime to demonstrate this product 
n: go en ing : : 
Gentiese — vote $0" upom se ee Bote aT PLATE wal to prospects, right on the spot. 
supply 4 one ° of & she 
will SuPP with sample *' sn nice since 
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Ask for the toughest lubricating job in the plant. 
Get the superintendent to tell you one he hasn't 
been able to lick. Or, find out the one that is 
costing the plant owner too much money. Then 
put a sample of the proper Lubriplate Lubricant 
on the job. If you can get the job put up to 
Lubriplate—you’ll get the order! And the repeat 
orders too! 


Why not let Lubriplate Lubricants open up those 
doors to new business that are now closed to 
you? Get yourself out of competition with ordi- 
nary greases and oils . . . write today for details 
about the Lubriplate Franchise. 





7 Quick Facts About 


LUBRIPLATE LUBRICANTS 


4 Produces a wear resistant film on work- § Outlasts ordinary lubricants many times 
ing surfaces. 


2 , , — 6 Cheapest in the long run. A little goes 
Resists rust corrosion and pitting a long ways 


3 Lowers maintenance and power costs , F . 
m 7 Available in fluid and grease types for 


4 Lubriplate is white and clean your every need 











LUBRIPLATE DIVISION 


FISKE BROTHERS REFINING CO. 


NEWARK, N. J. * TOLEDO, OHIO *x« DEALERS FROM COAST TO COAST 
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"THE ENGINEER WHO USES 
BELMONT PACKING 


Ach 








Packing—Belmont 30 
Made from closely 
woven asbestos 
cloth frictioned 
with a heat-resist- 
ing rubber com- 
pound. The center 
asbestos block is 
=* made by folding 
the cloth upon it- 
self. The rubber cushion is com- 
pounded to remain resilient when 
subjected to extreme tempera- 
tures. Always furnished lubri- 
cated and graphited unless other- 
wise specified. Rubber cushion 
supplied on all packing space 
sizes from 7/16" upward; smaller 
sizes without rubber cushion. 




















Square Braided Asbestos 
Packing—Belmont 754 
Made of Long Fibre Asbestos 
Yarn, with a fine copper wire 
twisted with each strand. Braided 
square in the same manner as in 
braided flax pack- 
ings. Each strand 
of metallic yarn 
is lubricated and 
graphited, result- 
ing inathoroughly 
lubricated finished 
packing, which 
avoids possibility 
of hardening in 
service. 


THERE’S A BELMONT 


Belmont Distributors, we want you to meet “An 
Economist in Overalls.” 
to know him—because he’s a factor that’s helping 


We're sure you'll be glad 


to swell your sales this month. 

From the pages of leading trade publi- 
cations he’s smiling his message of 
saving. He's pointing out to industry 
the job that Belmont will do—and that 
Belmont Packings are sold through the 
Belmont Distributor. 

Furthermore, he’s telling packing buyers 
all about the Belmont Sample Kit. How 
—thanks to this ingenious little kit—the 
buyer can actually see the quality of the 
packing he has selected. Also, that no 
Belmont Distributor is ever without it. 
Having met our “Economist”, you and 
your prospect now have a mutual friend, 
because your prospect has met him too 
—in his favorite industrial magazine. 
It's an advantage that you should im- 
mediately follow up. Today, make that 
call you've been putting off all week. 
We can almost bet it'll be a sale! 
Some choice territories still open. Write 


today. 
BELMONT SUPPORT 

HELPS DISTRIBUTOR SALES 

PACKING FOR 


EVERY SERVICE 


BELMONT 


- hk... 


K NG S 


THE BELMONT PACKING & RUBBER COMPANY 
BUTLER AND.SEPVIVA STREETS e PHILADELPHIA, PA 
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Cook, Sales Manager 
For Goodrich, Dies 
One of the most widely known 


executives of the B. F. Goodrich 
Company, Clarence E. Cook, 58, gen- 





Cc. E. COOK 


eral sales manager of mechanical 
goods, died at Akron, Ohio, recently, 
after an illness which had kept him 
in the hospital several months. 

Known to Goodrich associates, 
competitors and customers the coun- 
try over as “Coxey’” Cook, he had 
enjoyed a colorful career in the rub- 
ber industry, starting as an office 
boy with Goodrich at the age of 16. 

Mr. Cook leaves his widow, Anna- 
bel, and a sister, Mrs. W. H. Wright 
of Baltimore. 


Worthington Exhibits 
at Tulsa Show 


At the International Petroleum 
Exposition held in Tulsa, Okla., May 
14 to 21, Worthington Pump & Ma- 
chinery Corp., of Harrison, N. J., 
exhibited recent developments of oil 
field equipment now being offered by 
the company. 

Worthington representatives at- 
tending the show included: H. C. 
Beaver, president of the firm; D. K. 
Chadbourne, assistant  vice-presi- 


dent; F. J. Whelan; W. L. Russell; 
R. J. Allen; O. Banner and J. C. 
Barnaby. 


Demonstrator for Glesener 


L. W. Murray is now a member 
of the A. J. Glesener Co., San Fran- 
cisco, Cal., and will work with the 
sales force demonstrating special 
tools handled by the firm. Mr. Mur- 
ray was formerly connected with 
Buckner-Wetherby, Seattle, Wash., 
selling machine tools. The firm has 
just completed another warehouse 
to carry its increased stock. 
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Large metal refining 
company uses vertical 
re 

molds open at COP and 
bottom for casting COP 
per into cakes and billets 
preliminary t° produc 
ing bars and sheets. 





















The molds themselves 
are also of pure elec- 
trolytic COPPe* with 
4-inch walls. During 
casting. each mold is 
kept cool by means i 
continuous streams 0 
water, circulacing rapid- 


ly within 1 four walls. 


















The water-passages are 
roduced with Cle-Forge 
High Speed Twist Drills 


eit 





exclusively—and th 
excellent performance 
has not only greatly 
simplified this unique 
drilling operavor but 
has greatly reduced costs- 


of Cle Forge High Speed 


Drill removes 















bn” from 
Original 16 Auce length 





The facts outlined in — 
advertisement are base: 
upon animparual survey 
made by 2 OF of inde- 
nd 
poe details of this 


ent engineers. For 


Performance. ask us to 
send you Survey No. 9! 
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When a salesman for a Distributor of 
“Cleveland” Twist Drills and Reamers 
calls on a customer, or a prospect, he is 
always equipped with something definite 
and tangible to say about them. He is 
provided with actual Performance Facts, 


based upon detailed surveys made by 
competent engineers. 


Consider, for example, the advertise- 
ment reproduced above. The type may 


be too small to read, but what does 


TRADE MARK REG | 
30 READE ST. NEW YORK 
6515 SECOND BLVD... DETROIT 


Holes per grind Cle-F, 
: ‘orge 
DL High-Speed Dritis mare 


































Y 
aeaoy tO se itis 
t 


> PAT OFF’ AND F 
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The advertisement at 


| 
| 
j 
the left will appear in 


make- 





the following publica- 
tions: The Iron Age, 
May 26th; Machinery, 
June; Mill & Factory, | 
June; Modern Ma- | 
chine Shop, June; 
Railway 





Mechanical 
Engineer, June; Amer- 


ican Machinist, June 


1; Steel, June 6. 





stand out prominently is that a large 
metal refining company has been using 
Cle-Forge High Speed Drills exclusively 
for nearly ten years. And a very recent 
test demonstrated that they are still 
reducing drilling costs! 


And bear in mind that all of this 
“Cleveland” advertising is continuing 
to act as your “Assistant Salesman” at a 


time when many assistants have been 
tempcrarily furloughed. 


IREIGN COUNTRIES 


654 HOWARD ST: SAN FRANCISCO 
46° 37 UPPER THAMES ST. E.C.4 





E.P. BARRUS, LTD.- 35 
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HERE’S A SALES FIELD 


that [§ greener / 


And we mean in greenbacks, not grass. 


Salesmen who in 1937 thought the “grass looked greener” on the 
Faultless side of selling have learned that it wasn’t just an illusion. 
1937 was a Faultless year and no mistake. 


Again in 1938, the Faultless sales field is greener because it is enriched 
by a more comprehensive line of casters for every conceivable purpose 
—and exclusive features of design developed through a half century 
experience of fine caster making. 


Tomorrow’s industrial expansion, and need for replacements make 
your caster market 
more important than 
ever. So, why not sell 
the Faultless way? Ask 
for details of our selec- 
tive distributor plan 
and New Simplified 
Catalog Sheets. 


FAULTLESS 
CASTER 
CORPORATION 





Widely used in in- Dept. MS-6 

dustrial plants. No. 

Doty. Denble Bua Evansville Indiana 
Bearing Swi with 


Bearing Wheel. Branches in Principal Cities 


Canadian Factory: Stratford, Ont. 


FAULTLESS CASTERS 
FOR INDUSTRY 
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Veteran Pedersen Bros. 
Salesman Passes Away 
Fred E. Cutter, salesman for 


Pedersen Brothers Tool & Supply 
Co., Chicago, and a real veteran of 





FRED E. CUTTER 


the supply business, died suddenly 
April 23. 

Mr. Cutter was born December 1, 
1869, in Waterloo, Indiana. Through- 
out his working life he was in the 
hardware and supply business, hav- 
ing been with the Machinists’ Sup- 
ply Co., Joseph H. Whitehead Co., 
and for the last ten years with 
Pedersen Brothers. He had built up 
a wide circle of friends among in- 
dustrial customers and _  contem- 
poraries in the supply business, to 
whom news of his death came as a 
severe shock. 


Henry Vogt Executive 
On Trip to Brazil 


G. A. Daeuble, Jr., vice-president 
of the Henry Vogt Machine Co., 
Louisville, Ky., and manager of sales 
of the drop-forged steel valves and 
fittings department, sailed on May 7 
on the S.S. Delmundo, bound for 
Rio De Janeiro, Brazil. He was ac- 
companied by Mrs. Daeuble and 
their nine and four-year-old sons. 
They will visit Mrs. Daeuble’s fam- 
ily in Rio De Janeiro, returning to 
the states in September. 


Gilmer Co. and Distributors 
Hosts to Industrial Men 


L. H. Gilmer Co., Philadelphia, 
and Appleby Bros. & Whittaker Co., 
its distributor in Harrisburg, Pa., 
were recently hosts to 66 plant men 
and master mechanics from indus- 
trial plants in the Harrisburg area. 

R. E. S. Geare, vice-president in 
charge of sales for the Gilmer Co., 
spoke on power transmission belting 
problems, with special reference to 
V-belts. 


New Catalog. New Salesman 


Standard Equipment and Supply 
Corp., Hammond, Ind., has an- 
nounced the promotion of George 
Rosier to outside salesman. He was 
formerly an inside salesman. The 
company has issued a new general 
catalog which is now being dis- 
tributed. 
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® You can buy all of your fastenings from this one 
dependable source...on one bill of lading... on one 
invoice ... with less inside handling, less confusion, 
less bookkeeping, lower shipping costs...an obvious 
economy of time, effort and expense. Identified by a 
prize-winning carton design that trade-marks the line, 
LAMSON packages are soil-proof, attractive, modern. 
Of even more importance, LAMSON cartons are three 
times stronger than any cartons used before. This 
insures keeping your bolt stock in good condition 
until sold, and makes a neat shelf stock possible, 
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inviting sales by attractive appearance. The ability 
to make prompt shipments at all times from the most 
complete line of bolt and nut products in this country 
—backed by a reputation of three-quarters of a cen- 
tury for maintaining the highest standards of quality 
—when weighed against other considerations cannot 
be disregarded. Enjoy the advantages afforded by the 
complete LAMSON line—from one source, at one time, 
in the same shipment. THE LAMSON & SESSIONS COMPANY, 
General Offices, Cleveland, Ohio. Five Plants—at 
Cleveland and Kent, Ohio; Chicago and Birmingham. 
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The new general catalog now being distributed by Evansville Supply Company is a 
reflection of the standing, and agencies, of that successful house, as well as an indication 
of the results produced by their earlier Donnelley-built catalogs. 


A Working Tool, 


NOT A REWARD 


*% A NEW CATALOG is not issued as a reward for doing 

good business, but rather to help make more sales and to get 

those sales more economically and more efficiently. 

The time to issue a new catalog is when you need more sales. 
£ y 


For samples and information, write 


R. R. Donnelley & Sons Company 


350 EAST TWENTY-SECOND STREET e CHICAGO, ILLINOIS 


82 





MILL SUPPLIES @ JUNE 1938 








Follow-up Important in 
Selling Traps, Says Maker 


A manufacturer of steam traps 
recently had a discussion with a dis- 
tributor on building sales volume 
for this product. The distributor 
recommended that after the usual 
sales work has secured the order 
for steam traps, the salesman should 
visit each installation a day or so 
after it is made to see that the 
right size trap has been selected, 
that the trap is properly installed, 
that the strainer with cage perfora- 
tions not larger than 1/64 in. 
diameter is placed ahead of the 
trap and that the engineer under- 
stands how the trap works and 
realizes that the condensate flash is 
not live steam. It was also brought 
out that the distributor should keep 
a list of installations and check it 
frequently to see that all users are 
well satisfied. 


Five Distributor 
Catalogs Being Issued 


Columbus Iron Works Co., Colum- 
bus, Ga., the Rayl Co., Detroit, Mich., 
Wigman Co., Sioux City, Iowa, 
Honolulu Iron Works Co., Honolulu, 
T. H. and Hollis & Co., Little Rock, 
Ark., have all issued catalogs re- 
cently and are distributing them to 
their customers. 

These catalogs show the various 
distributors’ lines of industrial sup- 
plies and are compiled, printed and 
bound by R. R. Donnelley & Sons 
Co.. Chicago. 


Carson-Newton Moves 


Carson-Newton Co., is now occu- 
pying a new and larger factory at 
61-71 Mill St., Belleville, N. J. The 
firm formerly was located at 21-23 
Prospect St., in Newark. 





Even a prisoner deserves good tools and 

Frank Connolly, Independent Pneumatic 

Tool Co., is showing this group at work 

in a southern prison camp the wonders of 

this new half-inch drill. The boys prob- 

ably have a good idea how handy it would 
be for drilling through the bars 
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PIPE TOOLS 


TOLEDO" 





U.S.PAT. OFFICE 





HANDLE PIPE JOBS EFFICIENTLY 





No. 999 —2 inch 
POWER PIPE MACHINE 


— will save your customers many hours of time and 
produce smooth, standard taper threads. 

Cuts off 2 inch pipe in 10 seconds. Standard Model 
with non-opening die heads threads 2” pipe in 30 
seconds. Super Model with quick-opening die heads 
threads 2” pipe in 22 seconds. 

Four blade cut-off. Separate die head and dies for 
each size. Round renewable ways. Direct gear drive. 
Centrifugal type oil pump direct driven from motor. 
Safety friction gear slips in event of overload. All 
steel construction. All controls in ea8’y reach of right 


hand. 


The ideal small pipe machine for shop or job. 





NON-OPENING 


QUICK-OPENING 
DIE HEAD DIE HEAD 


THE TOLEDO PIPE THREADING MACHINE Co. 


TOLEDO, OHIO 





RATCHET THREADERS 
up to 2 inch pipe 


oPER8 





Small, compact, easy operating Ratchet Threaders. 


Features are—Instant die change. Segmental dies 
easily removed and reground or replaced at small cost. 
Ample chip clearance. Strong, reinforced die heads. 
Sturdy ratchet parts. Light, strong tubular handle. Can 


be furnished in any combination desired. 
Three models offered—No. 00 threads §” to }” pipe 
and special heads can be furnished for 3” to 1” rod 


or bolts. 


No. 11 threads }” to 14” pipe and 
t Ppl 

special heads for }” to 1” rod or bolts. 

No. 12 threads 4” to 2” pipe and 

special heads for {” to 13” rod or bolts. 

Recommend a “TOLEDO” for all 


threading jobs. 












VIEW OF NQ. 11 AND NO. 12 MODELS. NOTE 
STRONG, STURDY CONSTRUCTION 


NEW YORK OFFICE & DISPLAY, 72 LAFAYETTE STREET 


BL 4 





A "TOLEDO" SALE 
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IS A SATISFIED USER 








Only 


SWISS PATTERN FILES 


We manufacture only swiss pattern files (no other type). 
But what a great variety of shapes, cuts and sizes to 
choose from (over 2000). 


THIS HELPS TO REDUCE FILING COSTS 


This Nationally Known 
Trade Mark and Trade Name 


American Swiss 


is the users guide when purchasing their Swiss Pattern 
File requirements. A profitable line with a definite 
distributor’s sales policy. A creator of good will and 
satisfied users. 


100% Distributor Sales Policy 


Riffer FILES 


Ng AMER. 
TS ACT a) 


, SS 


Needle FILE Knurled Handle 
a I A aa ce ices te 8) 


Regular FILES 
ee 


a a ee 
i 


AMERICAN SWISS FILE & TOOL COMPANY 
410-416 Trumbull Street Elizabeth, N. J. 


Manufacturers of Mechanics’ Hand Tools and Knuris 
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J. R. Hopkins, advertising manager of the 

Chicago Belting Co., Chicago, has an en- 

viable record of outstanding work in ad- 

vertising associations and is an authority 

on mechanical power transmission. He's 

seen here in a jovial mood outside the 
company offices 





Hercules Announces New 
Gasket, Packing Division 


The Hercules Equipment & Rub- 
ber Co., San Francisco, Cal., recent- 
ly acquired The Gasket Shop, 231 
Ritch St., which for seventeen years 
has manufactured a full line of all 
types of gaskets for the industrial, 
steamship and automotive trades. 

With the present equipment, Her- 
cules is prepared to manufacture 
any standard gasket and to dupli- 
cate any special gasket required. As 
distributors of packing the company 
carries the following brands: Dur- 
abla, Belmont, France, Q-P, Rhodes 
Metallic and Vellumoid packing. 
Complete packing service is offered 
by the Hercules organization. 


McFarland Joins Sales 
Staff of Superior-Sterling 


W. H. McFarland was recently 
added to the sales force of Superior- 
Sterling Co., Bluefield, W. Va., and 
will cover Buchanan County, Va., 
selling the general hardware line of 
the firm. Mr. McFarland has had 
much past experience in selling and 
previously conducted his own busi- 
ness. 


Canadian Distributor Sailing 


Thomas M. Masson, a director of 
Aikenhead Hardware Limited, 
Toronto, Canada, sailed on the Em- 
press of Australia recently for Eng- 
land. Mr. Mason is in charge of the 
tool and mill supply division of the 
company and expects to spend about 
a month abroad combining a long 
overdue holiday with business. 
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Di-Mol 
stands it! 


Disston Di-Mol Blades need no coddling in the hands of 
shop men. Di-Mol withstands trying feeds and speeds in 
modern machine sawing, too. 
Compare the economy in blades, and production per blade 
. especially with carbon steel or ordinary molybdenum. 
Disston Di-Mol Blades cut faster, cut longer, cut with less 
cost. “Disston Di-Mol” (on orange band on blade) means 
Disston workmanship: assured quality and uniformity — 
Blades made with the precision of machines! Standard teeth, 
lengths, widths, thicknesses. Hand blades, % gross in box. 
Machine blades, 1 dozen. 
Test them on your own work and prove to yourself they 
can take it! Henry Disston & Sons, Inc., Philadelphia, U.S.A. 
Branches: Boston, Chicago, Detroit, Memphis, New 
Orleans, Seattle, Portland, Oregon, San Francisco. 
Canadian Factory: Toronto. compumas ce 


FOR DEMONSTRATION WRITE YOUR DISTRIBUTOR Ih 
OF DISSTON DI-MOL HACK SAW BLADES 











oF 


On DI-mol 
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SELL STANLEY UNISHEARS 
for Fast Cutting 


Sheet Materials 
Galvanized Iron 
Brass 

Copper 

Tin 

Aluminum 
Stainless Steel 
Armco Sheets 
Fibre 

Wire Lath 
Hardware Cloth 
Screen Wire 
Asbestos 

Canvas 

Felt 

Linoleum 

Black Iron 


Blue Annealed 
Sheets 


Paper, etc. 


® A one-minute demonstration is all you need to con- 
vince any prospective user of the advantages of Stanley 
Unishears. 

Cut any shape; curves, angles or notches with hairline 
accuracy. 100‘. safe for the operator. Leives smooth, 
clean edges. 

Every shop you call on has a job for a Unishear either 
for production or maintenance. Let them try out a 
Unishear for a few days and you’ve made a sale. 


We are represented by Selected Distributors 


STANLEY ELECTRIC TOOL DIVISION 
ax The Stanley Works 
v4 New Britain, Conn. 
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Out for a little air is A. W. Swartz, ener- 
getic president of the Linear Packing & 
Rubber Co., Philadelphia 


Two-Day Convention Held 
By Marketing Group 


The American Marketing Associa- 
tion held its convention at the May- 
flower Hotel, Washington, D. C., 
May 20 and 21 with many outstand- 
ing speakers on the program. A 
large number were in attendance at 
the meetings. 

Opening the program was Carl 
Dipman, editor of Progressive Grocer 
whose subject was “Merchandising.” 
Malcolm D. Merriam, of the Bureau 
of Foreign and Domestic Commerce 
spoke on “Consumer Credit.” John 
Benson, president of the American 
Association of Advertising Agencies 
addressed the gathering on “Con- 
sumer Advertising.” 

Other speakers on the program 
were Laurence Sloan, vice-president 
of Standard Statistics; Jean Carroll, 
assistant to the president of Kroger 
Grocery & Baking Co.; Eldridge 
Haynes, vice-president of the Mc- 
Graw-Hill Publishing Co.; D. E. 
Montgomery, consumers counsel, for 
the A.A.A. and Clarence Francis, 
president of General Foods Sales Co. 


Charles H. Shaw. Manager 
For Worthington, Dies 


Charles H. Shaw, for the past 
three years Philadelphia office man- 
ager for the Worthington Pump and 
Machinery Corp., died at his home 
on April 15, 1938. Associated with 
Worthington since 1920, Mr. Shaw 
was manager of the corporation’s 
Pittsburgh office from 1928 to 1935. 

Born in Owensboro, Ky., in 1898, 
Mr. Shaw graduated from Syracuse 
University in 1919. Since that time, 
as a member of the Worthington or- 
ganization, he served the corpora- 
tion on several important assign- 
ments. Popular with his associates, 
and admired for his ability, his pass- 
ing is a great loss to all who knew 
him. 
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Manufactured By 


BEMIS & CALL CO 
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L. F. Adams Named Manager 
of G.E. Standards Dept. 


} 

| 

| Lee F. Adams, formerly associated 
| with General Electric’s commercial 
| general department, has been named 
manager of the company’s newly 
formed standards department. 

In his new capacity, he will have 
the responsibility of coordinating all 
activities pertaining to the develop- 
ment and application of standards 
throughout the organization. 





Atwater Promoted 


Vv. L. Atwater, recently was ap- 
pointed to the position of general 
sales manager of the Sterling Grind- 
ing Wheel Co., Tiffin, Ohio. Mr. 
Atwater was formerly located at the 
Scranton branch of the company. 


House Organs 


A record of house magazines pub- 
lished by companies for their own 
employees is being compiled by Wal- 
ter Buchler, 154 Hamilton Terrace, 
| London, N.W.8, England. Manu- 
facturers interested in having their 
house publication listed should notify 
Mr. Buchler at the above address. 

















| Doing a swell job of cooperation with dis- 
| tributors is Tom Bryan (left) and Bob 
| Dunn of Dunn & Bryan, manufacturers’ 
representative of New York City 








Guess What 
(Continued from page 35) 








1. Elevator belts have strong, 
heavy, interior fabric and may 
have greater thicknesses in pro- 
portion to width than have con- 
veyor belts. 

2. Both minimum and maximum 
numbers of plies are available in 
tabular form. Too few plies re- 
sults in failure; too many cause 
| trouble when the belt passes over 























The constantly increasing thou- 
sands of Wedgbelt Pulleys in use 
in America’s leading industrial 


plants is best evidence of the fact that 
they do deliver extra power. 


Every operation in the design and manu- 
facture of these pulleys contributes its 
share to their outstanding performance. 


The grooves are correctly machined to a 
satin smooth and non-abrasive finish. They 
assure equalized tension on all belts... 
and consequently longer belt life. 


The machining of these pulleys has been 
developed to a stage of perfection that 
guarantees proper balance and smooth, 
vibrationless operation. 


* PULLEYS 














You can sell American Wedgbelt Pulleys 
with complete confidence that your cus- 
tomer will come back for more. Be sure 
you can supply him. 


‘Mill, , ight Magic" 


American Tension Control Motor Bases by ac- 
tual check reduce average belt tensions and 
bearing pressures by as high as 50%. And this 
amazing performance is not the result of chance. 
By utilizing the force of reaction torque inherent 
in the driving motor the operation of these bases 
can be mathematically pre-determined. Here’s 
a way to prove it to your customers... send us 
complete drive details. We will supply engi- 
neering recommendations and supply the base 
on free trial! 


MERICA 


PULLEY COMPANY 


4200 WISSAHICKON AVE., DEPT. 3, PHILADELPHIA, PA. 
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The DAVIS No. 80 
Back Pressure 
Valve 


EPENDABLE, automatic main- 
tenance of any desired pres- 
sure is simple when a Davis No. 80 
Back Pressure Valve is installed on 
exhaust lines supplying low pres- 
sure steam for process and heating 
work. No. 80 features a patented 
semi-balanced valve design which 
compensates for expansion due to 
heat thus preventing sticking and 
minimizing leakage. It incorpo- 
rates all latest features for con- 
venience in installation and main- 
tenance. Offered in standard sizes 
from 2” to 24”. Ask for quotations 
and recommendations. 








Write 


PROMPT reply will be given to your inquiry 
for catalog, prices, discounts, etc. We carry 
large stocks of standard items and can make 
quick delivery. Special control problems so- 
licited. DAVIS REGULATOR CO., 2544 S. Wash- 
tenaw Ave., Chicago, Ill. 
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the head pulley. 

3. 25 lb. per inch per ply. 28 
Ib. 30 Ib. 

4. They are very light and have 


| no cover. 
| 


5. 32-0z. belts without the rub- 
ber cover. 

6. 32-oz. duck with rubber cover 
and breaker strips. 


7. 36-0z. duck with a special | 
tough cover and edge breaker 
strips. 


8. To tie the fabric carcass to 


the rubber cover, thus aiding in | 
resisting gouging and other abuse. | 


9. 36-0z. hard-woven duck with 
extra rubber between plies, very 
tough rubber cover, and breaker 
fabric. 

10. 18 gage. 

11. 16 or 14 gage. 12 to 10 
gage. 8 gage, *s or 4 inch. 

12. Mining elevators. 

13. Stone and slag plants and 
in certain mining districts, in- 
clined elevators fed from a chute. 

14. 150 lb. per cu. ft. 125 Ib. 
per cu. ft. 

15. Wet 100 lb., dry 90 lb. 

16. Wheat weighs almost twice 
as much—48 lb. against 26. 

17. No. Cement weighs 90 Ib. 
per cu. ft. dry; salt only 45. 

18. A fitting designed for mak- 
ing up a joint with solder. The 


solder may either be incorporated | 


in the fitting or 
from a solder wire. 

19. Ordinary pipe with reamed 
ends through which a drift pin has 
been driven to smooth walls. 

20. Open-seam stainless pipe is 
pipe in which the seam has not 
been welded. It is used for hand- 
rails and decorative purposes. 

21. Red brass is 85% copper 
and 15% zinc, yellow brass is 67% 
copper and 33% zinc. 

22. Brass pipe is called “pipe,” 
because it is a thick-walled cast 
and drawn material. Copper tub- 
ing on the other hand is extruded 
and drawn with thin walls. There 
is also a copper pipe—see Ques- 
tion 24. 

23. Copper hose, far more flex- 
ible than ordinary copper tubing. 

24. IPS means iron pipe size, 
hence that would be copper tube 
with a wall as thick as that of 
the equivalent iron pipe. Such a 


| pipe costs about twice as much as 


the thin-walled tubing, so is not 
as extensively used. 
Sam Supplier's Age 


(Answer to problem on page 35) 
Sam is 25; the boy is four years 
and two months. 


MILL SUPPLIES ® JUNE [938 


may be added | 














You can PROVE 
that DARTS cost 
less per tight joint 


Here’s the proof of the union: 
Tightness under repeated use. 
And Darts do sit tight again 
and again, as often as_ re- 
installed, because they have 
two bronze seats ground to a 
true ball joint. 


Hand your prospect a Dart. 
Point out the extra wide, full- 
bearing seats. Show how this 
feature eliminates jamming, 
prevents costly leaks, gives 
Darts the extra service that 
mean savings every’ time 
they’re installed. 


Add this to top resistance, to 
corrosion, wrench abuse, and 
pipe strains—and you've got 
hard hitting, provable facts 
that sell. 


About dealer 
us a line. 


discounts, drop 






| Wh 
My, 


il 


unte_eion s&s 
E. M. DART MFG. CO., Providence, R. |. 


SALES AGENTS: THE FAIRBANKS COM- 

PANY, NEW YORK, AND ALL BRANCHES 

CANADIAN FACTORY: DART UNION COM- 
PANY, LTD., TORONTO, CANADA 























ABOVE — Testing temper of ‘‘Yankee’’ Screw Driver Blades with Rockwell 
Diamond Penetrator, to keep continuous check on accuracy of heat treatment. 


BELOW — Testing ‘*‘Yankee’’ Screw Driver Blades against bending or break- 
ing on the edge— each and every blade, of the hundreds of thousands .. . 








“YANKEE” TESTED BLADES 


No better way to add to your standing with customers 
than to sell a screw driver that stands up in shop work. 
‘*Yankee”’ blades can’t twist or break; or loosen in han- 
dle. No. 90.—Standard: Fifteen sizes, 1'2” to 30” blades. 
No. 95.—Cabinet: Eleven sizes, 212” to 15%” blades. 















COLUMBIAN 


Machinists VISES 
are PROFITABLE to 
Distributors! 


REPLACEABLE 
TOOL STEEL 
JAW FACES 

















STEEL BALL 
ENDS FORGED 
FROM HANDLE 
STOCK ITSELF 





COLD 
ROLLED 
STEEL 
SCREW 


HARDENED 
STEEL 
BEARING 
WASHER 


SLEDGE TESTED 
MALLEABLE IRON 
CASTINGS 


@ Because the distinctive features of Columbian Malleable Iron 
Machinists’ Vises have established them as the standard 


for strength, workmanship and dependability. . 


@ Because satisfied users are a constant source for repeat orders 


profitable orders! 


@ Because they are sold under the Columbian Policy « « & 


Sales Policy that really protects Columbian Distributors: 
We sell entirely through established distributors. 


We protect distributors’ stock investment by quoting a smaller 
discount to non-stocking distributors. 


We ship all orders immediately upon receipt at the factory. 
No warehouse stocks carried. 


Where an exclusive territory arrangement is made, the distribu- 
tor is given every protection within that territory. All 
inquiries are referred to the distributor. 


We recommend resale prices which insure an attractive margin 
to Columbian Distributors. 


For details write to 


THE COLUMBIAN VISE & MFG. CO. 


9015 Bessemer Ave., Cleveland, Ohio 
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The Heat's Off 


(Continued from Page 31) 





Complete Outlay of Tools 


And then there are the tools, not 
consumed as are the previously 
listed items, but necessarily a vital 
part of any well-equipped power 
plant. Here are examples: Vises, 
hammers, sledges, picks, axes, 
shovels, crowbars, softhead ham- 
mers, open-end wrenches, pipe 
wrenches in various sizes, monkey 
wrenches, socket wrenches, bear- 
ing scrapers, files, screwdrivers, 
tin snips, pliers of various sorts, 
inside and outside calipers, mi- 
crometers, hand and electric or 
pneumatic breast drills, drills and 
bits, bolt and pipe dies, machine 
and pipe taps, cutting and welding 
equipment, soldering irons, heat- 
ers, etc., blow-torches, hacksaws 
and blades, oil stones, cold chisels, 


reamers, surface gages, feeler 
gages, valve-seat reamers, C- 
clamps, eyebolts, chain hoists, 


small blacksmith’s forge, punches, 
gage-glass cutters, gasket cutters, 
washer pinches, fuel-oil hydrom- 
eters, pyrometers and gages of 
various sorts, thermometers, em- 
ery cloth, abrasive paper, powd- 
ered abrasives, grinding and buf- 
fing wheels of various shapes and 
sizes to fit both stationary and 
portable machines, valve-grinding 
compounds and tools, reamers, and 
so on, again ad infinitum. 

The larger power plant, incor- 
porating its own machine shop, 
will expand the above list to in- 
clude the full list of machinist’s 
tools, as well as toolholders, cut- 
ters, bits and all the tools and 
supplies which normally go to a 
machine shop. Several of its em- 
ployees will be machinists having 
need for a full kit of the tools 
used in close as well as general 
machining and fitting. The power- 
plant operators themselves are 
prospects for scales, rules, tapes 
and similar convenient hand tools. 

Safety is vital in a power plant. 
Consequently, the engineer is con- 
stantly buying mats, new ladders, 
protective chain and pipe railings, 
safety screen and netting, special 
flooring, gloves, goggles, safety 
shoes, special scaffolding elements, 
and so on. 



























_All ARMSTRONG Lines 
have those features that 


build PROFITS 


ARMSTRONG Lines without exception have 
those essential features that day after day build 
profits for industrial tool departments. They 
are standard wherever metal is machined. They 
are quality tools—in material, design and finish. 
Each line is a complete line—complete in sizes 
and types. Each is an advertised line—is con- 
tinuously and widely advertised. Each is a stand- 
ard priced line that carries a full margin—is 
above price competition. Each is a distributor 
line—is sold thru distributors everywhere. 


and again that by going “all 


; 305 N. Francisco Ave. Chicago, U. S. A. 
Pipe Tools manufactured b 
— BROS. TOOL CO. Eastern Warehouse and Sales: 199 Lafayette St., New York 
“ARMSTRONG BROS.” SAN FRANCISCO LONDON 
PENT PLT TR bt aon or er ree 


Because each ARMSTRONG TOOL is the best tool of its type, 
gives complete satisfaction and builds repeat business, each 
ARMSTRONG fool sells all others. It has been proven again 


increase their sales and profits. 


ARMSTRONG BROS. TOOL CO. 



































Write for 
Catalog 


ARMSTRONG", tool departments 





“The Tool Holder People" 
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Do you know 


What Packing to Recommend 
For Pumps Handling 
Acid? 


Oleic 


of 
arn 





The Answer Is 


PALMETTO 


PACKING 
All This Information as to the 
Proper Packing to Use Is Ob- 
tained From Our A B C 
Chart of Services. 





The 
A. B. C. : 
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et s 
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BUTYL ace Fre 





CALCIUM BRiF 
CARBON O15 


Bound in a Handy Vest 
a Pocket Memo Booklet. 


cau 
tens” 
cw 


Send 





for Copy, and So Be Able to Fur- 


nish Valuable Advice to Operating 
Engineers When They Present Their 


Pump-Packing Problems to You. 





NOW | KNOW WHICH 
PACKING TO USE 


GREENE, TWEED & CO. 
Sole Manufacturers 
109 DUANE ST., NEW YORK, N. Y. 
Dept. M. 
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More and more plants, particu- 
larly in buildings, are using die- 
sels for summer power require- 
ments, for for peak-load service. 
In addition to the specialized parts 
and tools supplied by the engine 
manufacturer, there are a num- 
ber of items you can supply. These 
include gasket materials, packing, 
special lubricants, cleaning com- 
pounds, waste, wiping rags, nuts 
and bolts of various sizes, piping, 
valves, fittings, switches, genera- 
tor brushes, and the usual engin- 
eer’s tools—such as open-end and 
adjustable wrenches, socket 
wrenches, packing tools, hammers, 
feeler gages, etc. 

Along about this time, too, office 
buildings, restaurants, theatres, 
hotels and some industrial plants 
are getting their air-conditioning 


systems ready. The chief or power | 
Here’s | 


engineer is the man to see. 
what he may need: 

Replacement V-belts and motor 
brushes for drives on fans, com- 
pressors, evaporative condensers, 
and cooling towers. Also contacts 
for line starters. 

Brushes for cleaning 
coils, grilles, registers. 

Paint for refinishing ductwork, 
grilles, registers, evaporative con- 
densers, cooling tower, piping and 
system in general. Protective 
coatings and spray nozzles for air 
washers and evaporative condens- 
ers. 

Replacement piping, valves, fit- 
tings, traps, etc., where needed. 

Replaceable pack-type air-filter 
elements. 

Spray nozzles for air washers, 
evaporative condensers, cooling 
towers. 

Add sight-flow indicators and 
pressure gages on system 

Halide torches for hunting leaks 
in system, condenser. 

Cleaning solutions, 
packing, etc. 


cooling 


solvents, 








Over on the 
Customer's Side 


(Continued from Page 38) 








We don’t just sell pipe and fittings, 


but those made by the manufac- 


turers we represent. We don’t 
let our manufacturers down—we 
don’t have to because our lines are 
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A HIT 
EVERY TIME 


@ Cadmium plating, finest material, 
expert workmanship enable ARRO 
EXPANSION BOLTS and Allied 
Products to make “A hit every 
time.” 

ARRO EXPANSION BOLTS are fast 
gaining the recognition of jobbers 
and users as the best Expansion 
Bolt on the market today. Such 
‘| acceptance means increased profits 
to the jobber. 

ARRO assures you of complete job- 
ber protection, jobbers’ discount 
and effective advertising to help in 
its sale. Write for catalog and full 
particulars. 


ARRO EXPANSION BOLT CO. 
MARION, OHIO 





EXPANSION 
BOLTS 


And Allied Products 
SOLD ONLY THROUGH JOBBERS 
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SESAME E 


THE LOCK THAT NEEDS 


NO KEY 





Manufactured By 


BEMIS & CALL CO 


ESTABLISHED 


SOLD 


THROUGH 


IN 8835 - 


SPRINGFIELD - MASSACHUSETTS 


LEADING DISTRIBUTORS 








96 


BRASS CORPORATION 


2000-2006 Franklin St. 
DETROIT 


ater Gauges, “Essex'' Brass Goods 
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MICHIGAN 


Mfrs. of "Michigan Lubricafors"’, "General Brass" 














all top notch and they cover effi- 
ciently the complete range of our 
recommendations. 

How do we personalize our sales 
promotion? Well, I’ll first make 
the point that there is nothing 
elaborate about our sales promo- 
tion program, but what there is of 
it has the customer’s interests at 
heart. 

For instance, we issue a large 
wall calendar each year. These 
calendars are delivered in person 
by our salesmen or truck drivers, 
and personally tacked or hung in 
place on a wall by them. The 
places where they are hung in the 
plant are not necessarily the most 
conspicuous from the advertising 
standpoint, but spots where they 
will be of most service to the cus- 
tomer’s organization. True, our 
name and a picture of our build- 
ing are to be found at the top of 
the calendar, but, more important, 
the dates are large and clear so 
that they may be distinguished 
easily from a distance and thus 
serve the customer most efficiently. 

We also put out a very handy 
little notebook entitled: “Things 
to do Today”. This has an at- 
tractive serviceable cover. On the 
inside front cover appears the 
wording: “Compliments of Fort 
Wayne Pipe and Supply Company, 
Fort Wayne, Indiana”. The upper 
left hand corner of each sheet of 
the filler contains our company 
name in white type against a small 
red background “banner”. But 
maximum space is allowed for the 
customer to make his notes. The 
notebooks are presented to our cus- 
tomers by our salesmen person- 
ally. Not only that; the salesmen 
always carry a quantity of fillers 
with them, check with the cus- 
tomers frequently to see if they 
need new ones, and, when they do, 
insert them personally. This is 
another example of how we per- 
sonalize our service to customers, 
and how we always try to keep 
their interests in mind. 

The only other sales promotion 
we do—aside, of course, from the 
manufacturers’ literature we send 
out or leave with our customers— 
is through our calling cards. Our 
salesmen are instructed to leave 
cards on every call except in cases 
where they—and the company— 
are well known to the customer. 
It was formerly our custom to send 
cards (containing the salesman’s 
picture) in advance of calls, but, 

















Aut INDUSTRY COU PLES 
HOSE QUALITY WITH THIS FAMOUS 
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Thousands of industrial con- 
cerns think of Thermoid when- 
ever the need for industrial 
hose arises. Thousands have 
been steady customers for 
years. Working closely with 
many industries over this long 
period, we have actually 
developed many kinds of hose 
to meet the particular needs 
of every type of industry. 


Here are a few of the types 
in most constant demand. 


Air Hose 
Steam Hose 
Water Hose 
Suction Hose 
Fire Hose 
Spray Hose 
Creamery Hose 
Welding Hose 
Sand Blast Hose 
Brewer's Hose 
Chemical Hose 


By stocking Thermoid, you 
can render quick service to 
your trade, and youcan prom- 
ise them long service from 
its use. When unusual re- 
quirements necessitate spe- 
cially constructed hose, why 
not put your problem up to 
us at “Hose Headquarters’? 


THERMOID RUBBER 


Division of Thermoid Company 


TRENTON - NEW JERSEY 








r a4 
3 = 





97 








The names ‘WeldOlets” and “ThredOlets” are Bonney trade marks registered in the 
United States Patent Office. Full patent coverage for designs, principles and construction 


has been granted in the United States and foreign countries 


Fe 
BONNEY 
WELDOLETS 
THREDOLETS 


ISTRIBUTORS and their salesmen are finding 
a ready profitable sale for Bonney WeldOlets 
lets on air conditioning installations 


and Thred 
with welded piping systems. 


Engineers and contractors recognize the fact 
are correctly designed, make stronger 
outlets than any other method of making branch 


that the 


take-offs and are economical to buy and install. 

WeldOlets and ThredOlets were used in 
the air conditioning system installed in the 
new House of Representatives Office Building, 
Washington, D. C.—the largest air condition- 
ing contract ever awarded—because they 
eliminated all cutting, threading and fitting 
of the main pipe—made branch pipe connec- 
tions of full pipe strength that are absolutely 
leakproof. Their funnel-shaped outlets reduce 


oe 


eos ne * * 


turbulence and friction to a minimum, improv- 
ing free-flow conditions. 

WeldOlets and ThredOlets are suitable 
for use in any piping system—whether for 
new construction or maintenance—and will 
make better branch pipe outlets by welding 
than any other fittings. 


For full information about these profitable 
fittings write for Bulletin WT23. 





BONNEY FORGE & TOOL WORKS, Allentown, Pa. 


WELDQOLETS: THREDOLETS 
- ++ Welded Outlets fern Pyairg 


Stocked by Leading Distributors 








LASTING STRENGTH 
of ALL STEEL construction is the 
reason you sell 


LASTING SERVICE 


and lower maintenance cost, and 
thereby create 


LASTING CONFIDENCE 

among your customers looking now 

for help to cut production and re- 
placement costs. 


SELL 


PEERLESS 
HOISTS 


Send for Catalog “P” 

The HARRINGTON Company 
1636 Callowhill St. 
Philadelphia, Pa. 
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now that we call regularly every 
two weeks on our customers and 
good prospects, we find this unnec- 
essary. 

We feel we have made no mis- 
take in following a true course of 
personalized service. Because 
there is no so-called “high pres- 
sure” in our methods of selling 
and promoting sales, it has fre- 
quently taken time to get accounts 
swinging our way, but, once they 
have been sold on the idea that we 
believe sincerely in serving their 
best interests, they seldom hesitate 
to talk freely to us of their pro- 
duction and maintenance prob- 
lems or to listen with open-mind- 
edness to our suggestions. And 
this attitude helps us to do busi- 
ness on a substantial, long term, 
profitable basis. 








Convention 
Record 


(Continued from Page 30) 








Distributor: “Are my lines ade- 
quate to meet the needs of the 
market I seek to serve?” 

2. Manufacturer: “Is my distri- 
bution policy sound for my prod- 
ucts and markets? That is, am I 
using the correct one of the three 
methods—(1) open policy, in 
which my line is open to all dis- 
tributors; (2) selective policy, in 





“We must develop a technique” 


which a few selected distributors 
are used in each territory; (3) 
exclusive policy, in which each ter- 
ritory is served by one outlet ex- 
clusively.” 

Distributor: “Am I really con- 
sidering the manufacturer’s inter- 
ests and advising him soundly as 
to the best policy or am I just 
taking a dog-in-the-manger atti- 
tude of tying up more market 
than I can develop effectively?” 

3. Manufacturer: “Are my dis- 
tribution territories well planned? 
Too large? Too small for a dis- 
tributor to make a real living?” 

Distributor: “Am I really cul- 








W- 
SOCKET END 
WELDING 


FITTINGS 












i ol 

W-S Socket End Welding Fittings provide the extra mar- 
gin of safety and service that is essential on pipe lines 
carrying oil, gas, steam, ammonia, and other liquids. 


They are bored from solid forgings of high tensile steel 
and have heavy walls of uniform thickness. The forging 
method of fabrication compacts the grain structure of 
the steel and creates a density that makes W-S Fittings 
highly resistant to pressures, temperatures, and corrosion. 


Users appreciate the simple, quick way in which W-S 
Socket Welding Fittings can be installed. Just slip the 
fitting on the end of the pipe and weld—no spot welding 
is necessary. The salen or socket is of sufficient 
depth to effect proper alignment and also serves to hold 
the fitting in position while the weld is being made. 


Advertising directed to the men responsible for pipe line 
installation and maintenance has created a responsive 
market for W-S Fittings—your market. 


This quality line backed by a liberal distributor sales 
policy makes it possible for you to do an aggressive 
selling job at an attractive profit. 


Write for Bulletin A-3 and complete information 


THE WATSON-STILLMAN CO., ROSELLE, NEW JERSEY 


WATSON**STILLMAN 
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Today 4,000 national adver- 
tisers use McGraw-Hill Pub- 
lications, only because they 


know it pays TODAY! 









No other publisher in 
America has so many 


national advertisers. 


McGRAW-HILL PUBLISHING COMPANY, INC. 
330 WEST 42nd STREET, NEW YORK, N. Y. 

Offices in— ATLANTA « BOSTON + CHICAGO « CLEVELAND 

DETROIT » PHILADELPHIA SAN FRANCISCO ST. LOUIS 
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PROFITS 


WHEN YOU CARRY 
and PUSH the sale of 














The Nut That Can't Shake Loose 





The market for this different type 
of self-locking nut is so wide that 
many distributors report that al- 
most every one of their regular 
customers has a need for it. Fur- 
thermore, they find that the 
natural tie-up, in the buyers mind, 
with the well known and well 
liked line of “Unbrako” Socket 
Screws gives the “Unshako” an 
advantage which competing prod- 
ucts are not so fortunate in 
having. 
Write 


us about 


our dealer’s 


proposition and at the same time 
let us tell you more about “Un- 
shako” and its many superiorities. 


Fig. 1510 


Cutout Section 
Showing Locking 
Ring in Place 


For DETAILS 
and DEALER'S 
PROPOSITION—Write 


STANDARD 
PRESSED STEEL 
COMPANY 


JENKINTOWN, PENNA. 


Boston Chicago 
Detroit Box 519 St. Louis 
Indianapolis Francisco 























tivating the territory I have or 
am I reaching out for so much 
territory that I can only skim the 
cream?” 

4. Manufacturer: “Are my dis- 
counts to distributors fair and 
adequate or am I shaving their 
margins to a point where they 
must handle my line with no profit 
or at a loss?” 

Distributor: “Am I always try- 
ing to increase my net by getting 
longer discounts or do I appreci- 
ate that my own energy and effi- 
cient operation must be the most 
important factor in my success?” 

5. Manufacturer: “Am I work- 
ing closely with my distributors 
and their salesmen in order to 
make our line more profitable or 
do I leave them pretty much on 
their own to sink or swim?” 

Distributor: “Do I train my 
sales force to make effective use 
of the help the manufacturers of- 
fer or do I ignore that help and 
rely too much on old-fashioned 
bare-handed, ‘inspirational’ sell- 
ing?” 

6. Manufacturer: “How many 
of our distributors are sold on 
our lines as ‘blue-ribbons’ or lead- 
ers? Are we doing all that we 
can to increase the number of 
them?” 

Distributor: “Am I studying 
carefully the relative standing of 
my lines in their markets in order 
to pick out those that give promise 
of being ‘blue-ribbons’? Or do I 
just plod along with so much ‘mer- 
chandise’, overlooking the places 
where I can go to town with much 
less effort and cost?” 

7. Manufacturer: “How can we 
get distributors to put specialized 
effort on our lines?” 

Distributor: “How can I get the 
manufacturers to realize that they 
have certain lines on which it 
would pay them to provide me 
with the support necessary to give 
them specialized effort?” 

8. Manufacturer: “Do we con- 
sider the distributor as part of 
our sales organization and give 
him the same cooperation and sup- 
port that we do to our own sales- 
men? Or do we see him simply 
as a bulk customer?” 

Distributor: “Do I earn that 
standing by protecting my manu- 
facturers against the unreason- 
able customer; or do I always take 
the easy course of agreeing with 
the customer and blaming the 
manufacturer?” 

9. Manufacturer: “Have my 
markets been properly analyzed in 
terms of my products, and, if so, 
have I put the findings to the 
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SELL 


COATED ABRASIVES 
MADE BY 


CLOVE 


HE Clover Color-Stripe 
[ine of Coated Abrasives 

represents the last word 
in efficiency and work value. 
Flint, Emery, Aluminum 
Oxide, Silicon Carbide and 
Garnet—supplied in sheets, 
rolls, belts and discs. 


Everything the wood-worker, 
painter and metal-worker re- 
quires—and, of a quality 
and work-value rarely found 
and seldom equaled. 





Sell Clover Color-Stripe 
Abrasive Papers and Cloths. 
Your customer will see how 
much better they really are, 
once tried, and will never be 
satisfied with the ordinary 
kind, 


It's not the first sale but the 
repeat business that brings 
real profits. You get it with 


the Clover line. 
CLOVER MFG. CO. 
NORWALK, CONNECTICUT 


Also makers of the famous 


CLOVER GRINDING and 
LAPPING COMPOUNDS 
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SAGINAW, MICHIGAN 


TAPES - RULES 
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Busy Days Ahead 


for Contractor, Carpenter and 


[UFAIN Tapes and Rules 


June days are building 
days. Contractors and car- 
penters are working at 
their peak. They need 
dependable tools. 


Are you ready with an 
adequate stock of the fast 
selling Lufkin Tapes and 
Rules? It will pay you to 
display them, talk them. 
Everyone knows the name 
Lufkin and knows it goes 
hand in hand with the best 
in measuring devices. 
Dealers are cashing in on 
the value of that name. 


Wd thik 


New York 


City 





PRECISION TOOLS 


| them my close-up knowledge of | 


| ing all that I 


profitable use of our distribu- 


tors?” 

Distributor: “Do I help my 
manufacturers to analyze their | 
markets and make available to | 


those markets and the standing of 


their products in the markets?” | 
10. Manufacturers: “Am I do- | 


through industrial advertising di- 
rectly to my ultimate users in or- 
der to build up recognition and 
acceptance for my products? Or do 
I leave it up to the distributor to 
do all the missionary and educa- 
tional work as well as the selling?” 

Distributor: “Do I contribute 
constructively to the advertising 
efforts of my manufacturers and 
train my sales staff to tie in their 
selling with the manufacturers’ 
story to the market? Or do I 
constantly harp on how much nicer 
it would be if I could get in higher 
discounts the money that he in- 
vests in advertising to build up 
the recognition and acceptance of 


9 


his line? 


Taxes 


Reduce government's grasp 
and business will achieve its 
own recovery, is the opinion 
of James A. Emery, General 
Counsel, National Association 
of Manufacturers. 





"What is more necessary 
than stability?" 


“WOU GATHER in the midst 

of depression, intensified by 
obsession. It is against this seri- 
ous background we are to view 
the burdens of taxation and the 
tendencies in public policy which 
affect the present operations and 
future commitments of American 
business. 

“This is not the time or place 
for examination of the new tax 
measure. There are, however, two 
things that deserve emphasis. The 
first is that the Undistributed 
Profits Tax ought to be aban- 
doned. It compels distribution by 
edict, substituting the arbitrary 
command of a statute for the 
judgment of responsible manage- 
ment without respect to the condi- 
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should be doing | 


MARVEL 


High-Speed-Edge 
HACK SAW BLADES 





Positively 
Unbreakable 


These 
posite blades are the 
only blades that can 
be both strictly High 
Speed and _ positively 
Unbreakable. 


patented com- 


Long Lasting 
Fast Cutting 


they surpass all other 
blades in these two 
features that every hack 
saw blade buyer is seek- 
ing. A genuine high 
speed steel cutting edge 
that is certain to serve 
its full cutting life be- 
cause it is supported by 
a tough alloy steel body. 








Tough 
Alloy 
Steel 
Body 
18% Tung- 
sten High 
Speed Stel 
Cutting Edge 
Patented Integral 
Weld 


Fast Selling 


Because they offer the 
finest edge, are safe. 
shatter-proof and eco- 
nomical because 
they make practical in- 
creased speeds, feed 
pressures and blade 
tensions, these blade- 
are preferred wherever 
introduced. Because 
they have no equal or 
substitute, they sell, re- 
peat and build profit-. 


Write for Catalog 


Armstrong-Blum 
Mfg. Co. 


“The Hack Saw People” 
5753 Bloomingdale Ave. 
CHICAGO, JU. S. A. 
EEE SRR coy aR 

















tion of the corporate property 
upon which it operates. 
“Furthermore, has not the time 
arrived for a study and reorgan- 
ization of our Federal tax system 
by an independent qualified tax 
commission? What is more neces- 


sary than stability in revenue 
rates and methods? Today, ten 
cents of every national income | 


dollar finds its way into the Fed- 
eral Treasury and fifteen cents 
additional represents the levies 
of local excise. Such burdens in 
a period of economic and political 
uncertainty are a major factor in 
discouraging the acceptance of 
risks of enterprise. Complete 
abandonment of the primarily reg- 
ulative Excess Profits Tax and 
the assurance of deliberate reex- 
amination of our Federal tax sys- 
tem, free from the pressure of 
any particular Congressional situ- 
ation, would go far to revive our 
shattered business morale. 

“The world of today is locked 
in a struggle between individual- 
ism and collectivism. Between the 
dominant State and the free indi- 
vidual. Here we stand in the 
midst of tendencies that to be 
seen is to be identified. Extrava- 
gant spending has failed. The sub- 
stitution of the judgment 
boards, commissions and bureaus 
for that of responsible manage- 
ment, has stalled the business ma- 
chine. The price of restoration 
is freedom from unreasonable re- 
straint. 


Accent on SALE 


"There is little danger of 
over-emphasizing the import- 
ance of sales and distribution 
—-we can always work up to 
the pace set by the market 
outlets'—dJ. Lester Perry, 
president, Carnegie-lllinois 
Steel Corporation. 





"More room to move 
up than down" 


ITH RESPECT to a 


basic 
industry (steel) which is 
operating at an average rate of 


approximately one third of its ca- | 


pacity, this much may be said— 


of | 





ATLAS 


CAR MOVERS 


Set the pace and 
Lead the field. 


DISTRIBUTORS! Make money on 
these winners! Atlas Car Movers 
have been making good profits 
and building up a substantial busi- 
ness for many progressive Mill 
Supply men for 30 years. 


Atlas Car Movers are sturdy, 
reliable, incorporate all modern 
improvements, but retain the fun- 
damental principle which have 
made them outstanding Car Movers 
of the times. 


The Spur is the HEART of the Car 


oe 
Wisses cs 19 STAND AND WE WILL MOVE THE Capp 








No. X Regular ATLAS 


Mover. The Spurs in Atlas Car 

Movers are made of the best steel 

obtainable, treated properly to No. VII—double 
withstand the tremendous strain PR No rail 
placed on them. They can be No. 8—Single 
turned when necessary, thereby om. Tee 







guides 
making use of all four edges and 


giving longer wear. 


The Atlas is fully guaranteed 

against all manufacturing defects. 

Find out more about this leader of No. NNS New 
the field. ATcas 


APPLETON -ATLAS 


CAR MOVER CORPORATION 
2947 N. 30th St., Milwaukee, Wis. 
Formerly Located at Appleton, Wis. 


Light, speedy Car Mover 
for average load, Very 
efficient, with doubl 
spurs and rail guides 








Double spurs 
and rail guides 














FITLER 
ROPE 


Ever since Columbus offered glass beads to the 
American Indians to promote Good Will, there have been 
numerous methods employed to artificially stimulate “closer 
dealer co-operation.” 


The Good Will Policy of The Edwin H. Fitler Co., without tricks 
or gadgets, is the same today as it has been for the past 133 
years—Fair Dealing— Prompt Service and Painstaking Super- 
vision of the detailed intricacies of manufacture. For Dependa- 
bility —Tie up with Fitler. 

Look for the Blue and Yellow Colored Trade- 

mark Reg. No. 245091 U. S. Patent Office. 


THE EDWIN H. FITLER CO. 


PHILADELPHIA, PA. 
Philadelphia Cordage Works 
New York Chicago 





Est. 1804 


New Orleans Houston 
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users on the basis “THERE IS NOTHING BET- 
TER.” SELL THE “ALLIGATOR BRAND.” 


In some sections we can accept distributors. If 
you want a real profitable quality high grade 
complete line of files write us— 


—= 
The line is complete in sizes, shapes and cuts. 

For twenty-five years CARSON-NEWTON have 

been making files, INDUSTRY have used them, 

they are accepted by the most particular file 
BELLEVILLE, N. J. 
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there is vastly more room to move 
upward from 33 per cent than 
there is to move downward from 
that point. 

“The normal needs of the coun- 
try are not being really satisfied 
at the present rate of production, 
and business is rapidly approach- 
ing the point at which whatever 
benefits may accrue from a pru- 
dent reduction of inventories, will 
have been realized. For the mo- 
ment we do not feel constrained 
to adopt a decided attitude of 
either optimism or pessimism, nor 
to indulge in prophecy for the 
short range, but simply to signify 
an abiding personal faith in the 
ability of men to work together 
effectively for better things .. . 
A little reluctantly we may have 
to come to the conclusion that 
there never was exactly a millen- 
ium in business, that we are cer- 
tainly not in one now, and that 
the future will bring its problems 
and complexities to test the mettle 
of industrial leaders, equipped 
with even better devices than our 
own... It is reassuring to 
note that you have not hesitated 
to place due emphasis upon sales 
and distribution, which together 
constitute a major interest of 
your group. To what industrial- 
ist, may I ask, do these items not 
appear as a major interest?. . 

“By and large, the process of 
marketing in the fields in which 
you and I are primarily interested 
is not an entirely detached and 
mechanical affair, as it brings into 
play the impact of personality on 
personality. The activity is one 
which involves not only charts 
and arithmetic, but questions of 
ethics and fair play as well. Thus 
the motive power which drives the 
selling machinery of business is, 
in the last analysis, human power, 
and the net results will depend 
upon the integrity and ability of 
men. . . . The producing de- 
partments of industry have cer- 
tainly done much in recent years 
to supply merchandise worthy of 
your best efforts. . 

There is little point in at 
tempting to magnify, unduly, the 
importance of any one factor in 
the business equation. My own 
belief is that the essential ele- 
ments must always be kept in 
step. Therein lies the perennial 
problem of the executive and the 
challenge to all of us. In resolv- 
ing this matter of proper coordi- 
nation, there is little danger of 
over-emphasizing the importance 
of sales and distribution—we can 
always work up to the pace set 
by the market outlets.” 














Customer Approach 


Increased efficiencies in op- 
eration of the warehouse, 
store and office are not 
paralleled by the sales force. 
Planned selling would show 
the salesman where his poten- 
tial lay, what profitable items 
his potential customer is likely 
to purchase, and the probable 
volume—W. A. Purtell, Holo- 
Krome Screw Corp. 





"Too many follow the 
old hit-or-miss" 


“7 HERE ARE two fundamental 

phases on the subject of cus- 
tomer approach. The first is the 
analytical approach, the second the 
physical, or personal approach. 
Unfortunately, too often little or 
no attention is given the first 
phase, thereby materially decreas- 
ing the productiveness of the sec- 
ond phase. 

“The trend of the times, busi- 
ness-wise, is towards efficiency. 
Efficiency is the result of study 
and understanding, and the reason 
such strides in efficient manage- 
ment have been made within re- 
cent years is because analysis and 
study have given us a clear under- 
standing of what we are doing— 
thereby providing a basis for 
properly planning what we should 
do. 

“Surprisingly, all too many 
manufacturers and _ distributors 
still follow the old hit-or-miss 
practice in relation to their sales. 
Instead of studying their mar- 
kets or territories and directing 
their sales efforts intelligently, 





they seem to follow the old and 
more fallacious belief that every 
smokestack is a_ potential cus- | 
tomer, or that the more distribu- | 
tors in the fold the greater the | 
volume. 

“All of this old hit-or-miss sell- | 
ing is uneconomical and unsatis- 
factory, but it is, nevertheless, the | 
way many of us still sell. I 
would, therefore, in a 
yourself with analytical customer | 
approach, arm your salesmen with | 
the facts thus gained, so they 
may intelligently present them to 


Fore TEXTILES oe 


hs what have you? 


Sell reliable R & M Electric 
Hoists—and they stay sold 
and repeat. Or take a 
chance on a second-rate in- 
stallation—and you get the 
kick-back when the trans- 
action goes sour! 






A quality sale now means 
that you'll have the “in” 
later, when things open up. 
Don’t risk the big orders that 
are coming! 

You get the inquiry—we'll 
help you close it. 


Sold Through 
Mill Supply 
Houses Everywhere 


ROBBINS E MYERS 


HOIST & CRANE DIVISION SPRINGFIELD, OHIO 








BARS..BEARINGS..BABBITT 
It costs you less to sell 
“THE WELL-KNOWN LINE” 
THE BUNTING BRASS & BRONZE COMPANY... 


BRANCHES AND WAREHOUSES IN ALL PRINCIPAL CITIES TOLEDO, OHIO 


BUNTING 


MACHINED AND CENTERED BRONZE BARS 
BABBITT METALS 
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MONO-BILT 
Wire Wheel Brush 


*% MONO.-BILT Wire Wheel Brushes 
are made of specially drawn, 


thoroughly crimped steel wire in- 


termingled into an all metal, ac- 
curately balanced unit of excep- 
tional strength and durability. 
Interchangeable centers, available 
in ‘2 to Wy" arbor hole sizes, 
enable the distributor to quickly 
adapt the brushes for any size shaft 
within this range. 











- 
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EAR after year distributors everywhere 

are acquiring more and more customers 
on MILWAUKEE Industrial Brushes. Many 
report that their volume has doubled within 
one year after becoming MILWAUKEE Indus- 
trial brush sales boosters. 
You, too, have the same opportunity. Today 
every plant in your territory uses brushes of 
some kind for production or maintenance op- 
erations. New uses developed by industrial 
expansion and progress are constantly increas- 
ing your potential outlets for these sturdy 
service tools. 
A dependable line with such sales possibilities 
means more profitable repeat and volume 
building business for you! MILWAUKEE can 
help you turn those prospects into money- 
making brush customers. Let's start now! 


THE MILWAUKEE BRUSH MFG. CO. 
2212-2236 North 30th Street Milwaukee, Wis. 


MILWAUKEE INDUSTRIAL BRUSHES 


WALL 
ta. 


WALK-LAID 


MANILA ROPE 
% 









O SELL GOOD ROPE 


> 


Ss 
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Wall distributors and dealers know how confi- 
dently they can furnish Wall Manila Rope for 
the toughest kind of job and have it give full sat- 
isfaction. The Wall Line is complete in all indus- 
trial sizes and types. 


WALL ROPE WORKS, Inc. 
, 
48 South St., New York, N. Y. Factory: Beverly, N. J. 
) So. Charles St., Baltimore $25 Decatur St., New Orleans 
Mad la 
123 So. Broad St., Phila., Pa 
57 Commercial Pl., Norfolk, Va 
102 Broad St., Boston, Mass« o17 . 7m 
S21 Folsom St., San Francisco, 217 E. Archer #t.. Tulse, Otls 
Cal 2000 Nance St., Houston, Texas 


671 Orleans St., Chicago, Il 


ROPEWALK IN THE 
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| your prospective customer. They'll 


take care of the physical, or per- 
sonal approach. 

“Intelligently planned selling 
would place the salesman in a po- 
sition to know where his potential 
sales lay, what profitable items 
his potential customer is most 
likely to purchase from his house, 
the volume of such sales, etc.” 


Market Study 


A system for analyzing the 
local territory which provides 
valuable by-products for the 
advertising, sales and purchas- 
ing department is explained 
by W. C. Hunter, Ross-Wil- 
loughby Co., Columbus, Ohio. 





"Know your business thoroughly" 


‘\]. N DISCUSSING the subject of 

market potentials and sales quo- 
tas, we must of necessity go back 
to the business fundamentals of 
knowing your own business thor- 
oughly. A few years ago our 
company made a survey of our 
business analyzing it with the idea 
of proving the reason for our 
being in existence. We divided 
our business into ten groups con- 
sisting of the various classes of 
buyers we serve in our locality 
as follows: Transportation, Public 
Utilities, Public Works, Basic In- 
dustries, Contractors, Miscellane- 
ous, Process Industries, Food In- 
dustries, Metal Working, and 
Wood Industries. 

“We then compiled a list of our 
potential prospects and customers 
under the various headings, with 
the principal items they would 
naturally use. There we had a 
picture of our business, a pano- 
rama of our activities, our reason 
for being in existence. We could 
use this list for a variety of pur- 
poses. 

“As we are firm believers in ad- 
vertising properly directed, our 


| advertising department uses the 


lists as a guide in making up our 
mailing list of prospects. At our 
semi-monthly sales meetings a 
round table discussion is held 
twice a year, using the list as the 























subject of our meeting with the 
idea of guiding our salesmen in 
thinking correctly and properly 
grounding them in the elemental 
concept of our business. Our pur- 
chasing department found that it 
could be used to advantage, in 
guiding their purchases, and mak- 
ing the proper selections of lines 
to be carried. 

“Finally, it was of the utmost 
importance in allotting yearly quo- 
tas to our sales force. By break- 
ing the list down further we could 
very readily arrive at the various 
quotas to be assigned. 

“It might appear that the 
scheme would not be of import- 
ance in some of the metropolitan 
centers, where business is larger 
and quite diversified, but it could 
be used even there as a guide to 
your purchasing department in 
considering specialties that might 
be offered. 

“I cannot stress too much the 
importance of making such an 
analysis as the foregoing, you 
might all be surprised at what it 
would uncover, in the way of mar- 
ket potentials. It is fundamental 
in its nature, and of profound 
good in placing our business on a 
higher plane, making us all more 
distributor minded in the full 
meaning of the term.” 


Promotion 


Increasing distributor's volume 
and profits through effective 
use of manufacturers’ sales 
promotion literature is dis- 
cussed in a committee report 
by C. F. Conner, B. F. Good- 
rich Co. 





"Plan well in advance” 


“— HE PROBLEM of sales and 

promotional literature regu- 
larly supplied to the distributor 
by the manufacturer is a compli- 
cated one involving millions of 
dollars every year, yet no matter 
how much they cost, these folders 
and booklets are valueless if they 


are not put to work by the distrib- | 


utor. 
“With this ammunition the 
distributor can conduct _intelli- 





ALLIGATOR 


TRADE MARK REG. US. PAT. OFFICE 


STEEL BELT LACING 









ALLS 1 70e 
Ohi ang 2" 


AOE AUS, hj 






ToS meee 


Made also in “Monel Metal" and non-mag- | 
netic alloy for special service, and in long | 
lengths for wider belts. 


Sold only through jobber-dealer trade channels. 


Boxes, 


Sole Manufacturers 


FLEXIBLE STEEL LACING CO. 
4633 Lexington Street Chicago, Illinois (44... “Newer Lets Go” 








... sell the complete 
line of ROPER PUMPS ow msrer 


Roper Pumps possess exceptional features that will 
command instant attention from your customers. 
This plus a quality of materials and workmanship 
that goes unchallenged enables you to sell Roper 
Pumps with a minimum of sales resistance. 


SELL EVERY PLANT HYDRAULIC POWER 


Every industrial plant in your territory has a need 
for one or more Roper Pumps. Yow can sell them. 
That's why we have adopted our distributor policy 
We believe in distributors’ salesmen. Let us tell 
you why you can do a real job with the Roper line. 








GEO. D. ROPER CORP. DEPT. 6 ROCKFORD, ILL. COOLANT PUMPS 


RODER ot... PUMDS 





OEP ENODA 
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Go After Small 
Plant Business 
Now! 


WELLS 
Metal Cutting 





















~ No. 8 Size No. 5 Size 
B A N D S A WwW S Sm 8” diameter 5” diameter 
with New Three Speed round or = round or 
8” x 16 5" x 10 
Control flat flat 
























Sell the Wells Metal Cutting Band Saw to the small shops in your vicinity. 
It's a sturdy machine that attracts friends because of its efficient, long-lived, 
economical performance. 

So low in cost that you will find quick interest wherever you bring it up. 
Many satisfied users—large and small—have helped put good profits in dis- 
tributors pockets. Study these sales making features. 

(1) Design permits cutting material to practically any angle (2) 3 speed control 
assures proper setting for blade speed through various types of metal (3) Ad- 
justable roller bearing blade guides, and rigid construction assures closer 
working tolerances, (4) Portable to any plant location where metal cutting 
is required. 

Try bringing the Wells Band Saw to your customers’ attention. 
doing them a favor and making money. 


© Saw it the WELLS Way « 


WELLS MFG. CORP. iiss” 


You'll be 









SALES OPPORTUNITIES 


In Most of Your Customers’ Plants 




















DESMOND DRESSERS AND CUTTERS 


e 
SIMPLEX 


Steel Slide 


VISES 


Every one of your customers’ grinding 
wheels will grind faster and more ac- 
curately if it is regularly dressed and 
trued with Desmond Dressers and 
Cutters. 

We make the only complete 
line of these tools and 
their national accept- 
ance makes 
easier for you. 


The exclusive 100% solid steel 
slide makes them stronger and 
more serviceable. 


The ad- 
vantages of 
this modern vise 
are self evident to 
your customers and you 
will like our upto date sales 
assistance and co-operation. 
Let us send you our new vise 
catalog and full information on our 
distributor co-operation. 








You will find many sales and good repeat orders on Desmond Dressers and 
Cutters and Simplex Vises. These lines are worth investigating to-day. 


THE DESMOND-STEPHAN MFG. CO. 


URBANA, OHIO 
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gent, well-planned sales promo- 
tion and direct mail campaigns 
to his customers at relatively low 
cost, but the distributor must 
first furnish the guns to fire this 
ammunition. 

“Some equipment is necessary 
but its cost may be distributed 
over the budgets of many years. 
An indispensable piece of equip- 
ment which should be provided in 
the establishment of every supply 
house is a suitable cabinet for or- 
derly filing of manufacturers’ lit- 
erature. 

“Office equipment manufactur- 
ers offer many types of equipment 
for reproducing letters and ad- 
dressing envelopes. Inexpensive 
hand-operated models are avail- 
able. 

“To make a mailing list, have 
each of your salesmen make up a 
list of the men they contact in 
the different plants. Be sure that 
names and initials, and titles, 
when used, are correct, and that 
the spelling is right. Next, check 
the names of the firms represented 
against directories, city, telephone 
or industrial. Put each name on 
a 3x5 card, on which classifica- 
tion numbers have been printed, 
and arrange alphabetically. 

“Make a list of the various ma- 
jor classifications of goods you 
sell. Items should be grouped so 
that you can limit the number 
of classifications. 

“Determine how often you want 
to circularize your lists. The ma- 
jor classifications might be circu- 
larized two or three times as fre- 
quently as the minor classifica- 
tions. 

“At all times keep your sales- 
men posted well in advance, never 
less than a week, what your are 
going to do and when, and what 
you expect him to do to tie in 
with your efforts. Some distrib- 
utors already have a_ planned 
schedule of sales drives, concen- 
trating on certain products during 
planned periods. 

“Notify your suppliers well in 
advance the periods you have se- 
lected for promotion of their prod- 
ucts. They may suggest a better 
time of year to fit in with their 
national advertising campaigns, 
publication of new literature, an- 
nouncement of new products, or 
visits of their missionary men. 

“Don’t make the mistake of us- 
ing all your literature for your 
mailings. Be sure that the sales- 
men are well supplied. Plan well 
in advance. Know your plan. 
Carry out your plan. It will bring 
more profitable sales . . and 
that’s what you want.” 






































Giving Your Men Foreground 


Background is vital for your salesmen. It facturers of metal-working equipment acces- 
gives them the understanding essential for sories and supplies. Production men, made 
proper appreciation of the buyer’s problems. familiar with these products through Ameri- 


can Machinist advertising, welcome the man 


American Machinist, through its editorial who can provide them. 


pages, will provide the background your men 
need to sell metal-working executives, just as Carrying the advertising message of the 
cuncly ao 8 peuvtdes backqueend we 82000 . manufacturers you represent, American 
of these same executives who are its readers. Machinist reaches behind closed doors to the 
executives you want to sell, laying the 
Fortnightly, American Machinist also carries ground-work for later personal selling 


the advertising message of prominent manu- giving your men foreground. 


AMERICAN MACHINIST 


More subscribers than any other metal-working publication, 1500 more even than its own 1929 peak. 


A McGraw-Hill Publication 330 West 42nd St., New York, N. Y. 
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New Safety J 
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eatures 


ou Build Sales 
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to 
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when - 4 complete 


Two newly appointed members to the 
sales staff of the American Screw Co. 
They are W. P. Getty, Jr. (left), who 
will cover metropolitan New York and the 
state of New Jersey and J. J. Coy who 
will cover the Middle West from Detroit. 
Not pictured is John S. Dodge recently 
assigned the New England territory for 
the firm 


dously 
unts tremen 
* Safety < Coffing gives NT Ratchet Lever *'. ‘ 
sts—no ‘he new Safety- ‘hops contract 
safety '" machine sh 


: ilroads, 9% 
Mines, factories Mirents, oil fields: verested Shaw Family Well-Known 
maintenance te., are In Distributor Field 


rages. wrecking make these | 
greater § The recent death of Mrs. Louis B. 
Shaw in La Jolla, California, calls 


hing the © 
ofits by pust 
yoe handsor gchet Lever Hoist. 

. MPANY to mind her close family relation- 
ship with five well-known figures in 


Satety- 
HOIST co {itinois 
FING ; 
COF the industrial supply business. 


Needed 

Danville Lift Mrs. Shaw’s husband founded the 

© Machinists’ Supply Co., Pittsburgh, 
and owned the old Machinists’ Sup- 
ply Co., Chicago, from the time it 
was founded until 1928, when he 
sold out to the H. Channon Com- 
pany, and retired to La Jolla. 

Her son, Jack Shaw, was with 
Machinists’ Supply in Chicago, from 
1918 until it was sold and was with 
the Valley Forge Steel and Tool Co., 
and Whitman and Barnes from that 
time until recently, when he moved 
to Los Angeles and started his own 
manufacturer’s agency -business. 

John C. Simm, a brother, at one 
time owned the Machinists’ Supply 
Co., Pittsburgh, which was founded 
by the elder Louis B. Shaw. Another 
brother, James C. Simm, was with 
the Phillip Gross Hardware Co., Mil- 
waukee, at the time of his death, and 
Every item bearing THE CARD QUALITY label is still a third brother, Arthur M. 
guaranteed to perform satisfactorily. Simm, was once with the Standard 
P Supply Co., of Philadelphia. The lat- 
ter now represents the Staset Com- 
pany, manufacturer of industrial 
diamonds, with headquarters in 
Chicago. 


full a Hoist. 





atety- 


This means satisfied customers and profitable repeat 
business for CARD distributors. 


THE TAPS THAT BRING YOU PROFITS. 
S. W. CARD MFG. CO., Mansfield, Mass. 


DIVISION OF UNION TWIST DRILL CO. 


W. B. Holton Speaks 
Before U. S. Chamber 


W. B. Holton, Jr., president of the 
Walworth Co., New York City, 
addressed the Chamber of Commerce 
of the United States at Washington 
May 3, on the subject “Taxes on 
Established Enterprises.” 

This was the 26th annual meeting 
of the organization and discussion 
was centered around taxes and 
economic progress. Mr. Holton in his 
talk advocated relief to business first 
and the adjustment of the tax base 
after business has reached sounder 
ground. 





STORES: New York: 61 Reade St., Chicago: 11 South Clinton St., Detroit: 6540 Antoine St., 
San Francisco: 121 Second St., Los Angeles: 168 So. Central Ave., Seattle: 568 First Ave. So. 
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... or do you have to be content with the left- 
overs? The AP Franchise offers you a well- 
rounded sales promotion program on Jewel 


Abrasives that takes your abrasive selling out 


of the rut, puts you at the banquet table where 


you can enjoy unusual co- 
operation—greater profits. 

Your customers will like 
the engineering help always 
available on engineering 
problems; Masterpak, an 
exclusive package that 
assures factory-fresh deliv- 


ery of Jewel Abrasives; 


YT Y¥II 


fin The ‘Banquet’ Of Profits 
Get The Details On This Money- 
Making Franchise Today—Write 





Abrasive Products, Inc. 
South Braintree, Mass. 
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24-hour delivery action on every order that 
hits our shipping desk. 

A complete national advertising campaign 
on Jewel Abrasives opens the way for easier 


sales—free trial-offers to prospective customers 


produce results for you. 
Wherever special tests or 
demonstrations are needed 
Abrasive Products is glad to 
offer the services of its en- 
gineers and production ex- 
perts as long as you need 
them. The AP Franchise 


protects you at all times. 


PRODUCTS 


























FOR BETTER ARC WELDING 


For better arc welding the welder needs 
better electrodes—and in the broad range of 
Imperial wires for A. C. and D. C. work you 
can give the welder exactly what he needs. 
The Imperial line also covers oxy-acetylene 
rods for cast iron, steel, brass, aluminum, etc., 
and fluxes for different metals are made to 
Imperial’s own formulas. 


MILL SUPPLIES © JUNE 1938 


: : 
“a : on — 


%- 





~ 


REAL WELDING OUTFITS 


Gas economy and low maintenance cost are 
features of the broad range of Imperial welding 
and cutting outfits. They will handle the light- 
est, as well as the heaviest welding and cutting 
work. Goggles, hose, cylinder trucks and other 
accessories are a part of the Imperial line. 


WELDING ROD MERCHANDISER 

Write for complete details about a very 
effective aid in promoting oxy-acetylene weld- 
ing rod sales. 


PAINT SPRAY EQUIPMENT 


Imperial spray guns can be used for all 
classes of painting. They produce a uniform 
flow of material, perfectly atomized and free 
from streaks. They are simple in construction, 
light weight, perfectly balanced, and easy to 
clean. All Imperial paint spray guns are easy 
to operate and easy to adjust. The line includes 
a broad range of paint spray accessories in- 
cluding spray booths. 


There are bulletins arid 
folders available on 
each of these products. 


WRITE FOR COMPLETE 
INFORMATION 











UPSON:WALTON peor sats wn 


© Built on Customer Good -Will! 


@ There’s an extra “something” put into every 
Upson-Walton product. 


The most profitable substance of the results is 
Customer “GOOD-WILL.” 


“U-W”" offers you a DEPENDABLE-QUALITY 
LINE that assures new and repeat sales to any 
industry that must lift—pull—haul or guy—with 
MANILA or WIRE ROPE. 


And a complete line of TACKLE BLOCKS and 
FITTINGS that go with it. 


Close distributor cooperation—Complete stocks— 
backed by 67 years of service to industry—are 
the factors at your service in landing initial and 
repeat sales, and best of all, Customer GOOD- 
WILL. 





The latest "U-W" catalog 
should be in your files. 


/ 


Branch Offices @xsffp DAr ’ f ® ho os Branch Offices 
an he en 7 AF noo # YY Hepa Ae ah 
Warehouses HAL VHA ADEBBUZ==8 PHA es St. Louis 


asties Knoxville 
NEW YORK Established 1871 
BUFFALO wag 
PITTSBURGH Main Office and Factory 


Los Angel 
CHICAGO 1168 W. llth Street Gen Seomine 


CLEVELAND, OHIO Portland 


Seattle 
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BROWN & SHARPE 


a 


BROWN & SHARPE | 
CUTTERS 








“A FAIRER DISTRI-. 
BUTION POLICY PLUS 
STEADY ADVERTISING 

oo AND THE OUT- 

STANDING QUALITY 

OF J-M PACKINGS” 








EN YEARSAGO, James McGraw, 

Inc., Richmond, Va., took on 
the J-M Packing line. Since then, 
they’ve seen packings sales mount, 
until today they are among the com- 
pany’s leading items . both in 
volume and in profits. 

Mr. H. T. Wagener, Sales Man- 
ager, feels that Johns-Manville’s at- 
titude toward the jobber has a lot 
to do with it. Advertising and mer- 
chandising campaigns keep the J-M 
name before every large packing user 
in the country. Our own salesmen 
are always available to help on sales, 


service and recommendation prob- 
lems. And the distributor’s interests 
are completely protected. 

The service J-M Packings give is 
in your favor, too. Your customer 
gets the trouble-free service he de- 
mands. Economical performance on 
the job provides sizeable operating 
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savings. And your customer’s satis- 
faction operates to build a bigger 
packing business for you. 

* oa * 
All these facts add up to greater 
packing profits. Let us send you com- 
plete details. Write Johns-Manville, 
22 E. 40th St., New York City. 
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TRUCK 
CASTERS 


complete line... with sizes and types for every 
materials-handling requirement 


Outstanding leadership in 
volume of business — result- 
ing from leadership in 

@ Engineering development 

® Quality of product 

@ Economy in cost 

@ Economy in operation 


Pe » © Sales policy 


The leading line of truck casters, ; ; eee 
sold through established and recog- a ic . ete, 4s 
nized industrial distributors. In a ~ ee 4 
limited number of territories there ; vA — 

is an opportunity for distributors to »~ ay ’ ’ 
profit by handling the outstanding . i ; if. 
line of truck casters— the line that is FOR FURTHER 
complete ... easy to sell... backed oo Sod 


by a fair sales policy and aggres- “CATALOG IN 
sive advertising. ys T's 


“a 
*] 


LEMITE CORPORATI LTD., BELLEVILLE, O 


THE BASSICK COMPANY. pripcEeporT, CONNECTICUT 
an Fact STEWART. WARNER.-AI N. I NTARIO 
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CUT YOURSELF IN 





You can cut yourself a big slice of money-making 
file business ...with this superior file. 

Why? Simply because nothing takes the place of 
“performance.” And that's assured by the patented 
“Wavy Teeth” design of the NUCUT File—the design 
that means MORE WORK DONE IN LESS TIME—WITH 
LESS EFFORT. 

With this unique design to demonstrate—one that 


Its “better performance is going over big with file users 








gives a new measure of results— NUCUT Distributors, 
today, get the attentive ear of file buyers, and get 
their business, too. 

Buyers are glad to try this really different tile— 
and a trial quickly becomes an order, and re-orders. 

It will pay you to get the facts about this file and 
to investigate Heller's protective sales policy. They 
show you the way to bigger file volume. 


HELLER BROTHERS COMPANY, NEWARK, N. J. and Newcomerstown, Ohio 


HELLER NUCUT 


“WAVY TEETH” 


PPP PP PP Ae 


FILES 


PATENT No. 2027039 
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PRODUCT 


Centrifugal Pump 
Die Grinders 
Drum and Barrel Racks 


Paint Sprayer 


Renewable Fuses 


Double-Duty Transformer 
Grinder 
Torque-Indicating Wrench 
Canopy Light 


Pipe Vise 
Tube Shaping Tool 


Portable Drills 
Industrial Enamel 
Condensation Pump 


Conveyor Belt 
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MAIN FEATURE 


- 


Efficient capacity range of from 50 to 


100 g.p.m. 


Light in weight, compact and of maxi- 


mum power 


Permits storing of drums or racks 


ceiling high 


Spraying pressure of over 30 pounds 


Can be renewed quickly and is screen- 


vented 


Permits a reduction in transformer costs 


Constant surface wheel speed 
Reversible ratchet mechanism 


Provides a highly diffused type 
illumination 


Can be readily attached to any support 


Can be used to make coils, fittings and 
reducers 


High torque produced by triple gear 
reduction 


Baking time eight to ten minutes at 
350 deg. F. 


Close coupled design with 
bronze impeller 


balanced 


Crepe surface of unusual 


qualities 


holding 


of 


MANUFACTURER 
Allis-Chalmers Mfg. Co. 
Van Dorn Electric Tool Co. 
Barrett-Cravens Co. 


Electric Sprayit Co. 

Pierce Renewable Fuses, Inc. 

General Electric Vapor 
Lamp Co. 

U. S. Electrical Tool Co. 


Bonney Forge & Tool Co. 


Fostoria Pressed Steel Corp. 


J. H. Williams & Co. 
E. H. Sachleben & Co. 


U. S. Electrical Tool Co. 
E. I. DuPont de Nemours & Co. 
Yeomans Brothers Co. 


U. S. Rubber Products, Inc. 











NEW PRODUCTS 
WITH SALES POSSIBILITIES 


Centrifugal Pump 


This new 24 by 1% in. two stage 
“SSUnit” type pump has an efficient 
capacity range of from 50 to 100 
g.p.m. against heads of from 300 to 
500 feet. It is bolted to the motor 
frame by a splash-proof connection 
piece, the impellers being mounted 
on the special motor shaft extension, 
and the motor bearings also being 
the pump bearings. This pump is 
available with motors of from 10 to 
30 horsepower of the standard squir- 
rel cage type, splash-proof or ex- 
plosion proof types, and is a very 
adaptable pump for small boiler 


feed pumps, humidifier pumps in 
textile mills, air conditioning serv- 
ice, house pumps, small mine pumps, 
oil gathering, loading and small pipe 
line pumps and other small capacity, 
high pressure services. It operates 
with smoothness and efficiency holds 
up well over a wide range. The 
standard pump has cast iron casing 
and cover, and is bronze fitted. The 
impellers are placed back to back 
providing axial balance with the 
suction impeller next to the motor 
and the discharge passage from the 
first stage impeller cast integral 
with the main casing body and com- 
municating with a passage in the 
cover leading to the inlet of the 
second stage impeller. This design 
permits the cover to be taken off, 
and the inside parts of the pump to 
be taken out without disconnecting 
the suction and discharge piping.— 
Primary buying officials to be con- 
tacted in introducing this product 
are chief engineer, superintendent 
and purchasing agent.— Allis- 
Chalmers Mfg. Co., Milwaukee, Wis. 
—MILL Suppwies, June, 1938. 
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Die Grinders 


Two new high speed grinders 
were recently developed to meet the 
need for a light-weight compact tool 
of maximum power. They are es- 
pecially adaptable to high grade pre- 
cision grinding in die shops, metal 
working plants and tool rooms. 
Spindle housings are of steel with 
bearings mounted at extreme ends 
of spindle to absorb radial load. 
They are equipped with universal 
motors, operate on a.c. or d.c. and 
the 3-in. single purpose chuck will 
accomodate wheels, pencil stones, 
rotary files and burrs. Grinding on 
metals, composition materials, wood 
and stone are among the many 
applications for these new units. 
Primary buying officials to be con- 
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Proven 


WORCESTER 








Profit Makers 


( LOWELL REVERSIBLE RATCHET 

WRENCHES are giving SATISFACTION 
“4 and SERVICE in hundreds of jobs today, 
. the same as they always have. 
have stood the test for years and are 
covered by the GUARANTEE: Any broken 
handle returned to us will be replaced 
without charge. 


Sell LOWELLS, the Time-Tested and Time- 
REVERSIBLE RATCHET 
WRENCHES. They will build your profits 
from satisfied customers. 


LOWELL 


WRENCH COMPANY 


They 


MASS. 








For ECONOMY 


es Easy to use — thrifty with 
both time and material—Gard- 
iner Flux-Filled Solder cuts pro- 
duction costs and speeds up 
production. Yet—due to exclu- 
sive manufacturing methods— 
it is priced lower than even 
ordinary solder. Available in 
both acid and rosin core, in 
various alloys and core sizes 
... and gauges as small as 
1/32 of an inch. Gardiner 
solid wire, bar, drop and pellet 
solders . . . and babbitts of all 
grades .. . provide the same 
uniform high quality. 


72) 
“aerdiner 





ee | 


» 
~ x & (METAL CO. 7 


4833 S$. Campbell Ave., Chicago, Ill. 
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DISTRIBUTORS 


® Are you troubled by difficult 
sales problems? 


® Are you carrying the most up- 
to-date line? 


® Do you know WHO to Sell and 
How to Sell Them? 


Mill Supplies answers these 
questions and more every 
issue. 


e« e« @ 
The magazine for 


Distributors and 
their Salesmen 


MILL SUPPLIES 


330 W. 42nd St. New York City 
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tacted in introducing this product 
are chief engineer, superintendent 
and purchasing agent.—The Van 
Dorn Electric Tool Co., Towson, 
Md.—MILL Suppwies, June, 1938. 


Drum and Barrel Racks 


With these new racks, barrels and 
drums can be stored in a vertical 
or horizontal position, ceiling high. 
Racks are of steel and come in two 
standard designs. They are con- 
structed with or without bottom rails 
which permits storing the first tier 
on runners or directly on the floor. 
All racks are equipped with feet 
on the uprights thus assuring solid 
footing and permitting, if desired 
the lagging of racks to the floor. 
Racks four barrels or more high 
have “cat-walk” brackets as 
standard equipment. The panels or 
frames are welded, without any 
punched holes in them to weaken 
the structure. They are finished in 
black lacquer and shipped with 
assembly blue prints. Assembly re- 
quires nothing but a wrench and a 
few hours effort on the part of 
employees. To complete this method 
of storage, a portable elevator is 
offered by the company that enables 
one man to move containers in or 
out of the rack.—Primary buying 
officials to be contacted in introduc- 
ing this product are superintendent, 
chief engineer and purchasing agent. 
—Barrett-Cravens Co., 3225 West 
30th St., Chicago—MILL SuPPLIEs, 
June, 1938 


Paint Sprayer 


of 


These paint spraying units are a 
new development in low-priced, but 
efficient units of this type. The com- 
pressor is the single cylinder piston 
type, and is balanced to give a 
minimum of vibration. The piston is 
made of die cast aluminum alloy, 
as is also the connecting rod. Sealed 
power piston rings are used, and 
the valves are of Swedish steel. 
This unit is furnished with or with- 
out a 3 h.p. motor, and belt driven 
at 1750 r.p.m. At this speed the 
compressor has a displacement of 
2.58 cu.ft. of free air per minute, 
which results in a spraying pres- 
sure of over 30 pounds on the spray 
gun. A special oil and moisture filter 
on the compressor eliminates any 
possibility of oil contaminating the 
air, and the air intake filter assures 
only clean air entering the compres- 
sor. It is capable of delivering a 
perfectly atomized spray from 6 to 
8 inches wide with material of 




















ordinary 
which permits the coverage of 700 
to 1200 square feet of surface per 
hour. This gun is equipped with a 
one-quart aluminum container, and 
case-hardened round, fan, and angle 


spraying consistency, 


spray nozzles. 15 ft. of air hose 
complete with connections are also 
furnished. Primary buying officials 
to be contacted in introducing this 
product are superintendent, plant 
manager and purchasing agent.— 
The Electric Sprayit Co., Milwaukee, 
Wis.—MILL SupPpPuwigs, June, 1938. 


Renewable Fuses 


A new fuse was recently developed 

that is screen vented and air-condi- 
tioned. Both ends of the fuse case 
have a series of small holes through 
which the air circulates. As an addi- 
tional safeguard to prevent flames 
‘from escaping in case of a blow, 
both ends of the fuse are also 
equipped with a series of fine mesh 
screens through which the air must 
pass. There are only two parts and 
the link, thus, when a fuse blows, it 
can be renewed quickly. Primary 
buying officials to be contacted in 
introducing this product are plant 
manager, superintendent and pur- 
chasing agent—Pierce Renewable 
Fuses, Inc., Buffalo, N. Y.—MILL 
SuPPLIES, June, 1938. 


Double-Duty Transformer 





A new “TuLamp” transformer, 
designed to operate two 400-watt 
type H mercury lamps at peak effi- 
ciency and at 90-95 per cent power 
factor, has just been introduced. 
Use of the double-duty unit permits 
a reduction of some 20 per cent in 
transformer costs, and results in 











Safety Belt Hooks and Lacers 
Give You More Profit! 


SS, 


6 
Pp 











Let us explain, 
quote you and 
outline our sales 
co-operation. 


; 
Vv, 


See Those Jaws 

Not fiat, but RIBBED 
Each Rib Contacts 

A HOOK ONLY 


SAFETY 


ortable Lacer 


The Best 
Belt-Lacing eee 
System © 2% ii 
with the <i Hooks are easily 
Largest sunk below the 
Profit surface of belt 
For You! Full 6” Capacity 
Stouter These two features 
St appeal to 
— mechanics. 


Soles are easy! 








Safety Belt-Lacer Co., Toledo, Ohio 















sees ces . SALES FOR YOu TOD A Y 


CONGRESS 
V-BELT PULLEYS 


@ Increasing numbers of distributors are making 
money with Congress Standardized Drives. 
Demand and preference by users assures 
ready sales. 





@ For quick results feature our display 
board, illustrating our complete line of 
V-belt pulleys and flexible couplings. 
Your customers and prospects will 
quickly approve their excellence of 
manufacture and attractive finish. 
@ Congress V-belt pulleys: are dia- 
mond precision bored—perfectly 
grooved — well balanced and 
quiet in operation. Individu- 
ally boxed to give you ease 
of handling and stocking. 
@ Use our engineering 
service when help is 
needed. And get our 
attractive discounts. 
You will make money 
with the Congress 
Line. 






















VARIABLE SPEED 
PULLEY DESIGNED 
FOR AIR CONDI- 
TIONING AND STOKER 
SERVICE 








CONGRESS TOOL & DIE CO. 


9026 LUMPKIN AVE. . 


DETROIT, MICH. 
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THEY STAY SOLD! 





IT'S THE REPEAT BUSINESS, and not the first order, that 
really brings TAP PROFITS. 


The fact that many leading Distributors have profitably sold 
WINTER TAPS for years, conclusively proves that these taps 


give complete satisfaction in service; insuring the maximum 
of repeat orders. 





WINTERTAPS»"° DIES 


THE WINTER BROTHERS CO., WRENTHAM, MASS. 





BRANCH FACTORY: DETROIT, MICHIGAN 
TAP AND DIE DIVISION NATIONAL TWIST DRILL & TOOL CO., DETROIT, MICH. 

















MANUFACTURERS MAKE YOUR SELLING 


we! \ Easier 







by telling the 
of their 
products to your 


merits 


best prospects in 
FACTORY. 


FACTORY has more plant 
operating official subscribers 
. than any other business paper. 
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additional installation saving. Trans- 
former losses are said to be reduced 
30 per cent in comparison to two 
single-lamp units. The new unit is 
14 inches wider and somewhat 
heavier than the single-lamp trans- 
former, but is practically the same 
in general design. Starting currents 
using these transformers are below 
the normal operating current, so 
that no provision need be made in 
the wiring to take care of excess 
starting values. Using the new unit, 
one lamp starts and reaches its full 
efficiency before the other lamp. 
With as much as a 40-volt drop in 
the circuit, one lamp will continue 
to burn. Should one lamp burn out, 
the other lamp will operate normally 
without injury to the transformer. 
Primary buying officials to be con- 
tacted in introducing this product 
are chief engineer, superintendent 
and purchasing agent.—General 
Electric Vapor Lamp Co., Hoboken, 
N. J.—MILL SuppPuiEs, June, 1938. 


Grinder 





A new grinder, model 68, said to 
cut grinding costs and increase pro- 
duction, because of constant wheel 
surface speed, regardless of wheel 
diameter, has just been placed on 
the market. The features of this new 
grinder include a constant speed 
motor, which is totally enclosed, ball 
bearing, fan cooled and mounted on 
a hinged platform for belt adjust- 
ment; safety eye shields mounted 
on guards; a heavy chrome-man- 
ganese steel spindle runs on four 
heavy-duty bearings, which are en- 
closed in dust-proof housings with 
inner and outer labyrinth seals, and 
heavy angle plates supports work 
rest. Correct surface speed is main- 
tained by increasing the r.p.m. of 
spindle as weel wears down giving 
new wheel efficiency regardless of 
wheel diameter. The grinder has a 
pleasing appearance with smooth 
trim lines and no obstructions and 
is built in two sizes of 20 and 30- 
inch wheels.—Primary buying offi- 
cials to be contacted in introducing 
this product are chief engineer, 
superintendent and purchasing 
agent.—The United States Electri- 
cal Tool Co., Cincinnati, Ohio.— 
MILL SupPPLIEs, June, 1938. 




















Torque-Indicating Wrench 


9 ye esa) 


The proper installation of pipe 
flanges, couplings, cylinder heads on 
multi-cylinder gasoline and Diesel 
motors, pump and turbine casings, 
etc., requires that all bolts be 
drawn up evenly in order to avoid 
the possibility of leaks. A new 
wrench for this purpose known as 
the No. 66 torque-indicating wrench 
has been’ introduced. Features 
claimed for it by the manufacturer 
are that it includes ratchet mech- 
anism that is reversible, lack of 
dials or gages to get out of order 
or that may be damaged by care- 
less handling. The handle does not 
swing free when the desired torque 
is reached because the ratchet 
mechanism locks, thus preventing 
smashed fingers for the user. The 
manufacturer claims that the ac- 
curacy of the wrench is greater 
than the consistent performance of 
the bolts on which the wrench is 
used. Its small head permits use in 
normally inaccessible places. It is 
not necessary to watch a dial or 
indicator to see when the desired 
torque has been reached, and there 
is no chance of error in reading a 
dial or gauge. Simplicity of opera- 
tion is one of the features of the 
wrench. The indicator is set at the 
desired torque in foot pounds. This 
is done by simply loosening an in- 
dicator clamping screw, moving the 
indicator to the desired position on 
the scale and then tightening the 
screw firmly. The ratchet lever is 
moved to the extreme left of the 
wrench. The wrench is operated just 
as any ratchet wrench until the 
ratchet lever snaps to the neutral 
position in center. Primary buying 
officials to be contacted in introduc- 
ing this product are plant superin- 
tendent, chief engineer, master me- 
chanic and purchasing agent.— 
Bonney Forge & Tool Works, Allen- 
town, Pa.—MILL SUPPLIES, June, 
1938. 





Canopy Light 


This new lighting unit is 36 
inches wide and is available in 2% 
ft. lengths with a minimum of 5 ft. 
It accommodates either 150 watt or 
200 watt lamps—one socket to each 
24 ft. length. The new unit is said 
to deliver an average of 33 ft. 
candles with two 150 watt lamps 
over an area of 4 by 6 ft., at a 
mounting height of 48 in. above 
the working surface. The illumina- 
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SELL DEPENDABLE 
Taylor-made” 





©@ Your customers will value the sturdy 
service and dependable quality of Taylor 
Chain. It will give them economy of op- 
eration, combined with greater safety, 
Likewise, the Taylor policy of fair dealing 
with distributors is your assurance of a de- 
cent profit on your sales—and of coopera- 
tion in helping you to keep and build your 
customers into good chain accounts. 

Let's start now with a frank comparison of 
what you and we have to offer. There are 
jobs for Taylor Chain everywhere—and 
business for you! 


“Best by Test Since 1873" 


S$. G. TAYLOR 
CHAIN COMPANY 


HAMMOND, IND. 














Where Accuracy and Performance Count 


W SAL NALLEY Grinders 


@ Distributors everywhere 
have found Valley Bench 
Grinders sell easily and 
bring in the profits. The 
performance record of Val- 
ley Grinders leads the way 
to sales, 


Valley Grinders are driven 
by famous Valley Ball 
Bearing Motors. Details in- 
clude over-size ball bear- 
ings — heavy shafts — wide 


wheels — adjustable tool rests. Every 
unit is built to Valley Electric Corpo- 
ration’s single high standard of qual- 
ity and protected by the Valley 


Guarantee. 


The Valley reputation for 
tools, the record of accuracy and per- 


formance 


quality 


grinders, has 






an acceptance of Valley products 
throughout the world. Sizes of Val- 
ley Grinders range from % h.p. 
Bench to 5 h. p. Pedestal model. 


Write for prices and data on special 
these profit making franchise for distribu- 
built tors. 





Valley Electric Corp. 


4221 FOREST PARK BLVD. © ST. LOUIS, MO. 
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. Cut Selling Costs NOW! 


MANAGEMENT OBJECTIVES 


ADVERTISING does this! Better advertising will still further 


reduce the work of salesmen. 


By educating your prospects in advance to understand 
‘‘what”’ your company is, “why” your product is superior, 
“how” your product will benefit the user, ‘“‘where”’ it has 
been successfully used and “when” it would pay the pros- 
pect to buy—advertising saves the salesmen’s time and 


your company needless expense. 


Ask your advertising agency whether your appropriation 


is adequate to accomplish this objective. 





ee 


Published in the interests of greater sales, employment and profits in 1938 by the 
McGRAW-HILL PUBLISHING COMPANY, INC., NEW YORK, N. Y. 
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be contacted in introducing 





Fostoria, Ohio. — MILL 


June, 1938. 





IT PAYS ~. Quicker Cleaner 


Lower Cost Pipe Cutting with this 
remarkable Feltzex0t> Wheel-Blade Cutter 


Pipe Vise 


Every RIAID tool is designed to save bother 
and expense old-fashioned tools cause. The 
thin bladed wheel of this cutter, for instance 
—coined out of tool steel, hammered, heat- 
treated, assembled in a solid hub—has the 
extra stamina to keep on rolling cleanly 
through all kinds of pipe long after ordinary 
cutter wheels need replacing. Housing guar- 
anteed warp-proof 
easily to pipe size. 


always cuts true, twirls 


It's smart constructive selling to supply yout 





customers with tools that save them time and 
expense. Stock and sell TeIQ@a0f> Cutters. 


THE RIDGE TOOL CO., Elyria, Ohio 





pipe from 4 


! 
| tegral 
screw, 





with the 
set at a 


base; the 
slightly 


Ball Bearing 


Rpee ErN 


LOOSE PULLEYS ¥ 


Consequently the vise can 


| this 
master 


product are 


mechanic and 
agent.—J. 
York 
1938. 


City.—MILL SUPPLIEs, 


Tube Shaping Tool 


PROFITS for you 
SAVINGS for users 


Simple in construction 
Bearings are dustproof 

Save time in oiling 

Save cost of lubricant 

Save replacement costs 

Sell these established pulleys 
Make money 

Build up a profitable pulley 
business 

Write for catalog 


reducers 


shaped 


coils, fittings and 
creasers. Duplicate 


which are marked 


bend to be 


flare nut held in 


CHICAGO PULLEY 


ing straight tip in swedge 


SHAFTING CO. 


21 N. Des Plaines St CHICACO 





is designed 





or 
bands 
can be made by using straight slides 
to show length 
of tube required to make bend. Cir- | 
cular blocks are adjustable to allow 
made back of flare nut 
which is placed on flared tube, and 
vise jaws. When 
swedge is required at end of bend 
swedge is held in vise jaws by plac- 
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tion provided is of a highly diffused | 
or shadowless quality. Inside finish | 
of the reflecting surface is a special | 
matte white baked enamel, while the | 
outside finish is wrinkled gray baked 
enamel. Primary buying officials to | 
this } 
product are plant manager, super- | 
intendent and purchasing agent.— | 
The Fostoria Pressed Steel Corp., 
SUPPLIES, 


This new vise can be readily and 
firmly attached to bench, post, or 
other support without the use of 

bolts or screws. It is easily carried, 
weighs only 5% lb. and accommodates 
| 4 to 2 in. Unusual effi- 
ciency is claimed for the clamping 
| device. The clamp member is 
clamp | 
forward 
angle, carries a swivel with thin V 
lip projecting from its upper edge. 


in- 


be 


securely and rigidly attached to the 
bench or other support. The drop- 
| forged jaws are saw-tempered for 
file sharpening. Chains are of stand- 
ard quality used in all products of 
this company. Primary buying offi- 
| cials to be contacted in introducing 
superintendent, 
purchasing 
H. Williams & Co., New 
June, 


This new tool can be used to make 


in- 


and 


starting at desired point. The tool 
for soft temper tube. 





FOR HOLDING OLD 
CUSTOMERS AS WELL 
AS GETTING NEW 
ONES YOU CAN 
DEPEND ON— 


Guark Bours 


t evmigy let. oe 















Quality guaranteed by 84 years experience 
WRITE FOR CATALOG 


Cuarxpaosfout(h 


MILLDALE, CONN. 








CHICAGO 


HAMMERS 


D | 





CHICAGO RAWHIDE MFG., CO. 


1290 Elston Avenue, Chicago 
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| officials to be contacted in introduc- 


| purchasing 


| the article, corrected.]} 





One tip used for all sized flares. 
Separate tip for each size swedge. | 
Blocks are placed around tube and 
tightened in vise jaws. Handle has 
‘adjustable top to allow it to slide 
over block. The handle with flare 
or swedge tip, which is detachable, 
is forced into tube by using screw 
handle. Swedges can be made larger 
by using size larger tip than used 
for first swedge.—Primary buying 


ing this product are superintendent, 
agent and master 
mechanic.—E. H. Sachleben & Co., 


| 1907 Washington Ave., St. Louis, 


Mo.—MILL Suppuies, June, 1938. 


Portable Drills 


[Editor’s note—Through an over- 
sight the manufacturer’s name and} 
address was omitted from this new | 
product item last month. We repeat | 
| 

A new series of popular priced 
utility electric drills which feature 


| high torque, produced by triple gear 
| reduction was recently placed on the 


market. They are made in three 
sizes, §-in. with three jaw geared 
chuck; j-in. with three jaw geared 
chuck and j-in. with No 3 Morse} 
taper for shank drill bits. These 
drills are permanently lubricated, 
air-conditioned with an air cleaner 
that keeps dirt out of the universal | 
motor, a new cooling system, air- | 
streamed design, perfect balance, | 
heavy duty gear and bearing con- 
struction throughout. Double bear- 
ings are used on the chuck spindle 
to protect against wear from thrust 
in any direction. The utility high 
torque line is of exceedingly durable 
construction with spindle speed for | 
carbon drill bits, wood augers, hole | 
saws, cylinder grinders and hones, | 
hard alloys and many accessories | 
used in general maintenance and 
shop work. They provide operating 
economy for the automotive and | 
industrial fields such as garages, 
fleet owners, truck and body shops, 
railroad repair shops, maintenance 
departments, construction crews, 
shipyards, dry docks, contractors 
service ships and practically every 
place where electrical tools are used. 
Primary buying officials to be con- 
tacted in introducing this product 
are superintendent, .chief engineer, 
master mechanic and purchasing 
agent.—United States Electrical 
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The 





Line 


Dependable as Time! 


For 65 years the Lonergan 
name has been identified 
with the successful manu- 
facture of power plant 
specialties—dependability 
throughout the years. 

Today there are highly 
profitable possibilities 
with the LONERGAN LINE 
anywhere in the Nation. 
You are wise in rec- 
ommending Loner- 
gan Pop Safety and 
Relie Valves, 
Gauges and other 
Specialties, for they 
have withstood the 
test of time. 


Write for Catalog, 
prices and complete 





information. 
Boder  20r SPECIALTIES for 
eam, ir an 
Pressure Gauges POWER PLANTS 


Standard Since 1872 


J. E. LONERGAN CO. 


213 RACE ST. PHILADELPHIA PA 











Tool Co., Cincinnati, Ohio. MILL | 
SuppPLigs, June, 1938. 


Industrial Enamel 


A new enamel for industrial fin- | 
ishing is announced and is said to} 
greatly speed up production. Known | 
as short-bake “Dulux” its baking | 
time is eight to ten minutes at 350) 

-_— 
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Investigate the profitable 
Darnell line of Industrial 
Double Ball Bearing Casters 
and E-Z-Roll Wheels AT 
ONCE! Here are quality pro- 
ducts your salesmen can 
easily enthuse over—for re- 
peat sales are automatic, and 
customer satisfaction as- 
sured. Write for details of 
special dealer proposition. 


DARNELL CORPORATION, LTD. - 
BOX 4027-P STA. B, LONG BEACH, CAL. 
@ 36 N. CLINTON ST., CHICAGO, ILL. 
@ 24 E. 22ND. ST., NEW YORK, N. Y. 





























Your customers need the 
security provided by 


JACKSON BELT 
FASTENERS... 


@ They positively will not pull 
loose. @ Sell themselves owing to 
their practical simplicity. @ Used 
by your customers wherever a de- 
pendable heavy duty fastener is 
needed. 

® Recognized as the standard belt 
connection thruout the world. 

Do youhave \|SAAC JACKSON 


Il supply 
pF le BELT FASTENER CO. 


literature? 18 VESEY ST.. NEW YORK 
“BEWARE OF IMITATIONS" 





r- 
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Profitable Business for You 
Selling Triplex Lag Bolts 


Quick starting—a sound whack on the head 
won't harm the tough true-cut threads. Sharp 
gimlet pointed, they take hold and screw home 
fast—save time and assembly costs. Precision 
made, American standard square heads, clean 
shanks. All heat-treated, quenched in rust- 
Preventing oil. You profit by selling the real 
economy in Triplex Lag Bolts. Write today for 
full information. 


The Triplex Screw Co. 
5307 Grant Ave., Cleveland, Ohio 


IPLEX 


SET SCREWS, BOLTS AND NUTS 
Millions sold—Used in Every Industry 





deg. F. In addition to its shorter 
baking time, the new finishing ma- 
terial has demonstrated satisfactory 


adhesion to metal and good hiding | 


in one coat. It may be applied on 
solvent cleaned steel, bonderited steel 
or primed steel. It shows hardness, 


mar resistance, flexibility and high | 


resistance to grease soap and alkali. 
White or colors are available — 
Primary buying officials to be con- 
tacted in introducing this product 
are superintendent, plant manager 
and purchasing agent.—E. I. Du- 





Pont de Nemours & Co., Wilmington, | 


Del.—MILL SUPPLIES, June, 1938. 


Condensation Pump 


— = 





NX 


In many heating installations 





radiators are placed below the water | 


level in the boiler. To handle the 
condensate from these low-lying 
heating units, a condensation pump 
is installed. This new condensation 


pump has a close-coupled design | 


with balanced bronze _ impeller, 
mounted on a rust-proof steel motor 
shaft. It has sealed grease-lubricated 
ball bearings and special shaft steel. 
The receiver is welded copper bear- 
ing steel, steam-tight. The float 
switch has a cadmium plated brass 
float and working parts, operates 
through a stuffing box four inches 
deep. The whole unit comes com- 
plete ready for pipe and electrical 


connections.—Primary buying offi- 
J § | 


cials to be contacted in introducing 
this product are chief engineer, 
plant superintendent and purchasing 
agent.—Yeomans Brothers Co., 1433 


Dayton St., Chicago, T—Miu | 


SuPPLIES, June, 1938. 


Conveyor Belt 
Because of a demand for a belt 
or special cover design and charac- 
ter for conveying various types of 


packaged material on a greater de- 


gree of incline than is normally 
encountered in regular conveyor 


work, this company has designed | 


and placed in its regular line the 
crepe finish package conveyor belt. 
This belt has a crepe surface of 
remarkable holding qualities, it is 
reported. The tan compound is said 
to be tough and resilient, as well 
as attractive in appearance. While 
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Cesco No. 92 
RESPIRATOR 


No. 92 on display will prompt queries. 
“Something new?” says the customer. 
“Looks businesslike; what's the improve- 
ment?” That gives you your chance. 


YOU—SPEAKING:-— 


“The filters of this new model provide over 45 


| square inches breathing area. So it stands to 


reason it is the easiest of all masks to breathe 
in. No undue excess weight, though. Feel how 


light.” 
FOLLOW UP:— 


“Has U. S. Bureau of Mines approval for both 
Type “A” and Lead Dusts. Frequent filter 
hanging is ry. That’s a blessing; 
also an economy item. Lees upkeep.” 

There are plenty of points to stress—all attrac- 
tive. For example: non-collapsible exhale 
valve; inbuilt speaking diaphragm; anatomic 
f Pp : lusive facial adjustment feature. 
As your story unfolds desirability mounts—and 
that means money for you. Let us send you 
particulars. 


CHICAGO EYE SHIELD CO. 


2329 Warren Bivd., Chicago, Illinois 














COLLIS 


MAGIC TYPE CHUCKS 
AND COLLETS 












COLLET!» [4 


LB 








Made from good 
grade of steel, hard- 
ened and_= ground. 
Easy to operate 
Can be used for 
drilling, tapping and 
reaming. 





Also manufacturers of drill sleeves 
and sockets, lathe centers, chuck 
arbors, drill drifts. We are pre- 
pared to handle all regular and 
special requirements of your cus- 
tomers. 


THE COLLIS COMPANY 
CLINTON, IOWA 
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MODEL “87 
MORE POWER! 


NEW SAFETY FEATURES! 
GREATER PERFORMANCE! 





















@ Cuts 3 in. dressed lumber 


@ Bevel-cuts lumber 2% in 
thick at 45° 
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CUTS SAWING costs 
IN HALF! 


@Cuts metels ten times 
han « heck-sew! 
metals. 


Aeal for 












€ 















haawsin@ 


Never before such @ 
combination of construc- . 

tion and mechanical refinements in an electric handsaw. This new 

y the world’s leading manufacturer of portable 

nen aficient. more powerful! It provides quicker 


SKILSAW—built b 


MANUFACTURERS’ ADVERTISING IN 





HELPS DISTRIBUTORS 


Sell Portable Electric Tools with Regular Advertising in FACTORY 








Mr. J. W. Sullivan, President of Skilsaw, Inc., statement telling why SKILSAW uses 
says, "We have been using FACTORY as FACTORY to sell plant operating men the 
a base paper in our industrial advertising advantages of using SKILSAW Portable 
program for a number of years. . . . Electric Tools. 


e 
have always looked upon FACTORY's 


authoritative position in the indus- 
trial field and its fine editorial 
policy as a definite assurance that 
it reaches and impresses the Plant 
Operating Officials who, to us, 
are a very important buying in- 
fluence . . ._ results have 
proved that it is an excellent 
medium for us." 


Reproduced on the opposite 
page is Mr. Sullivan's complete 





¥ ¥ F 


FACTORY appeals to plant operating officials 
who are in charge of management, production, 
and maintenance. 

Editorial emphasis is placed on such man- 
agement subjects as employee relations, wage 
incentives, waste elimination, safety, foreman 
training. 

Among the production subjects are produc- 
tion control, cost control, time and motion 
study, plant layout, materials handling, power 
transmission, electrical application, air-con- 
ditioning, welding. 

In the maintenance field typical subjects are 
organization and management of maintenance, 











building upkeep and repair. 









A McGRAW-HILL erating Officials throug! 
PUBLICATION a i em ee 


330 W. 42nd Street __C=ié#=___=iuzzs a ne 
New York, N. Y. 





Globe Woven Belting Colne 
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Solid Woven White Cotton Belt- 
ing 

Solid Woven Waterproof Treated 
Belting 

Endless Woven Belts 

Harvester Webbing 

Sifter Brush Webbing 


Shoe Machine Webbing 

Bolting Cloth Webbing 

Apron Webbing 

Spindle Banding 

Linen Webbing 

Other webbing and belting spe- 

cialties 
eee 


Globe Woven Products are 
sold thru Mill Supply distribu- 
tors. Write us for samples 


and prices. 


1390-1398 CLINT 


BUFFALO NEW YORK 








It’s saying a lot 
..- but its true 


Victor offers dealers the most 
complete line of Textile Belting 
in the country...for transmis- 
sion, conveying, and elevating 


Whether it be for the manufac- 
ture of bon-bons or bushings, 
there is a Victor Belt to fill the 
order. And, what’s more, an 
order filled from the all-inclu- 
sive Victor line means a satis- 
fied and steady customer. 


There is no profit in buying 
textile and balata belting on 
the “hit or miss” plan. Con- 
centrate your orders on the 
most complete line in America 
... the Victor line. 





BALATA & TEXTILE 
BELTING COMPANY 


53 Park Place 
345 West Hubbard Street Chicago 


FACTORY: Easton, Pennsylvania 


New York 








| ounce and 32-ounce duck with the 





it provides the necessary roughness, 
its design is such that it is easily 
cleaned. This crepe finish package 
conveyor belt is furnished on 28- 


special crepe 
carrying side. 
thickness is i 
increased as 
back cover 


finish cover on the 
Minimum top cover | 
inch. This may be 
required. Additional 
thickness will also be 


furnished as ordered. Primary buy- 
ing officials to be contacted in intro- 
ducing this product are chief engi- | 
neer, superintendent and purchasing 

| agent.—U. S. Rubber Products, Inc., 
New York City.—MILL 
June, 1938. 


SUPPLIES, | 


from the 


actuien 








VALVES, FITTINGS, TOOLS—A 
new 602-page catalog covering the 
complete line of valves, fittings, 
pipes and tools has just been pub- 
lished. Many added features are em- 
bodied in the catalog which should 
render it of increased usefulness to 
engineers, contractors, plumbers, 
plant superintendents and purchas- 
ing agents interested in this line 
of products. A red index permits | 
quick reference to each class of 
product listed in the book. The | 
catalog specifies the type of metal 
used in the various parts of the 
valves and fittings. The materials 
section contains information § con- 
cerning all types of metals used in 
the company’s products and com- 
plete data regarding working pres- | 


sures as well as test pressures, and | 


all the principal dimensions nor- 
mally required either for laying out 
a job or allowing space necessary 
for operation of the valves.— 
Walworth Co., 60 East 42nd St., 


New York City. 


REFRACTORY LAGGING — An 
eight-page illustrated 
“Insulag,” a strong, non-shrinking 
refractory lagging for interface tem- 
peratures up to 2200 deg. F., or di- 
rectly exposed to 2000 deg. F., which 
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ADVANCE-BADGER 
for 
GOOD 
BUSINESS 
RIGHT NOW 


© BADGER POWER 


® BADGER AND WEW 
BADGER CAR MOVERS 


® ADVANCE SAFETY CAR 
WRENCHES 





BADGER 
NEVERSLIP 





* The recommendations you 
have made to your cus- 
tomers in the past are the 
foundation on which good 
repeat business is built. 
Your customers will remem- 
ber that Advance-Badger 
Car Movers have substan- 
tiated every claim made 
for them. They are natural 
good will builders—strong, 
efficient, easy to handie— 
right for the tough, easy 
or medium jobs. Look into 
this line today! 


ADVANCE 


CAR MOVER CO. 
APPLETON, WIS. 


POWER KING 





bulletin on | 








FLOATS 


COPPER 
BRASS 


STEEL 
MONEL 
ALUMINUM 
STAINLESS STEEL 


and practically any workable metal 


* Our stock is adequate to meet any 
demand. Send us your inquiries and 
we can take care of your customers’ 
requirements. All sizes and shapes. 
Our engineering staff is at your serv- 
ice to give you the benefit of its long 
and varied experience. Ask for cata- 
log and price list. 


ARTHUR HARRIS & CO. 
210-218 N. Aberdeen St. 
(formerly Curtis St.) 
CHICAGO, ILLINOIS EST. 1884 























FOUND... 


in almost 
every plant 


Cap screws, set 
screws, coupling bolts, 
or studs are found on 
the purchasing requi- 
sitions of almost every 
plant. Distributors can 
develop this highly 
profitable business 


with OTTEMILLER Products. 
The OTTEMILLER line of 


milled screw machine parts 
is complete for practically 
all purposes, and it pro- 
vides such dependable 
quality that many plants 
have standardized on this 
one source. 


The steady, repeat charac- 
ter of this business makes 
it particularly interesting to 
distributors. OTTEMILLER 
gives 100 per cent distribu- 
tor service. 


The Wm. H. 


OTTEMILLER CO. 


YORK, PA. 


CLEMENTS 
CADILLAC 
LEADS IN | 





MONEY FOR YOU! 


The Clements-Cadillac Portable Electric 
Blower and Suction Cleaner leads the 
field only because of the recognition 
it has achieved through its reputation 
for quality and superior performance 
and — it’s always easier to sell the 
leader! Cleans motors, switchboards, 
generators, convertors, control boxes 
as well as all intricate machinery and 
equipment. Converts instantly into a 
Suction Cleaner or Sprayer. rite to- 
day for distributors terms and free 
trial offer. 


CLEMENTS MFG. CO. 
6656 So. Narragansett Ave. 
CHICAGO ILLINOIS 














can be applied on hot surfaces. To 
engineers, the full page charts, to 
determine thickness of “Insulag” 
required for hot face temperatures 
and ascertaining efficiency of thick- 
nesses of “Insulag,” are valuable 
features of the bulletin — Quigley 
Co., Inc., 56 West 45th St., New 
York City. 


PIPE WELDING—Arc-welding of 
piping for operation at pressures 
up to 1500 lb. per square inch and 
temperatures up to 1000 deg. F., is 
covered in a new twelve-page bul- 
letin just issued. In addition to the 
selection of pipe materials and weld- 
ing electrodes, this bulletin discusses 
weld design, welding procedure, pre- 
heating, stress relieving, testing of 
welds and the qualification of weld- 
ing processes and welding operators. 


| —Metal & Thermit Corp., 120 Broad- 


way, New York City. 


FENCE CATALOG—This complete 
and entirely new chain link fence 
catalog contains over 60 actual pho- 
tographs of fence for every type of 
sports, industrial, residential and 
institutional property. There are in 
addition, numerous diagrams, charts 
and drawings showing construction 
and specification details. Printed in 
two colors, this fifty-page booklet 
is extremely attractive—Wickwire 
Spencer Steel Co., 41 East 42nd St., 
New York City. 


JENKINS PRICE CATALOG—A 
new list price catalog, superseding 
all previous list prices has just been 
issued by this firm. It is divided into 
the following sections: Bronze, iron 
and steel valves; mechanical rubber 
goods, rubber and asbestos gaskets 
and Moncrieff Scotch gauge glasses. 
Jenkins Bros., Inc., Chicago. 


VALVES AND _ FITTINGS—De- 
scribed and pictured in this bulletin 
are this firm’s line of stainless steel 
valves and fittings. The booklet 
opens with a complete list of stand- 
ard alloys that the valves may be 
had in. Each type valve and fitting 
is pictured both in cross-section and 
exterior view. Constructional fea- 
tures are given together with dimen- 
sions. Four pages of prices conclude 
the bulletin——Alloy Steel Products 
Co., Inc., Linden, N. J. 


PLANNED POWER TRANSMIS- 
SION—Three new case studies have 
just been completed by “Vic” Han- 
son, chief engineer of the Power 
Transmission Council. Die manufac- 
turing, metal stamping and forging 
are the subjects of these new studies 
of planned power transmission in 
the automotive industry. In these 
pamphlets, number and types of ma- 
chines employed, layouts, compara- 
tive cost charts and planned power 
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EAGLE WELDED STEEL BENCH 
OILERS HAVE ACETYLENE 
WELDED SPOUTS AND ACETYLENE 
WELDED BOTTOMS—AN UNBEATABLE 
COMBINATION FOR BETTER AND 
LONGER SERVICE. 


Distributors find added profits 
in Eagle Oilers. 


EAGLE MANUFACTURING CO. 


WELLSBURG WEST VIRGINIA 











ONE MILLION 
MARKAL Paint Sticks 
Sold in the last 2 years! 


H 18 

record 
speaks for 
itself. 
Throughout 
all types of 
industry 
MARKAL 
“ STICK-O- 
PATRI” 
products 
are replac- 
ing old liquid paint and chalk marking 
methods. MARKAL is not a crayon— 
it is real paint solidified into handy 
stick form. It is made in two distinct 
types— 
MARKAL “C’’—for cold marking on any 
surface, wet or dry. It prod fadeproof 
and weatherproof marking on Steel, Wood, 
Glass, Stone, Lumber, Cellophane, etc. 
MARKAL “H”—for hot marking any sur- 
face, from 200°F up to 1500°F. Will not 


run at high temperatures, nor crack and 
peel after cooling. 


MARKAL STICK-O-PAINT, both “C” and 
“—H” is available in 6 colors—WHITE, 
RED, YELLOW, GREEN, BLUE, AND 
BLACK. Write at once for samples, litera- 
ture, and prices. 


MARKAL CO. 
6 E. Lake St. — Rm. 511 — Chicago, Ill. 
(Originators of Real Paint in Stick Form) 
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MAKE MONEY WITH | 


FAMCO. 


FOOT AND ARBOR. 


| 
Famco Foot Presses 
are used extensive- 
ly by manufactur- 
ers of all kinds— 


electrical appli- 
ances, industrial 
products, radio, 


novelties, etc. They 
have no equal in 
the production of 
light metal stamp- 
ings. 





Fameco presses will make money 
for you. EVERY SHOP A PROS- 
PECT. 


Famco Arbor 
Presses are in 
use in tool 
rooms, schools, 
assembly de- 
partments, 
and manufac- 
turing plants 
every where. 
Let us tell 


you more 
about them. 


FAMCO MACHINE CO. 


RACINE, WISCONSIN U.S. A. 


New York Branch 
409 Broome St., New York City 


eee “AMNMmMA TW 








NEVERBREAK 





CALIFORNIA 





Chrome Belt 


Covers a wide variety 
of uses - - - Makes a 
multitude of Sales 


®NEVERBREAK has great 
tensile strength—400 pounds to 
Y% inch lace. Heat resistant—it 
was subjected to 240° F. for 60 
consecutive hours and retained 
tensile strength of 325 pounds. 
When wet it dries back to orig- 
inal softness and pliability. 


Also Indian Tan and Raw Hide 

Leather, Leather Shoe _ Laces, 

Leather Aprons, Hand Leathers 
and Special Items 


eLet us help you get those 
special leather jobs which de- 
velop from time to time. 


TANNING CO. 





1905-7-9 Shenandoah Ave., St. Louis; Mo. | 
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transmission are discussed fully.— 
Power Transmission Council, 75 
State St., Boston, Mass. 


MOTORS AND EQUIPMENT— 
Three new bulletins have just been 
issued by this manufacturer. Bulle- 
1145B_ entitled, “Metal-Clad 
Switchgear,” deals with horizontal 
drawout metal-clad oil circuit break- 


| er equipment for power stations, 


substations and general industrial 
purposes. Bulletin 1156A deals with 
large induction motors of both the 
bracket bearing and pedestal bear- 
ing types. Numerous installation 
photographs shown illustrate the di- 
versified use to which the induction 


over to control equipment 
applicable to squirrel cage and 
wound rotor motors. Bulletin 1165A 
illustrates and describes the latest 
design and characteristics of bracket 
bearing type synchronous motors. 
Space is given to control equipment 
suitable for this type of motor. It 
includes an interesting discussion 
with vector analysis of the use of 
synchronous motors for power fac- 


| motor can be put. Several pages are | 
| given 





tor movement.—Allis-Chalmers Mfg. | 


Co., Milwaukee, Wis. 


AIR CONDITIONING—Bulletin 100, 
recently published, covers various 
types of fans for use with air condi- 


guards, penthouses and shutters and 
spray booths, in bulletin 200, vari- 
ous types of blowers are described. 
This booklet covers many different 
blower units for modern air 
handling.—Economy Electric Mfg. 
Co., 4634 West 21st Place, Chicago. 


LATHE CATALOG—Two new small 
backgeared screw cutting lathes, 
swinging diameters up to six inches 
are the subject of catalog 29, re- 


| leased recently. All phases of the 


| tioning, heating and_ ventilating 
equipment. In this booklet are de- 
scribed, pictured, and _ illustrated | 
various types exhaust fans, fan 





compact design are completely de- | 


scribed, together with application 
pictures and_ specifications.—Atlas 
Press Co., Kalamazoo, Mich. 


TEXTILE EQUIPMENT — Under 
the title “Dyestuffs & Stainless are 
Friendly Enemies;” this company 
has published an attractive booklet 
describing the use of “Armco” 
stainless steels in textile equipment. 
General recommendations of stain- 


less for various dye solution are | 
listed. The booklet also reveals how | 


stainless steels make possible faith- 
ful colors—The American Rolling 
Mill Co., Middletown, Ohio. 


ELEVATOR ROPE CATALOG—In 
addition to details of rope construc- 
tion, this new elevator rope catalog 
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(C&P, TORCHES 





No. 32A QUART SIZE 
THE MECHANIC’S FAVORITE FOR 
THREE GENERATIONS. 


OTHER C & L TORCHES 


No. 99 Pint Size—Midget Flame for 


small size copper tubing work. 


No. 252 Flat Pint Tool Kit Torch. 
No. 308 Quart Size—With sub-flame 


for extremely cold or windy weather. 


No. 325 Quart Size—For heavy duty. 
No. 225 Two Quart Size—Heavy duty 


burner. 


CLAYTON & LAMBERT 
DETROIT si 


MICHIGAN 





420 S. Ilinois St. 


ANTOL 2:4 





BUSINESS — 
FoR YOU 





My business is saving beltse—and 
that means business for you because 
your customers’ belts need protec- 
tion. Under friction-heat I stay on 
the job up to 217° F. After a 
Cantol treatment belts are impervi- 
ous to water, steam or dampness, 
and do not collect dust. Besides 
power is increased while running 
slack without increasing motor 
speed. Tell them about me, and 
I'll repay you. 


E. C. ATKINS AND COMPANY 
Indianapolis, Indiana 

















PROFITS COME EASY 
WHEN YOU 


Oe 2644 66 ¥% 
Morgan 








Ulises 





Stationary Jaw and 
Stationary Base 








Fer thirty years Morgan Vises have 
been building up a reputation that 
makes your selling easy. organ Vises 
are strong, rigid, and true—after years 
of constant use they still maintain 
their precision and accuracy. Custom- 
ers come back again for vises that 
they know are right. That is why we 
say “profits come easy when you sell 
MORGAN VISES.” 


It’s worth your while to investigate! 











MORGAN VISE COMPANY 


108-112 N. Jefferson St., Chicago, Ill. 








FLEXIBLE SHAFTS 
and MACHINES 


| contains definite recommendations as 

to the ropes best suited for different 

| types of elevators, and a particularly 
interesting article on factors affect- 

| ing the service record which should 
prove particularly convenient to 

| building managers and those in 
charge of elevator installations.— 

| Broderick & Bascom Rope Co., St. 
Louis, Mo. 


TUBE WORKING TOOLS—A com- 
plete line of copper tubing service 
tools, plus a handy tool selector 
which makes it a simple matter to 
select quickly and accurately the 
proper tool for any tube working 
job on copper, brass, or aluminum 


CATALOG 


| tubing are featured in a new folder | 


which has just been issued. Nine 

tube working jobs are listed in this 

folder, namely—cutting, flaring, 
| bending, coiling, soldering, pinch-off, 
| swedging and the auxiliary jobs of 
re-threading and refacing. Tools for 
| each of these jobs—for various sizes 
| of tubing—are indexed in the folder’s 
tool selector and the various tools 
are completely described on the in- 


side pages.—Imperial Brass Mfg. 
| Co., 1200 West Harrison St., Chi- 
cago. 

CENTRIFUGAL PUMPS—A new 


bulletin giving complete specifica- 
tions and operating characteristics 
of the Cameron class “GT” two- 
stage centrifugal pump has recently 
been issued. These pumps are two- 
stage ball bearing units designed to 
operate at modern motor, turbine 
and engine speeds. Two pages of 
typical installations of these pumps 
are pictured in the bulletin, No. 7067. 


COMPILERS 


and 


PRINTERS 


For Manufacturers and 


Jobbers of ... 
% MILL AND 
INDUSTRIAL SUPPLIES 
yw HARDWARE SUPPLIES 


% PLUMBING AND 
HEATING SUPPLIES 


%& ELECTRICAL SUPPLIES 
Experienced Compiling Staff 


at Your Service 


Full Information on Request 


“The CUNEO PRESS, Inc. 


2242 Grove St. 


Catalog Service Dept. 
Chicago, Ill. 


BELT FRICTION 


WEARS AWAY PART OF EACH MILL 
OPERATOR'S 


PURCHASING POWER! 


Deterioration of unprotected belting and 
decreased machine efficiency COST CASH! 
Naturally, the mill operator welcomes the 


FOR THE TOOL AND DIE SHOP 


This illustration shows one of the most 
popular type machines we build. We 
have more than sixty types and sizes 
with attachments covering hundreds of 


product that stops these losses. The dis- 
tributor’s salesman who introduces it, gets 
the resulting .ncreased business. 

That's where you and Black Diamond 
come in! Sold in pound sticks and gallon 
containers; also, larger sized containers 
on Liquid. Recommended for dusty, dry, 
wet or oily leather, rubber, and cotton 
belts and rope drives. 


—Ingersoll Rand Co., 11 Broadway, 
New York City. 


MATERIALS HANDLING — “For 
















. ” 8 Write today for 
portable operations. Vp to 3 HP. | Greater Safety is the name of a illustrated literature. 
capacity. new circular just issued. The circular | TWIN Warned EW Waning, 
shows many ways of introducing | Ste WAMOY STICK” wi te “ICLLOW tt HENNSL 
TYPE OUR NEW safety in indoor transportation of | Cemenn B 
MY4 Fi Bern A materials. This safety folder shows 
how this firm’s equipment helps 


plants to eliminate minor as well as 
major injuries.—Lewis-Shepard Co., 
Watertown, Mass. 


No 27 
IS NOW READY 
R 





Push Black Dia- 
mond Belt Dress- 
ing. . . and it 
will Pull Profits 
You! 


FO 
DISTRIBUTION 
WRITE = 
FOR COPY 
ROLLER CONVEYOR CATALOG 
—96 pages of description, illustra- | 
tions and specifications and prices on 
| commercial ball bearing line, 60 to 
| 4500 lb. roller capacity; precision 
tapered roller bearing line, 1000 to 
| 12,000 lb. roller capacity, and pre- 
| cision ball bearing line, 1000 to 8000 
| lb. roller capacity. This catalog con- 
tains bearing capacity, roller deflec- 
tion and roller selection charts to 
enable the user to make a balanced 
selection of bearing, tube and frame 
rail.—Palmer-Bee Co., Detroit, Mich. 


= 3 or = DIAMOND 


MANUFACTURING 
Co- 


Main Office and Factory 
5001-5009 No, Wolcott Ave., Chicago 
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VINCENT STEEL 
PROCESS CO. 
2434 Bellevue Ave. 

DETROIT, MICH. 
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A RELIABLE 


LINE TO PUSH! 





—_—— 
and quality are 
"stand-out" char - 
acteristics of Vin- 
cent - Huntington 
cutters. Modern 
and exacting manu- 
facturing methods 
insure _ satisfaction 
for your customers. 
Made from special 
analysis steel milled 
—not stamped—and 
heat treated to the 
proper degree of 
hardness by our ex- 
clusive "Vincent 
Process.” 


Steady repeat busi- 
ness is in store for 
distributors who of- 
fer Vincent-Hunting- 
ton cutters to their 
customers. You can 
recommend them 
with assurance. Sell 
Vincent - Huntington 
cutters and your 
sales volume will in- 
crease—and so will 
your profits. 


Our handy cata- 


log sheets give 
useful informa- 
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DUR BIG CHA 
’ NGE 10 SEW-UP BUSINESS 


Buyers in 
your i 
territory are reading the import 
ant Ad. shown 


here. M 
. Most all are d 
Give them this folder... it oy, oc = 
“a ill sell for you! 


: 
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LIKE THIS!! 


New PATENTED Jenkins U-Bolt 
Gate Valve...-it has no equal 
,. yet it costs no more 


For a month now valve buyers have been 
able to examine the new Jenkin 
Valve. And, everybody 
_.oT’ve never seen a valve th 
this one”. 
his new valve... OF read the 16 
which is almost like having 
d. You, too, will agree 
ed better U-Bolt 
ave ever been available. You'll 
standard features you like, 
s in design and 
construction ae 
reater convenience, hen service life, lower 
maintenance expense. antages are 
explained below --- 
in folder 179- Send the coupo® for a COpy: 


JENKINS BROS., 80 White St., New York; Bridgeport, Conn.; 
Boston; Philadelphia; Chicago Atlanta; Montreal; London, Eng. 


JENKINS VALVES 


HEAVY-DUTY BODY 
AND BONNET 
STAND ALL STRAINS 


An important buyet found out ’ 
what our “laim—" HEAVY-DUTY ‘ . : 
good-as- 
ther advantage -you can lift 
this bushing and do a thorough job of cleaning out deposits 
that form in bonnet chamber. 


RENEWABLE /BONNET-SAVER-BUSHING’ 


..smaned che ts 4 JENKINS BROS. 8° white Street, New York, N.Y. 


this valve and you end worry 
about such strains, OF springing 
ad distortion. 


Please send @ copy of Folder 179 0” U-Bolt Gate Valves 
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4) WRIGHT 7 
|? HIGH-SPEED | 

‘HOISTS : WRIGHT ELECTRIC 
a HOIST 


AMERICAN CHAIN DIVISION 
(DOMINION CHAIN COMPANY, Ltd., in Con 
Weed Tire Chains « Welded and W 
Chain ¢ Malleable Castings 
Acco-Morrow Lubricators 
AMERICAN CABLE DIVISION | 
Tru-Lay Preformed Wire Rope ¢ Tru-Loc? 
essed Fittings « Crescent Brand Wire 
Tru-Stop Brakes « Tru-Level Oil Contr 
ANDREW C. CAMPBELL DiVISIC 
Abrasive Cutting Machines © FPlofe 
Special Machinery ¢ Nibbling Modim 
FORD CHAIN BLOCK DIVISION 
Chain Hoists © Trolleys 
HAZARD WIRE ROPE DIVISION 
Lay-Set Preformed Wire Rope « "Ke 
Wire Rope « Preformed Spring-Loy 
Rope ¢ Guard Rail Cable 
HIGHLAND IRON & STEEL Di 
Wrought Iron Bars and Shapes 


Regardless of the job to be done—there’s a Wright Hoist that’s 
RIGHT. It may be where heavy parts are lifted into production machines and both 
rugged durability and absolute non-slippage is required. Or, it may be in some factory 
or warehouse where headroom is at a premium. Or, again, it may be where extreme 
high-operating speeds are essential. Yes — regardless of the job — if it's lifting loads 
ranging from % ton to 40 tons, there’s a WRIGHT Hoist that’s RIGHT. 

Pictured above are only four of the many different types of Wright hoists and cranes. 
The inherently fine construction and scientifically correct design of these Hoists make 
—_— them exceptionally efficient production tools. Every feature of every 
WRIGHT) Hoist (many of them exclusive with Wright) is incorporated with 
noists-rasuiers |) three definite aims: first—Safety; second—efficient operation; third 


oot —low-cost maintenance. 


If you haven't seen a copy of the new Wright catalog, send for it 
now. You will find it a very helpful manual of hoisting equipment. 


Traffic Tape « Welding Wire — 
READING-PRATT & CADY DiVISI 
Valves « Electric Steel Fittings 
READING STEEL CASTING DiVISIC 
Electric Steel Castings, Rough or Mad 
Railroad Specialties 


WRIGHT MANUFACTURING DIVISION 
AMERICAN CHAIN & CABLE COMPANY, INC. 


YORK, PENNSYLVANIA 


WRIGHT MANUFACTURING DiviSsic 
Chain Hoists « Electric Hoists and Cre 


In Business for Your Sia 
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